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Here is a new 
and clever idea 
in advertising 
which is readily 
adaptable to the 
use of lumber 
dealers. 


Each new baby 
is a potential 
future customer 
for some lum- 
berman. Will 
he be yours? 


Cultivate the 
babies and their 
parents—for 
present and 
future business. 


Study this ad- 
vertisement, and 
read the story 
appearing on 
page 22 of this 
issue, 
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Be sure to phone the Citizen 


of any little ones coming to 
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Valuable Gifts For pi First ba by In ae 


for LaGr 


Throughout the year this 
page should be of immense in- 
terest to the fathers and moth- 


ers of LaGrange. 











We'll Help 
“a, Keep Baby 
Warm 


We extend a warm welcome to the 
Baby of the month—5S00 pounds of 
coal free, or the equivalent in fuel 


If dad needs more, he'll find that we 
sell only best quality fuels at reason- 
able prices. 

Or, if he plans to make the home 
larger now, he should know that this 
is the best place to buy building 
materials. 


Lord Lumber 
and Fuel Co. 


¥ Don’t Leave 
) Baby’s Future 
ih “to “Luck” 








FIRST NATIONAL BANK 


OF LA GRANGE 








>> Baby Will Enjoy 
Sa This Healthfal 
FOOD 





will tell you the import- 





e of feeding your child Pasteurized 
milk To he " you ge tarted right we 
1 del e of —as much Pas- 
and cream daily for one 
eek as you may desire to order. Our 
Real Milk, fresher by a ies, at the price 
f ordinary milk 


Willow Farm Products 


Phone LaGrange 1156. 


ang Mother Will Be 


(iR Busy With Baby 
.. We'll Do The tty, 
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Best Way Laundry Service 


Phone LaGrange 3200 








, OF Course 
Mother Is 
y Proud of Baby 





coat, 
le nev f We > will be 
Ip fit you out, Mother, and have 
ur of silk hose wh 
nt the me Beas of THE baby to 
h our mpliments 


Rose-Marie Frocks 


13 So. Fifth Avenue. Phone 1450 








Dad! Bring 
)) Mother Here 
2~0E>- To Celebrate 
.. AAs Our Guest 








LA GRANGE HOTEL 
& RESTAURANT 


8 Burlington Avenue 








A Growing 
Plant or Cut 
Flowers 


Is Our Gift 


are the uni- 
aa meaprnene 

t is only right 
should bedeck the 


LAGRANGE FLORAL CO. 


74 South Fifth Avenue 
Phone LaGrange 266 





oming Scag 









e, Baby Gets A 
n S Big Welcome at 
The — Store 





Our many years of experience 
a on ete lin ol infar nd j 

eds have tangie us th 
cal to send Mother 3aby anything 
without risk of duplicafio Hence ou 
welcome to the Baby we offer Mother he 
unrestricted choice in our inf 
ment to the extent of $5.00 


The McAllister-Schoen Co. 


“THE BIG STORE’ 
Phones: LaGrange 105—106 
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Citizen Publishing Co., 





Lagrange, IIl. 





Baby will Need _| 
These Feeding 
Bottles 


I be many times when you will 
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SORKIN BROS. 


Burlington at Ashland 


The Hand 
That Rocks 
The Cradle 


AP) 
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Fre ad cervice ading the repairing 
arge at your home or os La 
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SANDERSON SERVICE 


Spring at Burlington Avenue 


GOODYEAR TIRES, VESTA BATTERIES 
GASOLINE, OIL and GREASING 








Baby’s First “Sy, 
Cake 


t worry about baking. We 
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learn what good 


at and friends will 
ry products we sell 


AMERICAN BAKERY 


18 West Burlington Avenue 
Phone LaGrange 100 


New Mothers 
Are Careful 
of Their ra 


BABY must grow 
he FOOD mother eats is just as impo 







Keller’s sent Market 


Tel. LaG. 3024. 601 W. Hillgrove Ave. 
FOUR DELIVERIES DAILY 
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G. KORIES 


CLEANING and DYEING 
605 Hillgrove Avenue. Phone LaGr. 5878 


We'll Clean “ 
A Dress Free 
For Mother ” 


ave learned that new 
cessary when you take 
, ng 3 





Fifth Avenue Cleaners 
11 North Fifth Avenue. 
Phone LaGrange 480 








$5.00 Gift 2 
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Here’s a Box 
of Cigars 
For Dad 









ept 
box of twenty-five 





e cigars. These 


smokes .are sure to 
et ase “the boys,” as our Stocks are al- 
ays fresh and of the finest quality. 


Williams Tobacco Shop 


R. G. WILLIAMS, Prop. 
Phone LaGrange 3405 
28 West Burlington Avenue, LaGrange 
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Selective Logging Insures You 
Finest Quality Lumber 


Our two mills at Marion, S. C., are now cutting some fine 
quality Cypress and hardwood lumber from the very best 
selected logs. Our policy of carefully selecting the mature 


growth trees insures you uniform quality lumber. 


We solicit inquiries and orders from buyers of Cypress, Ash, 


Maple, Tupelo Gum, and Sap Gum lumber. 


Retail lumbermen should balance their assortments of yard 
and shed stock with the well-known Camp's North Carolina 


Pine. 


Camp Manufacturing Co. 


Franklin, Virginia 


EASTERN SALES OFFICES: 


NEW YORK: 51 East 42nd St., Vanderbilt PITTSBURGH: 
Ave. Bldg Ek. D. WOOD, Mer., Phone CAMP, 


Vanderbilt 3071 and 3072 


PHILADELPHIA: Otis Biiz.. FE. D. Woop, TAMPA. FLA.: 


B 
Manager 
MILLS 
Franklin, Va.; Marion, 8, C., Wallace, N. C.; 
St. Stephen, 8S. C. 


M _ wee 
THAAD i 





SS 
5 SSE SSa) 


Bldg GEORGE L. 


3504 Barcelona Street 


Representative 


DAILY CAPACITY 
0.000 Feet: 
Planing Mills, 600,000 Feet 
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Which 


of these Free Services 


do you need? 


Write Todav ill The National Lumber 

7, Manufacturers Asso- 
ciation will be glad to assist local authorities in prepar- 
ing or revising building codes . . . supply you with 
attractive booklets at half actual cost . . . help you 
secure practical working plans and construction details 
for homes, sheds, stores — anything made of wood, 
details of which are not readily available through regu- 
lar plan services . . . furnish mats to run in your local 
paper .. . supply you with monthly folders which 
contain sales points on lumber . . . give advisory service 
on large projects . . . assist in conducting builders’ 
schools. Which of these free services do you need? 
Write today. 


NATIONAL LUMBER 
MANUFACTURERS ASSOCIATION 
Dept. 4502, Transportation Building 
Washington, D. C. 








Every Lumber Dealer f 
Should Read Thise 


“Our estimator in our general office has 
used ‘Automatic Building Costs’, has checked 
the figures arrived at and has found them sur- 
prisingly accurate. He advises me that he can 
estimate an ordinary small house with 
‘Automatic Building Costs’ in from 3 to 15 
minutes, as he has timed himself on a number 
of occasions.” 

—Spahn & Rose Lumber Co. 
Dubuque, Iowa. 


By G. D. Rose, President. 


You, too, can figure all types of houses— 
frame, brick, stucco, plain gable, Dutch Colo- 
nial or English design —ten times faster 
with “Automatic Building Costs” than with 
any other method. It'll cost you just $15 to 
end your figuring problems for all time. 


AMERICAN LUMBERMAN, 
431 South Dearborn St., Chicago, Ill. 


I should like to see “Automatic Building Costs.” *Send me a copy for 
10 days FREE examination. It is agreed that if I do not want to buy this 
book, I may return it without obligation. 


*Subject to approval of Management. 
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Subscriptions for less than a year are taken at 
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Copy for new advertisements should be in 
this office not later than fifteen days before 
date of insertion. 


MEM"%ER AUDIT BUREAU OF CIRCULATIONS 








READ WHEREVER LUMBER Is CUT OR 
SOLD AND REGARDED BY THE TRADE 
AS AUTHORITY IN LUMBER MATTERS 
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Baby-of-the-Month Club 


“Bigger and Better Babies, and More of ‘em!” Is Slogan of Retail Merchants 


This is, we believe, something abso- 
lutely new. Even Solomon never thought 
of this one. But now that we see it in 
cold type, we realize that it was inevit- 
able. We've had bigger and better every- 
thing else and we’ve had every kind of 
club from suit to book. So it’s time the 
babies were getting an inning. 

Retail merchants of three suburban 
communities in the vicinity of Chicago, 
LaGrange, LaGrange Park and Western 
Springs, co-operated with their local 
newspapers in organizing this unique new 
club, the first announcement of which 
appeared in full page advertisements in 
the local papers one day toward the end 
of January. This advertisement is re- 
produced on the front cover of this issue 
of the AMERICAN LUMBERMAN and is 
self-explanatory. 

As will be seen at a glance, the an- 
nouncement was well calculated to stir 
up some excitement. If the caption 
across the top of the page didn’t captivate 
the fancy of the public, certainly the de- 
lightful cherubs drifting all over the page 
would—and did. 

The idea “took” immediately, and amid 
chuckles of amusement and admiration 
for the clever stunt, tongues began to 
wag and speculation ran riot as to where 
this miraculous shower of blessings would 
fall on Feb. 1, or thereabouts. 

Look at the prizes offered for that 
blessed first baby of the month. Pretty 
nice for the lucky parents, eh? 

The Lord Lumber Co. leads off with 
a donation of 500 pounds of coal, a de- 
cidedly welcome gift to any family. The 
LaGrange Citizen presents a $5 certificate 
good in trade with any of the merchants 
in the club. The cigar store comes across 


with the cigars for Dad. The depart- 
ment store gives $5 in trade in its infant 
department. The bank starts a savings 
account for the February babe with $3. 
The dairy gives pasteurized milk and 
cream. The laundry will do some free 
washing for the lucky infant. The drug 
store donates a feeding bottle. The 
bakery gives a cake—a baby’s first birth- 
day cake, with 0 candles on it. The 
grocery, the market, the florist, the 
garage, the cleaners, the tailor and even 
the restaurant have something in the gift 
bag for the happy family who can claim 
the first visit of Sir Stork in the month 
of February. 

There developed a lively rivalry be- 
tween the villages, each one hoping to 
produce the first February babe. “Stork- 
ological” experts made wise predictions 
and excitement ran high. 

We don’t know what kind of stork 
fodder they sprinkled around LaGrange 
roofs, but anyhow the first feathered 
sling-bearer arrived promptly early in 
the morning of Feb. 1 and dropped his 
burden into the home of Mr. and Mrs. 
Joseph Both, of LaGrange. It was a girl 
and she tipped the scales at 8 pounds. 
Her name, the proud mother announced, 
was to be Alice or Catherine Both (not 
both names, but her name is Both!) 

Western Springs, anxiously scanning 
the sky, did not discover any winged 
messenger for the first few days, then 
before daylight on Feb. 4, a belated car- 
rier smuggled his charge into a home in 
that suburb. But he was a fine baby boy 
named Roger and everybody was well 
satisfied, since all seem to be agreed that 
“Bigger and Better Babies” really should 
be boys. 


The “Baby-of-the-Month” Club wil 
keep on through the year, it is announced, 
the prizes varying with the months 
Towards the last of each month another 
full-page announcement will be made list. 
ing the prizes offered for the first baby 
of the following month, and it is likely 
that more and finer prizes will be jp. 
cluded. The newspapers keep the topic 
alive with daily spirited and well written 
articles and to them goes the credit for 
the brilliant idea and the zippy way in 
which it is being put over. 

The local merchants feel that this pub- 
licity stunt is going to be very much 
worth while. It creates a world of good 
feeling, stimulates interest in the prod- 
ucts handled by the co-operating con- 
cerns, encourages increase of population, 
emphasizes the importance of home and 
family. It makes much friendly talk, 
brings cheer into daily life and _ turns 
thoughts away from hard times and de- 
pression. 

That it will pay in increased business 
for the enterprising merchants involved 
there can be little doubt, though that re- 
mains to be proved. 

It seems to be a laudable, and public- 
spirited as well as remunerative plan that 
would be successful in any town and it 
is to be hoped that Baby-of-the-Month 
clubs will spring up everywhere and that 
new babies will be thus royally wel- 
comed throughout America. 

More babies eventually mean more 
homes, more homes mean more business 
for the realtor, the lumber dealer etc. 
and better, happier communities. 

So here’s to the “Bigger and Better 
Babies, and more of ’em.” God bless 
them! 





Exclusion of Convict Labor Products from the United States 


T HAS long been the policy of the 
United States Government to exclude 
from the markets of this country the 

products of foreign convict labor. This 
policy was extended in the Tariff act of 
1930 to include “forced” and “inden- 
tured” labor, though this provision is not 
to become effective until Jan. 1, 1932. 
The same policy has been pursued to 
some extent within the States, the aim 
being to avoid competition between free 
labor and that of the convicts confined 
in the various penal institutions. 

In the United States, at least, and 
probably in most other countries con- 
victs are the only class of persons whose 
labor is “forced.” In fact, the thirteenth 
amendment to the Federal Constitution 


forbids involuntary servitude except as 
punishment for crime. In general the 
American policy has been to encourage 
and to protect free labor, and certainly 
at the present time conditions are such 
as to warrant rigorous enforcement of 
this policy with respect to the admission 
of both persons and goods. 

Ordinarily, the United States has met 
with little difficulty in maintaining its 
domestic policy with respect to labor, and 
Federal laws have been adequate. A new, 
and it may be a unique, situation has 
come about, however, as a result of the 
revolution in Russia. Perhaps, while the 
people of the United States have not 
been indifferent to what has happened in 
that country, they have at least been will- 


ing that the people of Russia should work 
out their own political destiny. But it 
happens that, owing to the so called n- 
tionalizing of industry in Russia and the 
adoption of the celebrated 5-year plat, 
the free labor of other countries as wel 
as of the United States is brought into 
competition with the labor of Russian 
political prisoners employed, particularly, 
in the production and transportation of 
lumber and other forest products. 
Perhaps it will be admitted without 
argument that at the present time the 
lumber industry of the United States 
is not in a position to meet additional 
competition of any kind, not to say that 
of foreign convict or forced labor. The 
difficulty in the case here discussed '5 





Februar’ 


aggrava 
itself hi 
ernmen' 
wood 0 
embody 
prevail 

Obvi 


the circ 


[ 
D: 
a 


if 
of thes 
of ther 
ditional 
howeve 
erally, 
group 
part of 
idea of 
Mos! 
same |] 
materi 
are ult 
ing to ; 
ily, the 
home 
activity 
If he 1 
materi; 
paired 
habit, 
forbid 
buildir 
stande: 
buildir 


Me 


LAUR 
grading 
here fo 
persona 
inspect 
Associa 
terest. 
under 
Hardw 
tended 
compar 
Manuf: 
rules | 
Lumbe 
tended 
tules ¢ 
Follow 
McSw 
similar 
Eastm: 
of mal 

At 
plant t 
black 
at the 
inspect 
white 

This 
existin 
tion v 





1931 


con- 
tion, 
and 
talk, 
urns 

de- 


ness 
Ived 
Te 


blic- 
that 
id it 
onth 
that 
wel- 


nore 
ness 
etc., 


etter 
bless 


eS 


york 
ut it 
| na- 
| the 
plan, 
well 
into 
sian 
arly, 
n of 


hout 

the 
tates 
‘onal 
that 
The 
d is 





rebruary 21, 1931 


aggravated by the fact that the timber 
«self has been expropriated by the gov- 

ernment, so that the lumber and pulp- 
ests! offered in foreign markets do not 
embody elements of cost that commonly 
prevail in those markets. 

Obviously, America’s only recourse in 
the circumstances is to exclude such prod- 


AMERICAN LUMBERMAN 


ucts. But this does not by any means re- 
lieve the American lumber industry from 
the effects of Russia’s policy of forest 
exploitation. The product of expropri- 
ated timber converted by unpaid labor is 
being offered in competition with Amer- 
ican lumber in foreign markets. Unques- 
tionably, American lumber exporters soon 


23 


will feel the effects of this competition 
if they have not already done so. Within 
the United States there is ample competi- 
tion between producers to keep the price 
of lumber down to unprofitable levels and 
certainly no good purpose would be 
served in subjecting the industry to com- 
petition with Russia. 





Retail Leadership 


OUBTLESS, many reasons can be 
assigned for retailers not attempt- 

ing to sell homes complete. Some 

of these reasons, perhaps, have logic back 
of them; others, it may be, are purely tra- 
ditional. The single outstanding fact is, 
however, that as matters now stand gen- 
erally, there is no other individual or 
sroup devoting all or any considerable 
part of its energies to the selling of the 
idea of home owning or home building. 
Most of the lumber and practically the 
same percentage of the other building 
materials carried in the retail lumber yard 
are ultimately used in the building, add- 
ing to and remodeling of homes. Primar- 
ily, therefore, the retailer’s interest is in 
home building because it is from that 
activity that most of his patronage comes. 
If he is to sell lumber and other building 
materials there must be homes built, re- 
paired or remodeled. If owing to any 
habit, custom or tradition the dealer is 
forbidden to stimulate interest in home 
building, he is but little more than a by- 
stander, waiting on the side lines for home 
building demand to develop spontan- 


in the Selling of Complete Homes 


eously. He can do nothing for himself. 

It is recognized as a fundamental of 
merchandising that the first step in sell- 
ing merchandise is the selling of the idea 
of possession, creating the desire to own, 
to have and to use the thing to be sold. 
People must be made to want it. Hitherto, 
with so few exceptions as merely to 
prove the general rule, it has been no- 
body’s specific business to sell the idea 
of home building and home owning in any 
community. Not only so, but there have 
been and still remain some obstacles to 
home ownership among a large percent- 
age of the population that nobody has 
made it his business to remove. Financ- 
ing is one of them. 

Nowadays, merchandise does not move 
from the dealer’s shelf to the user’s hands 
by force of gravity. It needs strong, 
vigorous, intelligent and persisitent push- 
ing; and the vigor and persistence with 
which many other things are being pushed 
have served to crowd out of the public’s 
mind the home and the home owning 
idea because they have not been pushed. 
That is why the building of detached 
homes has declined in volume through- 


out the United States. At a time when 
the public has been taught to want and 
even to insist upon having completed ar- 
ticles of every other description ready to 
use, the lumber industry has been trying 
to sell lumber, the raw material from 
which homes must be built, instead of 
homes complete. 

In view of the importance of home 
building as a factor in the consumption 
of lumber and other building materials, 
it is worth every dealer’s time to discover 
means of creating the desire and demand 
for homes and removing all obstacles in 
the way of selling them in his commun- 
ity. It is quite clear that the home own- 
ing idea will be slow in coming back in 
the face of the efforts being made to sell 
other things, unless there is something 
like a concerted or general effort made 
in behalf of the home. Fortunately, the 
selling of completed homes by retailers 
has been demonstrated to be both prac- 
ticable and profitable. It is the one best 
bet of the dealer who is willing to change 
his methods in order to hold and to ex- 
pand his business. 





Making Hardwood Grading 
Tests 


\ Miss., Feb. 16.—The hardwood 
grading experiment that has been in progress 
here for the last week or ten days, under the 


LAUREL, 


personal supervision of W. H. Nelson, chief 
inspector of the National Hardwood Lumber 
Association, has been watched with much in- 
terest. During all of last week these tests were 
under way at the plant of the Eastman-Gardiner 
Hardwood Co., as the result of an invitation ex- 
tended by J. W. Bailey, vice president of that 
company, former president of the Hardwood 


Manufacturers’ Institute, and a member of the 
rules committee of the National Hardwood 
Lumber Association. This invitation was ex- 
tended by Mr. Bailey during a meeting of the 
rules committee in Chicago a short time ago. 
Following this invitation by Mr. Bailey, George 
MeSweyn, of the E. L. Bruce Co., extended a 
similar invitation and offered to share with the 
Eastman-Gardiner Hardwood Co. the expense 
ot making the inspections. 

At the Eastman-Gardiner Hardwood Co. 
plant tests are being made of red and sap gum, 


black gum, tupelo, an and magnolia, while 
at the plant of the F. 3ruce Co., in this city, 
inspection will be nd of plain and quartered 


white and red oak. 

his test is being made in order to compare 
existing grading rules of the National associa- 
tion with new rules that have been suggested 


by a subcommittee of the National rules com- 
mittee. A report on these tests will be made 
by the chief inspector to the directors and later 
to the annual convention of the National Hard- 
wood Lumber Association. 


To Speed Business Recovery 


New OrR.EANS, LaA., Feb. 16.—A. J. Peavy, 
president of the Peavy-Wilson Lumber Co., 
Shreveport, La., presided at a meeting of south- 
ern pine manufacturers, held in New Orleans 
last Thursday, at which representative lumber- 
men from all parts of the South were present. 
The purpose of the meeting was to discuss im- 
mediate problems that the industry is facing, to 
take stock of conditions, present and prospec- 
tive, and to suggest means of helping to meet 
the unemployment situation. 

In the discussions, an effort was made to de- 
termine to what extent business had recovered 
from the general depression, to ascertain the 
outlook for business in general and for the lum- 
ber industry in particular, and also to consider 
methods that could be adopted by the lumber- 
men to help speed the return of normal business 
and industrial conditions. 

In opening the meeting Mr. Peavy listed a 
large number of favorable conditions, which in- 
clude a stable government, abundant credit, 
practically unlimited opportunities for the dis- 
tribution of lumber products, the favorable con- 


dition of inventories, a heavy accumulated de- 
mand, an increased appreciation of the value of 
home ownership, a recognition of homes as the 
best type of investment, and the assurance that 
the country is approaching a new business era 
that holds satisfying promise. 

The thoughtful utterances of the chairman 
made a deep impression, and a motion was 
adopted that this statement be published in leaf- 
let form and distributed to lumber manufactur- 
ers, retail lumber dealers, building and loan 
associations, bankers and bond houses, and that 
copies be enclosed with invoices and letters, and 
in this way be given general distribution in all 
lines of business. 

In order to stimulate a more rapid business 
recovery, a recommendation was made that the 
lumbermen pledge themselves to place orders 
for supplies needed in their operations, and for 
merchandise for their stores and commissaries, 
and to endeavor in so far as possible to assure 
employees of full time employment. It also 
was agreed that the lumbermen would use their . 
influence with all other lines of business that 
benefit either directly or indirectly through any 
branch of the lumber industry, to take similar 
action. 

This meeting was outstanding in the interest 
manifested and in the evident earnest determi- 
nation of southern lumber manufacturers to do 
their full part in meeting present conditions of 
unemployment and in helping to restore business 
to a more nearly normal basis. 
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QUERY AND COMMENT 


Redwood Stumpage, Cut and Uses 
We are interested in obtaining some informa- 
tion about redwood, and if possible, would like 
to know: 
1—Annual production of redwood. 
2—Annual consumption of redwood. 
3—Estimated supply of standing timber (ex- 
clusive of government and State parks and 


other reserves which would not be available 
for manufacture). 

4—-Various uses of redwood; for what pur- 
poses best suited. 

If you can give us some information upon 
the foregoing, we shall greatly appreciate it. 
—INQUIRY No. 2,586. 


[The foregoing request comes from a Wis- 
consin financial institution. 

In the latest year on which figures are avail- 
able, 1929, the production of redwood was 485,- 
606,000 board feet. The annual consumption, 
presumably, was about the same as production, 
as ordinarily there is no considerable accumu- 
lation of this wood beyond the current needs. 
The latest estimate of standing timber avail- 
able indicates that there are 72,208,000,000 
board feet of redwood available. This is un- 
derstood to exclude the parks and reserved 
areas, 

Redwood is classed among the softwoods and 
is widely used in the same fields that other 
softwoods, such as the pines, are used. It 
has, however, some properties that extend its 
uses or make it more desirable in other fields. 
It is very durable wood when exposed to the 
weather and to the soil, and it is therefore used 
in situations where the forces of decay are 
manifest. It is resistive to the attacks of 
chemicals and has some special uses on that 
account. It is also procurable in rather ex- 
traordinary widths of clear stocks, which, of 
course, gives it advantages over woods cut 
from smaller trees. 

Owing to the resistance of the heartwood of 
redwood to decay, it is well adopted to the 
following uses: Foundations, mud sills, outside 
finish, shingles, posts and sleepers, tunnel tim- 
bers, silo staves, fence posts, railroad ties, 
grape stakes, greenhouses, tank stock, pipe 
stock, heavy mill construction, highway and 
railroad bridges. 

Owing to its availability in great widths and 
long lengths, it is used in beamed ceilings, pan- 
eling, wainscoting etc. 

Its properties make it especially adaptable to 
the following purposes: Sash door and blind 
work; planing mill products, such as trim, sid- 
ing etc.; general cut stock for factory use; 
novelty articles such as candy boxes, cigar 
boxes etc.; veneers and plywoods, core stock; 
foundry flasks; storage battery separators; ice 
cream cabinets; and also for farm structures, 
particularly the smaller portable structures 
used on stock farms. 

No attempt in the foregoing has been made 
to list in detail the multitudious uses of red- 
wood, the aim being rather to give the general 
classifications and properties —Ebpiror.] 


Cedar for Lath, Cornice and Trim 


I am desirous 
with regard to 
duced from 
in the 
tree is 
thyoides. 

How the wood compare with northern 
white pine when used for cornice, interior trim 
and particularly for plastering lath? Any in- 
formation you can give me will be greatly ap- 
preciated.—INQuIRY No. 2,589. 

[The foregoing inquiry comes for an execu- 
tive of a Pennsylvania lumber company. The 
southern white cedar is a persistent swamp tree 
and on that account has been called swamp 
cedar. It, however, has other names in the 
various States where it grows. The wood is 


of getting some information 
the properties of lumber pro- 
the white cedar tree which grows 
southern swamps. I believe that this 
known botanically as Chamaecyparis 


does 


among the lightest in the country. It is only 
moderately strong and stiff. The summer wood 
of the yearly ring is narrow, dark in color, and 
conspicuous. The heartwood is light brown 
tinged with red, growing dark with exposure. 
The wood is easily worked and is very durable 
in contact with the soil. Fence posts of this 
wood have been reported to stand for 50 years 
and shingles have been reported as lasting 
longer. Trees in extreme cases reach a height 
of 80 feet and a diameter of 4 feet. 


At a very early period southern white cedar 
was being used for yards, topmasts, booms, bow- 
strips, boats, shingles and poles. The first gen- 
eral use for this wood was farm building. Many 
of the early houses in New Jersey and some in 
Pennsylvania were constructed almost wholly 
of this wood. It is said to have been the first 
American wood used for organ pipes. It was 
also early used for cooperage. 

Northern white pine or Pinus strobus was 
the first species of wood to be utilized by the 
Pilgrims for the construction of their homes 
and from that time to the present it has held 
a conspicuous place in the building and con- 
struction field. The wood is light in weight 
and the heartwood ranges in color from white 
with a pinkish cast to gray. The sapwood is 
nearly white. The grain is usually straight and of 
even, especially in virgin timber. Northern 
white pine is universally recognized as one of 
the best woods for millwork, and is also highly 
desirable for general construction purposes. It 
dries rapidly and does not shrink or swell to 
any great extent. It is probably the least resin- 
ous of any of the pines, is easily worked and 
changes shape very little with moisture changes. 
For this reason pattern makers and woodwork- 
ers favor this wood. 


trim. 
acceptable for 


by contractors 


a sample and 
2,587. 


CAN LUMBERM 
blank. 


Architects 


Epirtor.] 


A comparison between northern white pine 
and southern white cedar is not easily mage 
though perhaps in a general way they posses 
qualities that are sufficiently similar to permit 
their use for like purposes. 
believed that southern white cedar would 
satisfactory for plastering lath, and would take 
a finish that would permit its use for interior 
Certainly its durability would make jt 


At any rate, it is 


cornice work.—EpiTor.]} 


Contract Form for Contractors 


Have you any forms or blanks suitable for 
contractors’ use? We are bothered considerably 


asking us to make up specifica. 


tions for jobs, and it is quite a task sometimes, 
If you have anything, will you please send ys 


advise the price?—INQUIRY No, 


[The foregoing request is made by an Iowa 
retail lumber dealer. 
typewritten copy of a building contract form 
for contractors’ 
from a printed form in the files of the Amen. 
AN. 
the name of the printer or the source of the 


In response was sent a 


use. This copy was made 


The original did not show 


It is understood that the American Institute 


issues standard documents in- 


cluding contract forms, and it is possible that 
that organization may have something that will 
be suitable for this inquirer’s purpose. 
Some of the associations have at times sup- 
plied forms of various kinds, including, it is 
believed, contract forms. 
dividuals able to supply forms of this kind are 
asked to respond to this inquiry. 
the inquirer will be furnished upon request.— 


Organizations or in- 


The name of 
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Governor Pillsbury has pur-|in course of construction from 
chased Rice Lake, near Brain-| Fort William, on Lake Su- 
erd, Minn., on the Northern Pa-| perior, traverses in its westerly 
cific Railway, and will erect a|course a timber belt near the 
mill there capable of turning| Lake of the Woods, and at Rat 
out 120,000 feet of lumber| Portage, where the road crosses 
daily. |the Winnipeg River at the 

| head of the lake. Several large 
North of Minnesota and Da-|sawmills are in course of con- 
kota lie the extensive Canadian | 
colonies of Manitoba and Ke-|by 





waydin, now absorbing an/|supply the demands of the 
amount of attention second | western country. 

only to that bestowed upon | ‘ua 

the northwestern territories of | 

the United States. Manitoba is| Slack and _ whisky barrel | 
at present attracting the larger|staves are higher and _ pork 
share of interest mainly from| barrel staves $2 lower. Last 


the fact of the construction of | week the coopers were on a 
the St. Paul & Pacific Rail-| strike again and all winter they 
road, now in operation from|have seemed to be chronically 
St. Paul, Minn., to Pembina, on | affected that way. Coopers re- 
the boundary line between the| ceive 20 cents for making a 


United States and _ British| pork or lard barrel and it is 
North America, where’ the| not a bad week’s work to turn 


Pembina & Winnipeg line con-| out 25 to 30. It is doubtful if 
nects with Winnipeg, the capi-|the average cooper makes 80 
tal of Manitoba, continuing in|cents a day on this class of 
a northeasterly direction to a| work. Our manufacturers de- 
junction with the Canadian| plore such a state of affairs but 
Pacific at Selkirk, about 20|cannot remedy it, so long as 
miles south of Lake Winnipeg.|there are five penitentiaries 
The line of the Canadian Pa-| contributing to the wants of the 


cific road as now surveyed and| packing interests of this city. 


struction at this point, backed | 
forests fully adequate to) 


The State of Nevada has 4 
|remarkable timber known 4s 
/mountain mahogany. ‘The trees 
are not large, averaging less 
than a foot in diameter. The 
seasoned timber is said to be 
as hard as boxwood, of a very 
fine grain, of a rich red color, 
very heavy and a fine material 
for the wood carver. It is 
sometimes used for making 
boxes for shafting and wears 
| well under the journal. In the 
mining districts it has been 
used for shoeing and dies i 
quartz batteries. As a fuel it 
\creates an intense heat, burt 
ing with a blaze, as long 4s 
ordinary wood, and with scarce 
a change in form becomes chat- 
coal, lasting twice as long & 
ordinary wood. It is extensively 
used as fuel, bearing a price 
per cord equal to the price of 
coal. It is however open to the 
objection of such intensity of 
heat as to burn out the iron 
of the stove more rapidly that 
any kind of coal. As .to the 
extent of the supply, we have 
no information but if al 
claimed for it be true it should 
be conserved for the use of et 
gravers. 
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LUMBER MARKET REVIEW 


Southern Pine Volume Increases; Competition Is Keen; 
Sales 13 Percent Above Cut 


Southern pine production has been running about 30 per- 
cent lower than last year’s. In comparison with actual out- 
put, sales have been making an improved showing recently, 
and were 13 percent ahead in the week ended Feb. 14. The 
eastern market is taking a larger volume, but reports indi- 
cate that competition is keen. Despite the fact that lead- 
ing mills are firm in their price views, concessions have been 
siven. In the middle west, both line yards and country 
retailers have been sorting up their stocks. Business in the 
Southwest has picked up. While there has been some buy- 
ing of railroad car material, it seems to have been at close 
prices, unattractive to many sellers. An appreciable in- 
crease in the movement of crating and box grades is re- 
ported. The call for timbers is no more than fair. Export 
trade is quiet, a few orders coming from the West Indies 
for low grades. 


Western Pine Sales Are Far Ahead of the Production; 
Upper Grades Firmer 


Inland Empire mills in the week ended Feb. 14 reported 
about the same volume of business as in the preceding week. 
Production by identical milis was at about the same rate, or 
28 percent of capacity. Bookings have not been showing 
as rapid a seasonal increase this year as they did last, for 
all buyers seem hesitant about taking on more than enough 
for current requirements. But there. is, however, a good 
deal of inquiry out, and it would not be surprising if there 
should soon develop a much better run of business. Pondosa 
inch No. 1 and selects were a trifle stronger in the period 
ended Feb. 17, and Nos. 1 and 2 shop advanced, but Nos. 
2and 3 common were fractionally lower. The same state- 
ments apply also to Idaho pine. In both species the price 
movement was quite narrow. Many believe that any de- 
cided show of strength would bring out a lot of orders 
that are now being held back. 

California pine mills in the five weeks ended Feb. 7 cut 
71 percent as much as in the same period last year, and 
sales were about three and a half times the cut. The same 
relationship between production and sales was maintained 
in the week ended Feb. 14. 


West Coast Mills Report Larger Rail Trade Bookings; 
Continue to Oversell Output 


Bookings of West Coast mills in the week ended Feb. 
l4 exceeded the production by almost 14 percent, so that 
the mills continue to strengthen their position, order files 
being built up while stocks are reduced. Production con- 
tinued at about the same rate as in the preceding week, 
alittle less than 39 percent of capacity. 

An encouraging development of the week was the further 
gradual expansion in demand from the rail trade. Reports 
appear to agree that present buying by retailers in the 
middle West is for little beyond current needs and mostly 
ot small lots, so that there is a likelihood of further in- 
crease in rail orders. Flooring and No. 1 boards, in the 
period ended Feb. 16, averaged respectively 50 cents and 
Sl higher, while drop siding and No. 1 2x4-inch dimension 
kept about even. 

In the Atlantic coast trade, lively inquiry indicates 
that buyers are keeping in close touch with the market, 
but placements of orders are disappointing, perhaps because 
the retailer feels he can depend on storage stocks for quick 
delivery, and is disinclined to buy ahead. Receipts in the 


Lumber Statistics Appear on Pages 38 and 39; 


East have tended to exceed current needs, and prices as a 
whole are somewhat soft. The California market is steady, 
for although receipts increased recently, stocks on hand 
are low. City building is holding up well in California, 
but the outlook for rural trade is poor. 

Foreign bookings made.a fair showing in the last week, 
but demand is not brisk and prices are too low. 


« 


Northern Pine Expects to Benefit from Remodeling; 
Retailers Have Little Hemlock 


Northern pine mills have been reporting a better volume 
of business than in the corresponding period of last year. 
In neither the middle West nor the East do retailers show 
a disposition to buy beyond current needs, but they are all 
looking forward to a more active trade. There is much 
interest being shown in remodeling, and northern pine ex- 
pects to benefit largely from the resulting demand for 
millwork. Business with industrial users has been some- 
what slow. As mill production is small, and stocks are 
being steadily reduced, quotations remain steady. 

Northern hemlock production continues at about half the 
average for the same period of last year, but rurs ahead of 
current demand. Successive price reductions have put the 
northern product in better position to combat the inroads 
of West Coast lumber. As stocks of Michigan and Wis- 
consin rural yards are said to be the lowest on record, it 
is believed they will soon be entering the market for spring 
needs. Higher grades are not in excess supply. Lowers 
are plentiful, and demand from the box trade and specu- 
lative city builders is inactive. 


Arkansas Soft Pine Mills Report Increased Inquiry; 
Low-Priced Offers Refused 


Arkansas soft pine mills have been reporting a rather 
good demand recently. Orders from retailers have run 
strongly to uppers, and mills have been holding recent 
prices and refusing offers of orders at lower figures, even 
when these call for straight cars. Upper grades of flooring 
have been stronger than lower grades. Boards and dimen- 
sion have strengthened a little, because of increased inquiry, 
and low-priced offers of large buyers have been turned 
down. While there has been a good inquiry for car ma- 
terial, the Arkansas mills for the most part find prices too 
low. Much more interest is being shown in low grade 
stock. Industrial users seem willing to pay fairly good 
prices for box lumber. Wholesalers have been seeking to 
place orders for mattress lumber for river work, but un- 
certainty about grade is hindering sales. 


Industrial Consumers Taking Fair Amount of Hardwood; 
Building Demand Somewhat Better 


Hardwood sales have been showing a seasonal gain, and 
as production is being kept low, the position of the mills is 
improving. There is fairly good buying by furniture and 
automobile plants, and by exporters. More buying is being 
doné by flooring and millwork plants and retail yards, and 
this is the most encouraging fact about the market, for 
stocks of all these buyers have been kept quite low. . Low 
grades are moving in a little better volume to the -box 
plants. Keen competition for business has made prices 
uncertain, and further scattered declines have been reported 
in the last week. These cause buyers to be very cautious 
about taking more than current requirements. Most orders 
are for small lots or well mixed cars, and commercial kilns 
have been busy in preparing purchases for immediate use. 


Market Prices and Reports on Pages 66 to 69 








26 


‘Treasury Finding Excludes Russian 


AMERICAN LUMBERMAN 


Convict-Produced Lumber 


WasHincTon, D. C., Feb. 16—As was re- 
ported in the Feb. 14 issue of the AMERICAN 
LUMBERMAN, the Treasury Department last 
week finally issued a “finding” under the new 
regulations drafted to exclude from the United 
States goods produced in whole or in part by 
convict labor, which were promulgated on Noy. 
24, last. The National Lumber Manufacturers’ 
Association has long been urging the depart- 
ment to issue a “finding” that convict labor is 
used in certain areas in Russia in the produc- 
tion of timber and lumber. 

Senator Steiwer of Oregon placed the “find- 
ing” in the Congressional Record in the course 
of a speech delivered last Thursday afternoon 
in which he told in detail of the use of convict 
and forced labor in woods and mill operations 
in Russia and made an earnest plea for the 
protection of free American labor from this 
unfair competition and the American lumber 
industry from the Russian threat. 

The “finding,” issued under date of Feb. 10, 
is addressed “To Collectors of Customs and 
Others Concerned,” and reads: 

Upon the evidence which has been presented 
to me, I have ascertained and hereby find, in 
pursuance of Treasury Decision 44385, of 
Nov. 24, 1930, that convict labor is used in 
the production of lumber and pulpwood in the 
following localities in European Russia: 

Kola Peninsula (including Murman coast), 


Korelian Autonomous, Soviet Socialistic Re- 
publics, northern area, and Zyryan (Komi) 


autonomous area. 

Therefore, on and after the date of the pub- 
lication of this finding, collectors of customs 
will require compliance with the regulations 
published as Treasury Decision 44385 upon 
the importation of lumber or pulpwood origi- 
nating in the localities specified above, or ar- 
ticles manufactured or produced in other lo- 
ecalities from such lumber or pulpwood. 


The finding is signed by F. X. A. Eble, com- 
missioner of customs, and approved by Secre- 
tary of the Treasury Mellon. 


Steps Leading to Decision 


In introducing this finding, Senator Steiwer 
detailed the steps leading up to it and pointed 
out that for 40 years American statutes have 
forbidden the importation of convict-made goods 
into the United States. In the Tariff Act of 
1930, he said, Congress broadened this ancient 
prohibition by including “forced” and “inden- 
tured” labor, the latter provisions, as they stand, 
not taking effect until Jan. 1 of next year. 

While the addition of forced and indentured 
labor to the prohibition was doubtless prompted 
chiefly by revelations of economic and labor 
conditions in Soviet Russia, the senator stated 
that it had been repeatedly said that forced 
and indentured labor are employed in Czecho- 
slovakia, in Sumatra and in various other coun- 
tries of the world. Disclosure of additional 
facts concerning conditions in Russia, Senator 
Steiwer added, have been responsible for the 
introduction in Congress of several bills de- 
signed to make the prohibition concerning 
forced and indentured labor effective at once. 
Such a bill was last week favorably reported 
by the House committee on ways and means, 
with instructions to Chairman Hawley to use 
all parliamentary means to insure its prompt 
passage through that body. 

Senator Steiwer said he did not deem it nec- 
essary to advance arguments against the sale of 
goods produced by convict labor or against the 
importation into the United States of such 
goods, the objections to such importations being 
too obvious to require comment. 

It is worth while, however, he added, to say 
that under our institutions the freedom to 
choose employment is part of the inherent 


right of man. It is recognized and guaranteed 
by the Constitution of the United States. 
Our history has proved that such freedom 
is conducive to the happiness of those who 
labor, that it has raised our standards of 
living and resulted in improved industrial 
and economic conditions, and, without doubt, 
has elevated and strengthened our people in 
independence and citizenship. This right of 
absolute freedom of contract with respect to 
employment is distinctly an American prin- 
ciple. 

I do not, therefore, view section 307 of the 
Act of 1930 as merely an administrative pro- 
vision of the tariff law. In the most sub- 
stantial sense it is the declaration of prin- 
ciple by which the Congress of the United 
States seeks to protect American labor from 
a species of unfair competition from foreign 
countries, a species of competition that we do 
not tolerate in our own country. It could 
well have been enacted as a separate act. 
This aspect of the law makes it of paramount 
interest; and the question of its enforcement 
and application is of continuing public im- 
portance. 


Senator King of Utah interrupted to ask 
whether the Oregon senator was advocating 
an embargo against all importations from So- 
viet Russia. Senator Steiwer answered in the 
negative, whereupon the Utah senator pointed 
out that on account of the communistic system 
in Russia it is difficult to draw a line of de- 
marcation between products of convict, forced 
or indentured labor and those of free labor. 

Senator Steiwer thanked Senator King and 
said he would make some allusion to the diffi- 
culties that have already been encountered by 
the bureau of customs. He then went into the 
ineffectual efforts toward enforcing the prohi- 
bition against convict-made goods. Certain 
criticisms had been directed against the Treas- 
ury Department he said, and he was not yet 
prepared to acquit the department entirely for 
the failure to enforce the law. He said that 
forced and indentured labor are not as specific 
and definite as convict labor, and if the present 
mandate of Congress against the admission of 
convict-made goods can not be enforced there 
is little hope of enforcing the law against the 
other two categories. 


Efforts of American Lumber Industry 


The Oregon senator then reviewed briefly 
the efforts of the American lumber industry to 
have the prohibition against convict labor en- 
forced, finally leading up to the regulations is- 
sued last November and the “finding” evolved 
Feb. 10 after agitation in Congress for effective 
enforcement became insistent. 

A governmental finding made after investi- 
gation that convict labor is employed in north 
Russia ought to be conclusive, he continued, 
but if there is doubt in any one’s mind 
whether, in fact, convict and forced labor are 
being used throughout the Russian lumber 
industry resort can be had to laws, decrees 
and news items relating to that subject which 
have appeared and are daily appearing in the 
official Soviet press. 


In this connection he quoted from article 61 
of the criminal code of the Soviet Government, 
as follows: 

Refusal to do forced service, national tasks 
or work of national importance: For first of- 
fense, a fine imposed by the pertinent govern- 
ment organ up to five times the value of the 
imposed task, compulsory service of labor; for 
second offence, imprisonment or compulsory 
labor for a period not exceeding one year. 
For the same acts committed in conspiracy 
by a group of persons, accompanied by active 
resistance to the government organ in charge 
of the forced service, task or work, imprison- 
ment not exceeding two years with confisca- 
tion of the whole or part of property, with or 
without banishment from locality. 
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Hailed as Protection 
for Free American 
Labor and for Its 
Standards of Living 


He also quoted from the Moscow Economic 
Life, official publication, of Dec. 10, 1929: 

Sverdlovsk, Dec. 8, 1929—The Ural oblagt 
committee has resolved, in view of the short. 
age of labor, to mobilize in the oblast 10,099 
communist youth unionists to help in the 
timber-cutting operations. This mobilization 
is to be completed by Feb. 1, 1930, 


Other Official Items Quoted 


Senator Steiwer quoted various other items 
to the same general effect from Soviet publica- 
tions, all of which are official, leaving no room 
for doubt concerning the widespread use of con. 
vict and forced labor. 

Forced labor is a mild term to use for labor 
working under such conditions in the lumber 
industry in Russia, he said. The labor may be 
voluntary in the sense that the peasants are 
more willing to perform the allotted and re. 
quired work than to risk the consequences of 
nonperformance, but to describe such labor as 
in fact voluntary is a perversion of terms, 
In many respects labor performed under such 
circumstances is downright slavery, with the 
difference that in the last five centuries jn 
most of the slave countries of the globe those 
in bondage have been more generously treated 
than are these ‘free’ peasants of Russia, 


The senator then read from several affidavits 
from Russian convicts who were fortunate to 
escape with their lives from the lumber and 
other camps, painting frightful conditions of la- 
bor. He told the Senate that many similar af- 
fidavits are available and are on file in the 
Treasury Department and the State Depart- 
ment. 

In reply to those who say that the United 
States need not fear any considerable increase 
in lumber importations, Senator Steiwer told 
the Senate how Russian competition has broken 
the European lumber market and driven the 
Finnish and Swedish lumber industries to the 
verge of bankruptcy. He also quoted an offi- 
cial Soviet publication as stating that the lum- 
ber market of the United States is next in line 
and pointing out that this market should con- 
sume 15,000,000 standards of lumber (30,000, 
000,000 board feet) annually. 


Extent of Russia's Forests 


He told how the Soviet Government had ob- 
tained without cost a forested area covering 
2,000,000,000 acres, greater than the area ol 
continental United States and containing one- 
half the softwood timber of the world. In ad- 
dition to acquiring the forest area, he said, the 
Soviet Government has acquired through con- 
fiscation the entire plant of the Russian lumber 
industry. 

The Soviet Government is using, as I be- 
lieve I have already demonstrated, he said, 
immense numbers of convicts and slave l@- 
borers in its timber production. Official 
Soviet sources, according to information | 
have, have admitted the employment at labor 
of 137,000 convicts in 1927 and 261,000 con- 
victs in 1928. Walter Duranty, Moscow Cor 
respondent of the New York Times, asserts 
that there are now a million people in the 
“northern concentration camps,’ which I am 
told is a polite name for “prison.” 

For transportation the Soviet Government 
has its own railroads and the tremendous 
river systems of north Russia.* It is able to 
make much more advantageous use of its 
rivers than is customarily true because it 8 
a matter of relatively slight concern whether 
it takes| one, two or three years for the logs 
to arrive at the mills, so long as the 108 
supply arriving is sufficient for current needs. 

With these advantages in production it 's 
not surprising that their most direct compet! 
tors in the European lumber market—the 
Finns and Swedes—who are perhaps the most 
efficient operators in the world, have been 
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ynable to compete. From year to year the 
market for woods from countries other than 
Russia has grown smaller to the extent that 
Russia has increased its exports. As the 
quantities of Russian lumber entering world 
markets increased and more difficulty was 
encountered in disposing of Russian stocks, 
prices were dropped. Within the last two 
months a group of British timber merchants, 
forced by the necessity of avoiding something 
worse, have concluded a contract under which 
they agree to buy from Russia during 1931 
a quantity of lumber totaling about 1,200,- 
900,000 feet for sale in Great Britain, and to 
take over unsold Russian stocks in the coun- 
try which are estimated to total between 
240,000,000 and 300,000,000 feet. The price 
fixed is so low that it is literally almost im- 
possible to make a sale of Finnish or Swedish 
lumber even in grades and sizes not readily 
available in Russia. 


May Be Dumped on American Market 


Senator Steiwer asked what stands in the 
way of the announced policy of turning loose 
15,000,000 standards of Russian lumber on the 
American market. He said there can be no 
competition by American labor against lumber 
produced by convict and slave labor in Russia 
working on free timber in confiscated mills. 
The present tariff rate is quite useless against 
this competition, while freight charges are 
lower than from point to point in the United 
States on our domestic products. 

“Nothing stands in the way,” he declared. 
“The quantity of lumber which Russia may 
put into this market has been and is a matter 


Longlea 


New Or.eaAns, La., Feb. 16.—What is con- 
sidered to be one of the most outstanding ex- 
amples of the uses of quality wood to meet the 
demands of an engineering work of first mag- 
nitude is given by the Bonnett Carre spillway 


a 





| 


Top view of spillway structure or wier, show- 
mg runway walks and upper ends of longleaf 
timber needles in place on wier sections 


(near New Orleans) now in the last stage of 
completion under the direction of the U. S. 
Army engineers. The wood used in this case 
is longleaf yellow pine and its function is ex- 
actly that of control of the volume of water to 
be spilled from the Mississippi River across 
the narrow intervening neck of swamp land 
to Lake Pontchartrain, thence to the Gulf of 
Mexico. 

The spillway, as is commonly known, is one 
of the key developments in the Mississippi 
River flood control plan and its function is to 
release any determined volume of flood waters 
from the Mississippi River to tidewater in 
order to lower the river level and prevent its 
Passing 20 feet (Cairo datum) on the gage at 

ew Orleans. 
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of choice, and will be decided by it according 
to its own best interests.” 

He told how natural it was for Russia first 
to conquer the lumber markets of Europe, 
which are so much closer. While the quantities 
so far shipped to the United States are not im- 
portant, they have gradually increased from 
less than 10,000,000 feet in 1927 to 71,000,000 
feet last year. The total this year may be more 
or less than in 1930, he added. It may be 50,- 
000,000 feet and it may be 500,000,000 feet, both 
figures being equally possible. 

Senator King interrupted again at this point, 
emphasizing the fact that consumption of lum- 
ber in this country is many billions of feet an- 
nually, and asking whether we might not lose 
all Russian trade by cutting off her shipments 
of lumber. Senator Steiwer said he did not 
think there was any danger of cutting off all 
Russian trade because the United States de- 
clined to receive materials produced by convict 
and slave labor in violation of its own laws. He 
recalled that our: Government had refused to 
recognize Soviet Russia, but our trade with 
that country has continued to increase. The 
Oregon senator thought Russia would continue 
to make purchases where she could do so to 
greatest advantage. 

No member of this body would desire to 
break down our foreign commerce, said Sen- 
ator Steiwer. I think economic laws still 
obtain, and that we will still be able to oper- 
ate almost on the same basis as we are now 
operating, but, Mr. President, if I knew this 
measure taken for the protection of free 
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American labor would definitely reduce our 
commerce with Russia and with other nations 
of the world, and that such reduction in trade 
was the price which we were bound to pay 
for the protection of the free labor of 
America, I would willingly pay that price 
before I would submit the American people 
to unfair competition from slaves and from 
convicts abroad and see brought into our 
country great volumes of goods which are 
ultimately bound to break down American 
standards, not only standards of living but 
standards of citizenship, and which would 
result, in the long run, in undermining those 
principles of freedom of employment which 
we hold so dear in this country. 

Mr. President, our American industries can 
not endure against the competition of convict 
and slave labor on any such augmented scale 
as is obviouly contemplated by the Soviet 
Union. With such labor the Soviet Govern- 
ment has within its hands the power com- 
pletely to destroy the American lumber in- 
industry, to make impossible the payment of 
reasonable wages, and to make the possibili- 
ties of reforestation—the growing of timber 
for profit—a childish dream. 


He placed in the record a table showing av- 
erage prices received by West Coast lumber 
manufacturers in 1927, 1928, 1929 and 1930, by 
months, showing the distressingly low level 
during most of last year, with an average of 
$13.50 per 1000 feet in December. 

In conclusion he called attention to the bill 
recently reported to the House of Representa- 
tievs and urged the need for promptly passing 
it for the protection of American industry. 


Pine in Spillway Project 


Measuring 7,698 feet from one side abutment 
to another, the spillway structure consists of 
350 sections, or bays, measuring each 22 feet 
from center to center of the piers, or of 20- 
foot clear opening. The major part of the 
structure is of concrete resting on and being 
supported by 68-foot untreated southern pine 
piling. Some of the piling is 70-foot but the 
great majority of the piles are 68 feet. The 
concrete mass rises from the ground (river 
bank) level to a pre-determined height at which 
the flood level may be permitted to rise before 
the spilling of the water may be performed. 

The 350 sections, or bays, are divided equally 
between high and low wiers, having respec- 
tively a sill elevation at 18-foot and 16-foot Cairo 
datum. The open sections above these sills are 
closed by “needles” each of which is a dense 
longleaf yellow pine timber. These timbers are 
dressed to 7%x11™% inches and are either 12- 
foot 8-inches or 10-foot 7-inches long depend- 
ing upon whether they fit the high sill or low 
sill. The specifications called for creosoted 
dense longleaf of 85 percent heart content. 
There are 3,480 long lengths and 3,520 short 
lengths used in the structure, each section or 
bay containing 20 timber needles. 

In functioning, these timbers of needles hang 
in an inclined upright position with the lower 
end resting on the sill which has a step back of 
the needle ends against which the timbers will 
press when subjected to the pressure of the 
water from the front. The upper end rests 
against a hinged steel I-beam. The position 
of the timber is such that the pressure of the 
water will hold it in place, sealing the opening 
by pressure. When it is desirable to permit 
the water to flow across the wier through the 
spillway to Lake Ponchartrain, a small crane 
may be run along the track on top of the 
structure and lift the needle by means of steel 
eyes placed on the upper end and on the face 
of the lower end. The needles may be re- 
moved one at a time to control the size of the 
opening, or in an emergency the crane may lift 
the edge of the I-beam, which by swinging on 
its hinge would throw the face against which 
the timber needles rest above their length and 
release the entire 20 at one time. The needles 
may be replaced singly in the reverse manner 
as removed, 


The runways on top of the spillway struc- 
ture (or wier) carry planking walks to per- 
mit the passage of workmen. These were made 
of No. 1 common dense southern pine of which 
84,000 lineal feet was of 3x8” and 5,533 lineal 
feet of 3x10-inch. 

In commenting on the construction features 
of the wier and needles, O. N. Cloud, secretary- 
manager of Long Leaf Yellow Pine (Inc.), 
declared the very great importance played by 
the timber needles in controlling the flood 
waters not only emphasized the fact that this 











Sectional opening or bay, illustrating use of 
longleaf timber needles to fill the gap above 
the sill 


material feasibly fits into great projects but 
that the specification of longleaf yellow pine 
for the job substantiates the claims made re- 
garding the strength and lasting qualities of 
this species. 
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Buying Movement in Hardwoods Noted 


Southern Mills Reduce Stocks 


Mempuis, TENN., Feb. 16.—For the first time 
in many months, southern hardwood sales have 
at least passed 50 percent of mill capacity, and 
exceeded both shipments and production for the 
last week. . Better demand has had no effect on 
prices, and they remain low. But reduction in 
their stocks should strengthen the position of 
the mills. 

The furniture manufacturers still lead as to 
the volume of purchases. Their plants are run- 
ning since the shows and they are constantly 
in the market for a fairly good amount of hard- 
wood. They seem to be taking 4/4 common 
poplar in rather large quantities, besides oak, 
gum, and other species. There is a slightly 
better demand from automobile manufacturers, 
and several nice sized orders have been placed 
in the last week or ten days. Automobile plants 
are buying more sound wormy oak than for 
some years, and there has been quite a run on 
this item. Flooring manufacturers appear to be 
getting back into the market, and placed sev- 
eral orders during the last few weeks. Many 
flooring plants that have been down are begin- 
ning to re-open. Retail lumber dealers in all 
sections of the country are buying more freely. 
There is also a fairly good movement to the 
sash, door and interior trim manufacturers. 
There are still fairly good sales of low grades 
to box and crate manufacturers. The export 
trade is holding up well, and a nice volume of 
business is being received from England. 

Production remains low, and mills are not 
planning to re-open until present stocks are re- 
duced. Rainy weather has set in throughout 
southern territory, and will probably cause fur- 
ther curtailment, or cause mills which had ex- 
pected to start production again to stay down. 


Inquiry Indicates Larger Buying 


WarreEN, ArK., Feb. 16.—Mills are operating 
their planing mills at 80 to 90 percent normal, 
largely on dimension and specialty stock. Im- 
proved demand has come from the furniture 
trade. Hardwood flooring is in fair demand. 
The mills could load up with low price business 
for deferred shipment, but are disinclined to ac- 
cept anything under current list prices. Saw- 
mills are operating part time, and efforts are 
being made by mill owners to accumulate items 
that are now in short supply. Retail buyers are 
already specifying assortments of 4/6, 5/6 and 
6/4 kiln dried oak finish for mixed car loading, 
along with some 4/4 kiln dried gum. Oak 
finish, 5/4x12-inch is very scarce. Increased 
inquiries from the body builders indicate a 
better demand from them in the near future. 





Buyers Keep in Close Touch 


CINCINNATI, OuI0, Feb. 16.—Buying of hard- 
woods continues on a rather small scale. In- 
quiries last week were not as frequent as those 
of the previous week. . The bulk of the in- 
quiries are coming from the eastern wholesalers 
and manufacturers. It is evident that the deal- 
ers in the East are watching market conditions 
closely. They are not overlooking any _ bar- 
gains in oak, poplar, maple and gum, and sev- 
eral good sized orders are being placed by 
them. Improved demand for automobiles is en- 
couraging dealers here. Furniture factories and 
interior trim plants are also being more at- 
tracted to Appalachian oak, plain and quar- 
tered. Some inquiry is coming from railroads 
for ash, oak and gum. Retail yards have been 
placing fill-in orders. Just now oak flooring 
is a little off and prices on both Appalachian 
and southern flooring oak are down $1 to $3. 

The next meeting of the Appalachian Hard- 
wood Club is to be held about March 12 at the 


Hotel Sinton. The membership is being cir- 
cularized to ascertain whether the date is en- 
tirely satisfactory. There will be discussion of 
the marketing of oak for interior paneling and 
wainscoting, and also for Old English furni- 
ture. 

Arrangements are being made to hold the 
next meeting of the Cincinnati Lumbermen’s 
Club at the Chamber of Commerce on March 
2. A general discussion of the lumber rate 
situation is on the cards, according to Presi- 
dent E. W. DeCamp. 

J. J. Linehan, secretary-treasurer Mowbray 
& Robinson Co. and director of the National 
Lumber Exporters’ Association, left this week 
with Mrs. Linehan for a trip to Mexico City. 


Buy for Current Needs Only 


Boston, Mass., Feb. 17.—Current hardwood 
demand is generally for mixed cars for prompt 
shipment. Transatlantic trade is inclined to 
fall off a little, as sellers and buyers seem un- 
able to agree about prices. The recently re- 
ported tendency of some domestic consumers to 
inquire about supplies for future requirements 
also appears to have diminished. The encour- 
aging feature is that a little more interest has 
been shown by the automobile trade. Hardwood 
flooring is exceptionally quiet even for Febru- 
ary, although most sellers are remarkably con- 
ciliatory about price. Plain white oak flooring 
is being offered as follows this week: Clear, 
$77.50@83.50; select, $55.50@58.50; No. 1 com- 
mon, $35.50@38.50. The nicest clear maple 
flooring can be bought around $76.50@77.50, 
and clear birch flooring at $68@72. Current 
quotations for 4/4 hardwoods, FAS and No. 1: 
Ash, $81@88, and $52@54; basswood, $75@s80 
and $52@56; beech, $70@75 and $52@56; birch, 
$85@95 and $53@58; maple, $84@90 and $54@ 
60; oak, plain hard, red, $70@75 and $52@56; 
white, $92@96 and $56@59; plain soft white, 
$105@110 and $61@67; quartered white me- 
dium texture, $130@135 and $80@84; quartered 
soft, $145@150 and $92@98. Poplar is quoted: 
Medium texture, FAS, $80@87; saps, $56@61; 
No. 1, $44@48; soft, FAS, $103@110; saps, 
$73@77; No. 1, $59@60. 


Purchase for Immediate Use 


LouIsvILLe, Ky., Feb. 17.—The hardwood 
market has been a trifle quiet, sales being 
mostly of small lots. There has been a some- 
what better demand for maple, magnolia, elm 
and some gum items, wormy oak etc., for auto- 
motive industries. Poplar, maple, walnut and 
oak have been selling fairly well to the furni- 
ture industry. Common sap gum has been only 
fairly active. Veneers and plywood production 
has been increasing since the furniture shows. 
Radio business is showing a little improvement. 
Building lines are still slow, more especially lo- 
cally. Box plants are taking a fair amount of 
low grades, it is reported. Export business is 
rather dull. Kilns are in active use, as lumber 
being bought is wanted for immediate use. 
Continued open weather has enabled producers 
to operate without much interference, while re- 
cent good rains in Kentucky have supplied 
much wanted boiler water in some mill dis- 
tricts. 

Inch stock, f. o. b. Louisville, is quoted: 
Poplar, FAS, southern, $72; Appalachian, $80; 
saps and selects, southern, $45; Appalachian, 
$55; No. 1, southern, $32@35; Appalachian, 
$42; No. 2-A, southern, $27@28; Appalachian, 
$30@32; No. 2-B, $20@21. Walnut, FAS, 
$220; selects, $145; No. 1, $75; No. 2, $32.50. 


30; quartered, FAS, $52@53; common, $34@ 
35. Red gum, plain, FAS, $75; common, $43. 
quartered, about the same as_ plain. Ash, 


FAS, $65@70; common, $43@45. — Cotton- 
wood, FAS, $37@40; common, $28. Southern 


plain oak, red, FAS, $55; common, $38. South- 
ern plain white oak, FAS, $75@s80; common, 
$42. Appalachian red oak, plain, FAS, $65 
@70; common, $45. Appalachian white oak, 
plain, FAS, $80@90; common, $50; quartered, 
FAS, $120@125; common, $65@70; Southern 
quartered white oak, FAS, $110; common, $69 
(@65. Southern quartered red oak, FAS, $85; 
common, $52.50. Sound wormy oak, $26@g8. 

J. Graham Brown, of W. P. Brown & Sons 
Lumber Co., Louisville, was named last week 
as one of a committee behind a plan for organi- 
zation of a new $2,000,000 bank, to take over 
and reopen the National Bank of Kentucky, 
closed since Nov. 17, last. 

No decision has been reached, by creditors 
and the courts, as to a motion for closing down 
the plant of the bankrupt Kentucky Wagon 
Manufacturing Co., Louisville. The trustee has 
indicated that the company is making a little 
money, but is overburdened with bonded debts, 
but will save money by keeping the plant in 
operation and using up cut stock. 

A bankruptcy petition has recently been filed 
by R. Massfield & Son, store fixture manufac- 
turer. 


Lower Prices Attract Buyers 


BurraLo, N. Y., Feb. 17.—The hardwood 
trade has been picking up to some extent dur- 
ing the last couple of weeks. More inquiries 
are beginning to come in, although these do not 
result in large orders as a rule. Prices at the 
mills have lately been reduced, and are the 
lowest in a long time on some leading woods, 
It is believed by the dealers that prices are now 
on an attractive basis and are likely to go 
higher, rather than lower, since everywhere the 
consumers’ stocks are unusually small while 
business prospects are brighter. 

At the meeting of the Buffalo Lumber Ex- 
change Feb. 13, a talk was given by Charles 
R. Wilson, president of the Buffalo Historical 
Society, who outlined the history of that or- 
ganization, and told of the interesting character 
of its exhibits. The speaker was introduced 
by Lawrence Hurd, assistant secretary-treas- 
urer, in the absence of President William L. 
Blakeslee, who has been ill. An exchange com- 
mittee, composed of Harry A. Plumley, Henry 
I, George and Burton H. Hurd, has been ap- 
pointed to nominate directors to be elected at 
the annual meeting in March. 

The Tri-County Lumber Dealers’ Association, 
representing Allegany and Cattaraugus counties 
in this State and McKean County, Pennsyl- 
vania, will hold a meeting at the Emery Hotel, 
Bradford, Pa., on Feb. 19. An address will be 
given by A. J. Brady, jr., of Palburn (Inc.), 
of this city. 

The Buffalo Hoo-Hoo Club school will meet 
on Feb. 20, when an address will be given by 
Arthur Bevan, managing director of the Red 
Cedar Shingle Bureau, Seattle, Wash. A din- 
ner and concatenation of Hoo-Hoo will follow. 

Visitors last week included: G. H. Bulgran, 
sales manager R. Connor Lumber Co., Marsh- 
field, Wis.; F. P. Root, sales manager What- 
com Falls Mill Co., Bellingham, Wash.; C. H. 
Ralston, Nashville (Tenn.) Hardwood Flooring 
Co.; Clarence Day, Crane Lumber Co., Thes- 
salon, Ont. 

Harold B. Gorsline, of the National Lumber 
Co., has left for a motor trip to Florida, where 
he will spend a month. 

R. E. Fairchild, treasurer of Mixer & Co, 
was called to St. Petersburg, Fla., last week by 


Sap gum, plain, FAS, $37@40; common, $27@ ° the death of his brother, Bruce Fairchild. 


For Current Market Prices on Hardwoods See Pages 67 and 68 
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Steps Into and Out of the 


Depression 


It is pretty generally admitted now that the 
current depression is the result of a combina- 
tion of causes running back at least to the Great 
War. Unless it is to be assumed that industrial 
depressions are beyond human understanding 
and human control, there should be some profit 
in reviewing the last decade or so of economic 
and industrial history, with a view to discover- 
ing the links in the concatenation that cul- 
minated in the depression. 

Interest in this subject is so general and at 
the same time is so personal that everybody has 
listened to if he has not participated in many 
speculative discussions regarding the causes of 
depressions, methods of preventing them and 
means of getting out of them. It is to be ex- 
pected that a banker at least has better oppor- 
tunities than the average layman to observe 
how the wheels go around in the making of a 
depression. Therefore, what Melvin A. Traylor, 
president of the First National Bank of Chi- 
cago and of the First Union Trust and Savings 
Bank, has to say on the matter is especially 
worth hearing and reading. In an address be- 
fore the Salesmanship Club of Dallas, Tex., Mr. 
Traylor discussed under the title, “The Price of 
Prosperity,” some of the events that led up to 
the current condition of industry and trade and 
offered some suggestions regarding remedies. 

While everybody would be glad to discover 
preventives and cures for depressions, it is not 
to be presumed that all the remedies proposed 
are of equal efficacy. In fact, there is good 
reason, as Mr. Traylor more than intimates, to 
fear that some of the remedies proposed may 
prove to be worse than the thing they are in- 
tended to cure. Therefore, the address that Mr. 
Traylor made at Dallas is valuable for sugges- 
tions made regarding the remedies to be avoided 
as well as for the measures tentatively proposed 
by him. The entire address here referred to is 
well worth careful reading by all business men 
and the AMERICAN LUMBERMAN recommends 
that readers of this journal write the bank in 
Chicago requesting copies, which are available 
in printed form, at the same time mentioning 
the fact that their attention was called to the 
matter by the AMERICAN LUMBERMAN. 





Merchandising Millwork Items 


BuRLINGAME, CaLir., Feb. 14.—L. A. Nelson, 
Nelson & Shirkey Planing Mill, of this city, 
believes that millwork items can be sold to 
householders. He believes in the idea of cre- 
ated sales and modern merchandising. His 
test of the possibility of created sales is based 
on two lines of approach to the prospective 
customer—personal solicitation and letter cir- 
culars. Mr. Nelson believes there is no sub- 
stitute for the idea of personal calls, but the 
circular letter below paves the way for personal 
solicitation : 

From time to time there are all kinds of 
small jobs that you would like to do around 
your home. If any of them require millwork, 
we hope you will look us up. 

We have a large stock of lumber on hand 
and are equipped to furnish you with any 
quantity you desire. We are also in a posi- 
tion to manufacture any kind of millwork. 
You will be surprised to see what a difference 
and what an improvement any small molding, 
door, cabinet, or dressing table can make in 
your home. 

You may be thinking of remodeling. If you 
are please call us and we will be glad to as- 
sist you in any way we can. We are here to 
serve you. 

The response to both the letter and personal 
call has been very encouraging. 

It is of interest that many of the jobs se- 
cured can be traced directly to the lady of the 
house, judging from the type of inquiries for 
benches, shelves, various kitchen conveniences, 
basement pantries etc. 

he average housewife is quite alive to small 
needed improvements about the home that quite 
escape the eye of the busy husband. This fact 
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has broadened the possible field for business to 
include the housewife in solicitation efforts. 

Mr. Nelson is enthusiastic over the possibili- 
ties which are unfolding for odd jobs in mill- 
work although his operations cover a suburban 
field in which 60 percent of the homes have been 
built within the last six years. Modernization 
need not, then, be a possibility only where old 
homes are found. 





Purchasers to Continue Policies 
of Old Concern 


Sr. Louis, Mo., Feb. 16—Since the death of 
George E. Hibbard, former president and treas- 
urer of the Steele & Hibbard Lumber Co., the 
Hibbard interests have been purchased by Wal- 
ter L. Trampe and Louis Giedinghagen. This 
business was established in 1865 by John H. 
Hayward, an uncle of the late George E. Hib- 
bard. It was succeeded by a partnership of 
Hayward & Hibbard in 1882, continued until 
the death of Mr. Hayward in 1885. At that 
time William H. Steele purchased the Hayward 
interests and the name was changed to Steele & 
Hibbard, continuing under this name until 1907, 
when the Steele & Hibbard Lumber Co. was 
incorporated. 

Walter L. Trampe began his career in the 
lumber business with the F. C. Moore Lumber 
Co. in 1913 as bookkeeper and stenographer. 
In 1916 he was employed by the Luehrmann 
Hardwood Lumber Co., and in 1920 became 
connected with the Steele & Hibbard Lumber 
Co., being in charge of sales, principally to 
the automobile and allied industries. He was 
elected vice president, and after the death of 
Mr. Hibbard became president of the company. 

Louis Giedinghagen began his lumber career 
in 1900 with the Steele & Hibbard Lumber Co. 
as bookkeeper and cashier. In 1907, when the 
company was incorporated, he was elected an 
auditor; in 1919 he was made assistant treas- 
urer, and is now vice president and treasurer. 

The company points with pride to its record 
of having always paid cash for all its purchases, 
and the present owners announce that this pro- 
gram will be continued. It is also a source of 
pride that customers whose names were on 
the books 35 years ago still are being served, 
and the company also maintains its connections 
with concerns from which it began purchasing 
lumber many years ago. 

The company maintains a sales office at 
Minneapolis and one at Louisville. It recently 
has made connections with some of the best 
mills in the South and has added fo its line 
Appalachian hardwoods, West Coast lumber 
and southern and Appalachian hardwood floor- 
ing. 


Order File Heaviest in Eighteen 
Months 


OmAK, WASH., Feb. 14.—‘Just mark me 
down as an optimist,” said A. M. Aston, secre- 
tary of Biles-Coleman Lumber Co., when the 
AMERICAN LUMBERMAN representative asked 
him about the 1931 business outlook for his 
concern. He continued: “Our order file is the 
heaviest it has been in eighteen months, and it 
is growing daily.” 

This company manufactures “Omak-Kwality” 
Okanogan soft pine window, door and cellar 
frames, interior trim, molding, casing, base, and 
other high-grade finishing lumber, all of which 
are shipped in mixed cars. 

A new shed, 150 feet long and 130 feet wide, 
has been built over the dry end of the kilns to 
afford better protection to lumber emerging 
from the kilns. The company’s lumber is of 
very soft texture and does not check when re- 
moved from the hot dry kiln into the cool, out- 
side air. 

This concern operates its own logging camps, 
sawmill, and frame and other factories, and 
throughout is one of the most modern plants in 
the Pondosa pine region. Its logging camp is 
operating at full capacity, while the mill and 
factories are running one full shift. 
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Rebuilt Saw Filing Machinery for 
Philippines 


MuskKEGon, Micu., Feb. 16.—The GeBott 
Manufacturing Co., of this city, has just com- 
pleted shipment to the Philippines of a large 
order of rebuilt saw filing machinery. This 
was shipped to the Insular Lumber Co., Fab- 
rica, Isle of Negros, and consisted of a com- 
plete unit for a triple band mill, planing mill 
and box factory. This machinery was sent by 
rail to New York, from whence it will go by 
vessel through the Panama Canal to Manila. 
There it will be loaded on an Insular Lumber 
Co. steamer and dispatched to the mill, which 
is located about 350 miles south of Manila. The 
head office of the Insular Lumber Co., of which 
A. E. Edgcomb is president, is located at Phila- 
delphia, Pa, 





Seeks Work for Unemployed 


Mapison, Wis., Feb. 16.—J. J. Fitzpatrick, 
of the J. J. Fitzpatrick Lumber Co., in his 
capacity as a key man for the order of Hoo- 
Hoo, as well as progressive citizen and ener- 
getic lumberman, is planning to get the busi- 
ness men and people generally of Madison in- 
terested in a well organized campaign to 
provide work for the unemployed. He hopes 
to interest this city in following plans similar 
to those so successfully developed in Buffalo 
recently when under the direction of the city 
authorities the city was laid off into districts, 
the districts into blocks, the blocks divided, 
then, into small units and an intensive drive 
put on to secure at least part time work for 
people who were unemployed. In this connec- 
tion, Mr. Fitzpatrick is also interesting the peo- 
ple in home modernizing as a means of reliev- 
ing unemployment. In order to stimulate this 
kind of work, Mr. Fitzpatrick believes that the 
public should be advised that prices are now at 
their lowest point and that new buildings can 
be erected or old ones improved at a smaller 
cost now than probably ever will prevail again. 





Mississippi Forestry Association 


Jackson, Miss., Feb. 16.—More than 75 per- 
sons interested in forestry attended a meeting 
held here last week at which time the Missis- 
sippi State Forestry Association was organized 
to work in co-operation with the State forest 
service in stimulating interest in and promoting 
the cause of forestry. Dr. Charles Herty, well 
known chemist, addressed the gathering, speak- 
ing on the use of southern pines in the manu- 
facture of white paper. Officers and members 
of the executive committee were elected as fol- 
lows: 

President—Frank G. Wisner, Laurel, Miss. 

Acting Secretary—Ear] T. Taylor, Gulfport, 
Miss. 

Treasurer—Wiley H. Harris, Jackson, Miss. 

Members of executive committee—B. R. 
Nichols, Forest; Will Dockery, Dockery; F. A. 
Anderson, Gloster; C. A. Harrison, Amory; 
Herman F. Gautier, Pascagoula; J. M. Aldrich, 
Michigan City; Mrs. G. H. Reeves, Jackson; 
and Mrs. O. B. Taylor, Jackson. 





Los Angeles Receipts Increase 
[Special telegram to AMERICAN LUMBERMAN] 


Los ANGELES, CALir., Feb. 18.—Cargo arriv- 
als of lumber at Los Angeles harbor show a 
large increase over those of the last several 
weeks, while total stock on hand sank to a low 
mark, according to the reports of twenty-four 
local firms. Ten cargoes of fir, consisting of 
10,217,000 board feet, and one cargo of 1,328,- 
000 board feet of redwood, made a total of 
11,545,000 board feet, while unsold lumber 
stood at 7,859,000 feet. Fifty-six vessels are 
reported laid up, four less than last week, and 
none are operating offshore. Building permits 
are showing up well, having amounted to $2,- 
406,709 for the first fourteen days of February. 
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ALM OF THE RETAILER 


A Diversity of Retail Sales Policies 


Good Yields Point to Farm Sales—Going in Search of Business—An 
Usefulness—A Yard Builds Houses 


Emergency Warehouse of Lasting 


Quite a number of these 
northern Indiana counties are 
feeling a pardonable satisfaction 
over the good farm crops of 
1930. In the long stretch from 
the Michigan border to the Ohio 
River, Hoosierdom has quite a 
varied topography. It also has 
a wide range of industries and 
occupations. Farming is an im- 
portant industry and has its ef- 
fect even upon the larger cities 
where the direct farm trade is 
relatively small. The summer 
was hot and dry in Indiana, as 
it seems to have been every- 
where; but some opportune rains 
not only saved the corn crop but 
made it, in at least some coun- 
ties, one of the record yields. 
This should have its effect upon 
the building trade of the com- 
ing season. Farms everywhere, 
it seems, have been holding back 
on new buildings and even on 
necessary repairs; and there is 
a ready-made market waiting 
only for a certain surplus of 
farm income. The good corn 
crop of 1930 has brought that 
income, and a fair part is likely 
to be spent upon farm buildings. 


Winning New Industries 


John Kenower & Son, of 
Huntington, report that sales for 
1930 dropped just a little below 
those of the big year of 1929. 
But at that Mr. Kenower says 
the town and the local yards 
were pretty lucky. Huntington, 
like some other towns that have 
appeared in these columns of 
late, had the misfortune several 
years ago of losing some rail- 
road shops. Railroads seem to 
be consolidating their shops in 
the interests of efficiency and 
economy; something for which 
they can not be blamed, even 
though it does work some hard- 
ships on the losing towns. But 
Huntington immediately started 
in to replace this lost industry 
with others. They tell me they 
made one or two bad guesses and 
got caught in some promotion 
schemes that did the city no 
good. But most of their efforts 
have been good, and local in- 
dustry is rapidly catching up 
with its old volume. 

“I expect to see the lumber 
trade change its character in 
the future,” Mr. Kenower said. 


“Every thoughtful lumberman 
has been seeing for some time 
that the old habit of waiting 
for trade to develop on its own 
power is losing out. People 
don’t make important purchases 
that way any more. They are 
having so many of these pro- 
posals brought to them, ar- 
ranged to suit their needs and 
explained in practical detail that 
they rather forget those things 
which are not so presented. 


Looking Toward Consoli- 
dated Service 

“I expect this coming season 
to do something with moderni- 
zation in its various phases. 
This includes the general mak- 
ing over of good but out-of-date 
houses, but it also includes 
small repairs and small changes 
that don’t make the house over 
as a whole. Probably modern- 
ization will have to make its 
start in these smaller ways, to 
show people what can be done 





“For a long time I was sure 
that this roofing trade ought to 
have more active attention. Of 
course outside roofers have been 
doing something along this line. 
But their work is rather hap- 
hazard, their prices are hard to 
check in a comparative way and 
are usually high, and they are 
not so easy to hold to respon- 
sibility for good materials and 
good application. But I held off 
quite a while until I could find 
someone well fitted to do the 
work. At length I found a 
couple of young fellows who are 
good at application and who are 
active and successful at selling. 
The application company, made 
up of these two men, is a sep- 
arate organization; but its head- 
quarters are here in this yard, 
it does the selling and the ap- 
plication and stands back of its 
work. But it buys the materials 
from me, and I take over notes 
by endorsement. This business 
was quite important in 1930. In 








Plant of the Huntington Lumber Co., of Huntington, Ind., with which 

is included a planing mill and a small dry kiln. A battery of coal bins 

at the rear will be rebuilt soon, according to present plans, and refitted 
with conveyors 


and to get carpenters and con- 
tractors some experience in han- 
dling that sort of business. 

“It’s going to be necessary, 
if this kind of trade is really 
to amount to much, to go out 
and see prospects, look over 
their houses, find out something 
about family needs and make 
practical suggestions. I believe 
in this house-to-house search for 
sales. I don’t know any other 
way of getting them. I’ve al- 
ready used this method in the 
re-roofing business. 


fact the yard could not have 
maintained volume otherwise. 


Campaigning for Moderniza- 
tion 

“So this coming season I have 
it in mind to enter the repair 
and modernizing field in some- 
what the same way. Perhaps the 
methods will be a little differ- 
ent, but they will turn on going 
out on a search for trade and 
the offering of some sort of 
service in getting the work done. 
Probably this will be done by 


means of informal codperation 
with contractors and carpenters, 
But I don’t believe the public 
will be as responsive as we'd 
like unless we make it possible 
in some way or other to offer 
mechanic service as well as ma- 
terials.” 

This branching out of busi- 
nesses into new fields is going 
on all the time. One example is 
to be seen in another Hunting- 
ton industry. The Majestic peo- 
ple, makers of furnaces and coal 
chutes and the like, found that 
the sag in new house building 
was cutting their volume. A 
new house means a new furnace 
and so on. Occasionally an old 
house has to have a new fur- 
nace, but the big market is in 
new houses. So in order to keep 
volume up until house building 
starts again, this corporation 
devised an overhead’ garage 
door. This caught on well, and 
manufacturing it kept the plant 
going at full speed all through 
1930. 

Grant Kelley, of the Home 
Lumber Co., tells us that 1930 
was an unexpectedly good year. 
Building started early. In fact 
two house jobs were sold in Feb- 
ruary, and sales ran steadily 
through the year. Mr. Kelley 
admitted that this had not been 
anticipated, chiefly because gen- 
eral trade over the country ap- 
peared to have slowed down. He 
had no explanation for it except 
that Huntington is a _ soundly 
prosperous town with a steady 
trade and local business con- 
cerns that are tuned to the local 
kind and volume of business. 

This yard carries extensive 
stocks of building hardware and 
paints. 

J. W. Morrison, of the Hunt- 
ington Lumber Co., tells us that 
his present plant had to be built 
in a hurry during the trying 
times of the World War. The 
former plant burned one Sun- 
day. It happened to be the first 
gasoline-less Sunday, and Mr. 
Morrison was at home. He says 
that he still has a painfully 
vivid memory of that occur- 
rence. When it was over the 
buildings had to be replaced; 
for winter was not far away. 
Under such circumstances it 
some 


might be expected that 
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mistakes would be made; but 
Mr. Morrison says that a dozen 
years of use have not indicated 
any changes to be desired. Per- 
haps there is one. If he had it 
to do over again he would set 
the main warehouse back from 
the sidewalk a little, for the 
purpose of making the approach 
4 bit more ornamental. Under 
the circumstances this seems to 
be a small thing to have been 
overlooked. 


Unique Warehouse Design 


The main warehouse is of 
rather unusual design. Imagine 
4 single-alley shed with an open 
shed attached to either side. 
There is a tight partition at the 
rear of each open shed, between 
it and the main body of the 
puilding. The roof has an ample 
overhang over these open sheds. 
The stock is distributed of 
course With dimension and such 
items in the open bins and with 
fnish in the bins fronting on 
the central alley. This alley is 
paved with brick. Molding is 
stored on end, and there is a 
large separate room for hard- 
ware and glazing. There is a 
planing mill and a small dry 
kiln. The mill builds some farm 
portables to keep the machines 
and the help employed when 
other work is not pressing. 

Mr. Morrison says he is sell- 
ing large numbers of stained 
shingles, chiefly in the country 
though some go to the town 
trade. Probably the bulk of 
town roofs are of asphalt and 
asbestos, with the former largely 
outselling the latter. Along the 
rear of the yard is a battery of 
coal bins. These are due for re- 
building soon, according to the 
yard’s plans, and will be fitted 
with conveyors. Mr. Morrison 
says he can not see that a city 
the size of Huntington offers 
much inducement for the build- 
ing of coal elevators. There are 
some in the town, but the vol- 
ume of trade is hardly sufficient 
to keep overhead costs within 
reason. 


The Grange in Action 


Across the State line, in the 
town of Coldwater, Mich., we 
found a convention of farmers 
in action. Everybody seems to 
have the convention habit; and 
that’s fair enough in these days 
When all kinds of efforts are 
recognized as largely codpera- 
tive in character. There’s no 
sort of practical adult education 
like a series of conventions to 
teach people how to live peace- 
ably and efficiently not only 
with their neighbor competitors 
but also with their neighbor in- 
dustries. So long as the rank 
and file keep practical control 
of the organizations § they’re 
likely to stick pretty closely to 
the proper interests of the mem- 
bers; and it’s only when not 
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very conscientious paid special- 
ists get the idea that to keep 
their jobs they must create 
troubles, that they can then 
struggle with, that such organi- 
zations get to going on the loose. 
The farmers need a lot of in- 
formation, not only about the 
running of farms but also about 
their relations with other indus- 
tries; and we’re for their organ- 
izations. 

S. Pollock & Son is the name 
of a lumber yard with a long 
history; nearly 50 years of it. 
The old firm name is still kept, 
though the “Son” has been the 
company for many years. 
Charles A. Pollock is a widely 
known dealer in Michigan. At 
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undertaking of such obligations. 
Sellers are learning that with 
so many of them in the field it 
is wise to know something more 
about the buyer than just that 
he is willing to sign a contract. 
For one thing, times for com- 
pleting payments are. being 
shortened. For another, the cus- 
tomer’s resources and the num- 
ber of other deferred obligations 
are being looked into. 


A Diversified Stock 


This yard handles many lines; 
in fact most lines that are com- 
monly thought of as belonging 
to the building and maintenance 
of a dwelling. It has handled 
coal for some 14 years; and 








S. Pollock & Son at Coldwater, Mich., have handled coal for years and 

within the last few years have added hardware and paints, barn equip- 

ment and the like. This winter the firm has been pushing mechanical 
furnace stokers 


the time of our call, which was 
before the close of the calendar 
year, Mr. Pollock was dictating 
collection letters. He made the 
statement the Realm has heard 
repeatedly on this trip that de- 
ferred payments in other fields 
are having their effect upon 
lumber credits. The deferred 
payment contracts seem to have 
impressed upon such buyers 
that payments must be made. 
This is easily accomplished, for 
most of the goods are remov- 
able. Title remains with the 
seller until payments are com- 
pleted, and if payments are not 
met the article in question is 
hauled away. What could be 
more natural than that, under 
such conditions, the “soft” cred- 
its on open book accounts, with 
no hard and fast due date, 
should be indefinitely deferred? 

Mr. Pollock said with a smile 
that it had been necessary in a 
few cases to find means of im- 
pressing buyers that these cred- 
its were not so soft after all. 
He added, as others have done, 
that the general public and the 
finance corporations are learn- 
ing some things about deferred 
payments to their mutual ad- 
vantage. Customers are learn- 
ing that these “easy” payments 
have to be met and are not so 
easy if too many are contracted. 
There is likely to be more buy- 
ing intelligence used in the 


within the last couple of years 
it has added hardware and 
paints, barn equipment and the 
like. This winter it is pushing 
mechanical furnace stokers. 

The store with its display 
windows and its stock of these 
accessories is a remodeled build- 
ing that does not show its real 
age. Mr. Pollock has something 
of a sentimental interest in the 
building, for at the time the 
yard was started it was the only 
warehouse the elder Pollock 
owned. Before that time it had 
been a stoutly framed barn that 
stood, I believe, on the lot where 
Mr. Pollock’s house now stands. 
In any event it is an old struc- 
ture and tells a convincing story 
about the durability and contin- 
ued usefulness of frame build- 
ings. 

Mr. Pollock says he has made 
some beginnings at a complete 
service, including the building 
of houses. This he has done, not 
by hiring mechanics and super- 
intending erection but by the 
sub-contractor method. Some 
local ambitions by a contractor 
who got the idea of bringing 
materials from outside prompted 
this move. Much care is used 
not to take jobs at unfairly low 
prices; for this would defeat the 
purpose in hand. The contract- 
ing is distinctly a sideline, un- 
dertaken for the purpose of aid- 
ing the carpenters who stick by 
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the yard as well as of providing 
a suitable outlet for the build 
ing materials which the yard 
has for sale. 

The big coal yard operated by 
the company is in another part 
of town. 


A Yard Built for Close 


Prices 


The Legg Building Store is 
being operated on rather un- 
usual policies. Mr. Legg, a busy 
young man, said that for some 
years he operated upon a service 
basis. He kept estimators and 
city salesmen and was ready to 
send men out to spend as much 
time as seemed necessary on 
prospective jobs. But this 
proved to be costly. Then, too, 
I believe there was some flurry 
of mail-order sales. In any 
event Mr. Legg decided te 
change his policies quite radi- 
cally. He let his estimator go, 
and it’s pretty hard to get him 
to send a man out to any job 
for the purpose of looking it 
over and making an estimate. 
He is putting his services, as 
nearly as that can be done, upon 
the same basis as those of the 
mail-order house. He undertakes 
to meet any mail-order price, 
quality considered. He tells us 
that this sort of policy seems 
to meet the needs of quite a 
number of people; that while 
his margins seem to be narrow 
he saves in overhead; and that 
volume is making the net prof- 
its of the year reasonably’ sat- 
isfactory. 

Mr. Legg has remodeled his 
plant and has quite extensive 
displays of all sorts of building 
hardware and supplies spread 
out on tables with the prices 
attached. He was much inter- 
ested in the idea of selling only 
for cash, but this he has not 
attempted to do as yet. What 
he does do is to attach two 
prices to each article; one for 
cash and the other for credit. 
This has increased his cash 
sales, but it has added some- 
what to his credit problem, for 
these who buy on credit under 
such conditions are not likely 
to be good credit risks, and they 
are likely to think that if they 
pay extra for a credit service 
they’re entitled to all the time 
they want. 





JANUARY came forward with 
some promising indications of 
renewed activity for the building 
industry and consequently for 
many allied industries, accord- 
ing to the F. W. Dodge Corpora- 
tion’s reports of contracts 
awarded during the month. 
Three of the thirteen Dodge 
territories show gains over both 
January of last year and over 
the previous month, December. 
Three _ additional territories 
show gains over December and 
one additional shows a gain over 
January, 1930. 
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Retailers Idea Exchange 











Urges Owners to "Repair Now" 


New OrLeAns, La., Feb. 16.—‘‘You, the 
home owners of New Orleans, have put 3,000 
skilled workmen out of employment in 1930 
and 1931!” 

That is the startling accusation launched 
against the home owners of this city in full- 
page newspaper advertisements sponsored by 
the Work Creation Committee of the New Or- 
leans Welfare Committee. 

“You did it,” continues the advertisement, “by 
postponing and neglecting the ordinary precau- 
tions of maintenance and repair which are abso- 
lutely necessary to prevent deterioration and 
loss of value in your properties.” 

The advertisement proceeds to sound the note 
of self-interest, by pointing out that prospec- 
tive home builders and present householders 
will save money by building or having repair 


and modernizing work, including painting, done 
now, while materials are at the low point and 
skilled workmen are plentiful. Home owners 
are urged to place orders for jobs for anything 
ranging from “one-day tinkering” to the 
complete painting, reroofing or modernizing 
throughout of homes, and they are urged to 
do it now. 

A convenient order blank appears at the lower 
right corner of the page, listing a number of 
jobs applying to the average home in this city, 
by way of suggestions. These jobs are as 
follows: Refitting doors, repairing garage, 
plumbing, termite prevention, preparing for 
spring garden, gas equipment, sidewalks and 
driveways, refitting windows, repairs to porch 
and steps, electrical wiring, brick work, clean- 
ing up premises, heating plants, refinishing 
floors, repairing roof, fences, minor painting, 
general painting, filling and tree trimming. 





This Week’s Timely Tip 


Convenient for Tying Up “Back-Band” 


“Back-band” and other similar material in short and mixed lengths 
was a source of much annoyance to the men at the Fred J. Robinson 
Lumber Co.’s main yard on Linwood Boulevard, Detroit, until one 
day I. W. Norris got so annoyed that he became inventive and de- 
manded of those about him, “Why don’t we make a horse or some- 
thing so we can lay this stuff on it while we’re tying it up?” No one 
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are kept under cover. 








band. The material to be tied is laid on the horse like the short 
board shown here. It can be tied very securely, which makes it easy 
to handle and keeps it from getting dirty on the delivery truck. 
And speaking of new ideas—what’s the matter with that staunch and 
sturdy platform ladder shown just beyond the buck? It is convenient 
indeed in a covered shed, and all the Robinson company’s products 


could furnish any good reason, 
so Mr. Norris was elected to do 
the manufacturing. The result 
was similar to the buck illus- 
trated, and was easily made. 
For each side two 8-inch pine 
boards were required; they were 
sawed out at one end, as shown 
(they were all sawed at once, in 
the company’s mill, so the pat- 
terns were the same) and then 
they were nailed together. Mr. 
Norris did not make the buck 
shown in this picture, and he 
told a representative of the 
American Lumberman, who was 
“snooping around” the yard one 
day recently seeking new ideas, 
that this one is not so good be- 
cause of the diagonal cross- 
member, which is always in the 
way of a man’s leg when he is 
trying to tie up a load of back- 


ance and in 
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Eight Woods Used in Guitar 


Canapian, Tex., Feb. 14.—Walter W. Sipes 
a local building contractor, has a guitar 
which he made from eight kinds of wood, 
It is a beautiful instrument, both in appear. 
melodious tone. The following 

were used in making the 


kinds of wood 


ee 





Walter W. Tex., with his 
guitar, which he made, using eight kinds of 


Sipes, Canadian, 


wood 


guitar: White pine, yellow pine, black wal- 
nut, mahogany, yellow poplar, white poplar, 
maple and red cedar. All these woods were 
purchased from the local retail yard of the 
White House Lumber Co. 


Lumberman’'s Son Is Honored 


Cairo, Itt., Feb. 16.—John Langan, son of 
Mr. and Mrs. P. T. Langan, a senior in the 
Cairo high school, has been selected by the 
Junior Association of Commerce as the most 
valuable player of the Cairo high school foot- 
ball team for 1930. His name will be engraved 
up the silver trophy that was presented by the 
Junior association four years ago. 

The young athlete thus honored is the son 
of Mr. and Mrs. P. T. Langan, the former be- 
ing head of the lumber company bearing his 
name, and for many years a prominent figure m 
the retail lumber and association activities ol 
the State. 

The presentation was accompanied with an 
appropriate program at the Clendenen school 
auditorium, at which Arthur Simon, president 
of the Junior association, presided, turning the 
meeting over to William Phillips, chairman 0! 
the athletics committee of the organization. He 
introduced Rev. C. Robert Dunlap, who gave 
a fine talk on the importance of physical train- 
ing and the honor of winning the distinction 
conferred upon John Langan. He was followed 
by Leo C. Schultz, who stated the requirements 
for winning this honor to be: Leadership, 1 
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fluence on the team, conduct on and off the 
feld, and football activities. 

The program was further embellished by mu- 
sic and rousing school yells. 





Creates Farm Business by Per- 
sonal Solicitation 


Morrison, ILt., Feb. 16—The manager of 
one of the yards of Potter Brothers, which 
concern has its headquarters here, has scored 
4 notable increase in farm business by aggres- 
sive, systematic contacting of the farmers of 
his territory. ad E 

The secret of his success is simply this: He 
makes it a point to spend as much of his time 
as possible driving through the country and 
calling on his customers and prospects. Ly this 
means he has not only made sales of lumber 
for various farm uses, but also has interested 
the farmers in such items as ventilating sys- 
tems, stanchions, litter carriers, insulation, 
brooder houses, hog houses, clay products etc., 
all of which are handled by his yard. He has 
also made up a large number of self-feeders, 
portable houses both for hog and poultry, hay 
racks etc., and sold them. 





Firm Entertains Many Visitors 


WuitinG, lowa, Feb. 16.—One of the largest 
crowds seen here for some time gathered on a 
recent Saturday in response to an invitation 
from the W. C. Whiting Lumber Co., for a 
free lunch and free movie and to see demon- 
strations of various products haadled by the 
company. More than 2,500 lunches were served 
and the picture show was given three times to 
crowded houses. This year marks the end of 
50 years of business in Whiting for this pro- 
gressive lumber firm. 


. . 
Dealers Engage in Co-operative 
. . . 
Advertising Campaign 

LexincTon, Ky., Feb. 16—The retail lum- 
ber dealers of this city are co-operating in 
group advertising, as a stimulant to building 
activities in this section. About $1,000 is being 
spent in advertising space in the two local daily 
newspapers. The advertising began in January 
and will continue through February and prob- 
ably into March. The campaign will embrace 
several full-page advertisements, followed up 
with smaller ones. 

Those interested in this campaign feel that 
it will have a beneficial effect in reviving build- 
ing, modernizing and repair activities. In the 
advertisements emphasis is being laid upon the 
present low cost of building materials, the 
availability of labor, and the conrtibution that 
will be made toward relieving the unemploy- 
ment situation by getting construction activities 
under way as speedily as possible. 

The ten retail lumber firms co-operating in 
this effort are as follows: McCormick Lumber 
Co, Fayette Lumber Co., George Hoskins 
Lumber Co., Smith-Haggard Lumber Co., 
Perry Lumber Co., Phoenix Lumber Co., 
Mountain Dew Coal Co., Lexington Lumber & 
Building Supply Co., Combs Lumber Co. and 
Savage Lumber & Manufacturing Co. 











New Retail Firm Begins 


Denver, Coto., Feb. 16.—The University Park 
umber Co, is the name of a recently organized 
retail lumber concern in this city, which has 
purchased and taken over the University Park 
lumber yard formerly operated by the McPhee 
& McGinnity Co. This new company was or- 
ganized by J. Edward Hackstaff, G. C. Sulli- 
van and G. R. Harries, all of whom have been 
connected with the McPhee & McGinnity com- 
pany for a number of years. Mr. Hackstaff, 
who has been elected president of the University 
Park Lumber Co., was manager of this yard 
lor the last seven years; Mr. Sullivan was as- 
sistant manager, and Mr. Harries, who is secre- 
tary of the new company, formerly was man- 
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ager of the McPhee & McGinnity company’s 
group of yards in the San Luis Valley, Colo- 
rado, and later manager of that company’s job- 
bing department in Denver. With this back- 
ground of knowledge and experience with one 
of the outstanding lumber concerns in Moun- 
tain States territory, the members of this new 
retail lumber company begin their new venture 
with rich promise of success. 





Attractive Convention Display 

Among the most interesting and attractive 
exhibits at the annual convention of the South- 
western Lumbermen’s Association, recently held 
in Wichita, Kan., was that of the Red River 
Lumber Co., of Westwood, Calif., which was 








Exhibit by Red River Lumber Co., showing log 
cabin siding 


in charge of J. R. Hufbauer, the company’s rep- 
resentative in that territory. 

This exhibit, which was built at Westwood 
and shipped to Wichita, was designed to show 
the variety of products available to dealers 
from the Westwood plant of the Red River 
Lumber Co., including log cabin siding and the 
knotty pine doors to go with it, together with 
knotty pine plywood wall panels, in both one 








Exhibit by Red River Lumber Co., showing 
hardwood door with mahogany veneer 





piece and strip faces. Window sash and frames, 
and doors in hardwood and pine, were included. 

The hardwood door with mahogany veneer, 
shown in the photograph removed from 4ts 
hanging and standing at the end of the: wall, 
had a section cut out and swung on hinges to 
show the interior core—the “Paul Bunyan 100 
percent core, 100 percent laminated, 100 percent 
California pine.” 

Built-in units were represented by a glazed 
cupboard and a dining nook. Bungalow siding, 
molding and Red River finished panels, both 
in the sandblast-color treatment and the new 


33 


process of smooth surface, two-color treatment, 
were exhibited. 

Fach of these two walls were assembled in 
units which can be separated and used as indi- 
vidual exhibits loaned to dealers. 





New Yard to Begin Operating 


FLaGsTaAFF, Ariz., Feb. 14.—According to R. 
A. Christy, who will be in charge of the yard, 
the new retail lumber yard of Babbitt Bros. 
will begin operating between March 15 and 
April 1. Mr. Christy formerly was in charge 
of the yards of the J. D. Halstead Lumber Co. 
in Williams and Flagstaff, but recently has been 
engaged in construction work on the new Gov- 
ernment buildings at Tuba City. He and Mrs. 
Christy have resumed residence in Flagstaff 
and he is supervising the work of remodeling 
the buildings and preparing for the opening of 
the new yard. The work of remodeling will 
be completed early in March and first material 
shipments are expected shortly thereafter. 


Want a Nice Graveyard? 


Many dealers who saw the “Lumberman’s 
Graveyard” which featured the annual conven- 
tion of the Southwestern Lumbermen’s Associ- 
ation recently held at Wichita, Kan., have 
wondered if arrangements could not be made 
whereby other conventions might have the bene- 
fit of this striking object-lesson. 

The AMERICAN LUMBERMAN, therefore, is 
pleased to report that a letter just received 
from W. A. Stippich, of the Stippich Lumber 
Co., Wichita, Kan., who originated and di- 
rected the construction of this display, advises 
that the “tombstones” were carefully preserved, 
and at the present time are all wrapped in 
paper and crated ready for immediate shipment. 
Being constructed of light material the cost of 
transportation would be only nominal. 

Mr. Stippich adds, “These tombstones would 
make a ten-strike with any lumber convention.” 

Illustrations of the graveyard as a whole, and 
of the individual tombstones, may be seen by 
referring to the AMERICAN LUMBERMAN of Feb. 
7, as they appeared in connection with the 
story of the Southwestern convention printed 
in that issue. 

Any organization or individual desiring a 
perfectly good graveyard, in first-class condi- 
tion, can obtain further information by writing 
W. A. Stippich, Wichita, Kan. 








Enlarges Paint Department 


CoLumBus, Oulo, Feb. 16.—The Creith-Pot- 
ter Lumber Co., which operates three retail 
yards—two in Columbus and one in Worthing- 
ton—of which Howard Potter is vice president 
and resident manager, has opened an enlarged 
paint department at its downtown store at 66 
East Gay Street. An experienced paint man 
has been placed in charge of this department. 
The concern also handles a full line of un- 
painted furniture at its store, with good re- 


sponse from Columbus people. 
prensa om 


Hear Talk on Farm Buildings 


PALMER, NeEs., Feb. 16—The S. A. Foster 
Lumber Co. on a recent Wednesday evening 
put on an interesting program which was 
much enjoyed by the many guests in attend- 
ance, who included the officers and members 
of the executive committee of the commer- 
cial club, and others interested in better 
farm buildings. After a number of very en- 
joyable musical numbers by local talent, 
Ivan-D. Wood, of the extension department 
of the State university gave an_ illustrated 
lecture concerning the arrangement and san- 
itation of farm buildings, illustrated by actual 
photographs taken bv him on Nebraska 
farms. The gist of his talk was that it pays 
to provide comfortable and sanitary shelter 
for all live stock, and that barns and other 
farm buildings can be so planned and ar- 
ranged as to eliminate a good deal of the 
labor of caring for the stock. 











The plant of the Southport Lumber Co., before 
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and (right) after it was remodeled. A new room was added to the office, at the right, and the 
building itself is an example of the power of the paint advertised on the sign in the foreground. The yard, and the delivery trucks also, are main. 


tained in the best of condition 


Retailer Takes Own Medicine—Remodels 


SouTHPorT, INpb., Feb. 16.—Can an old, out- 
of-date, lumber yard office be modernized at an 
advantage to both appearance and convenience 
in carrying on business? T. W. Davidson, sec- 
retary and manager of the Southport Lumber 
Co., says “Yes!” and he has the modernized 
office to back up his belief. The appearance of 
not only the office but the entire yard has been 
vastly improved, as the accompanying illustra- 
tions will show, and the lumberman finds it 
much easier to merchandise his varied products 
in this plant with its new dress. 

A representative of the AMERICAN LUMBER- 
MAN had been visiting Joe Brannum, of the 
3rannum-Keene Lumber Co., and Harry M. 
Moore, of the Indianapolis Lumber Co., in In- 
dianapolis one day not long ago, and both men- 
tioned this yard in Southport. They both have 
an interest in it—Mr. Brannum is president and 
Mr. Moore is vice president and treasurer. 
What Mr. Moore, particularly, said about the 
suburban yard induced the writer to drive out 
there in a hurry, and after Mr. Davidson had 
recovered sufficiently from the excitement of a 
fatal railroad accident that had just happened 
at a crossing less than fifty yards from his 
front door, he told about how the modernizing 
was done. 

The two pictures at the top of this page will 
show how a new room was built at the front 
and more pleasing lines, according to modern 
ideas, were lent to the front wall of the build- 
ing. It will be noticed that the modernizing 
added doors that entirely close the 
drive-ways, and substituted for the small, nar- 


process 








row windows of an earlier day the bro2zd ex- 
panse of plate glass which the customer of to- 
day associates with the progressive merchant. 
It also will be observed that the corner where 
formerly were the entrances has been built up 
to provide added office space, and that a “nifty” 
little portico proclaims to the visitor that be- 
neath is the entrance to the office. In the dis- 
play windows are kept hardware specialties and 
paint and small pieces of wood or wooden prod- 
ucts that will catch the eye of a passerby and 
induce him to come in. Really, a lumberman’s 
display can be made so attractive that in pass- 
ing one can not help seeing, and seeing one can 
not help stopping, and stopping one just natu- 
rally enters to find out how he can duplicate 
what he has seen, in his own home or shop. 

The writer entered, and at the right saw a 
fine display of kitchen furniture, both movable 
and built-in. Along the left wall, about half 
from floor to ceiling and the length of the 
store, were shelves loaded with big and little 
cans of paint, varnish, lacquer and such things. 
There were more shelves along the back part 
of that left wall, and they carried a complete 
line of builders’ hardware, while beneath them 
could be seen long rows of nail bins. But the 
center of attraction was the counter and the 
business departments enclosed by it, for there 
was where Mr. Davidson stood to write an or- 
der a customer gave him during our visit. 

As can be seen by the illustration, this coun- 
ter, the top of which is 16 inches wide, forms 
three sides of a 12x16-foot rectangle, inside 
which are the desk and files so well managed 


by Miss Hilda Fetters, Mr. Davidson's secre- 
tary and bookkeeper, the safe, and numeroys 
sales helps furnished by manufacturers and 
well utilized by this retailer. The back side of 
the counter is convenient to hold supplies of 
these sales bulletins, and the front side, as will 
be observed, is excellently utilized for further 
display, especially of builders’ hardware. Mr. 
Davidson finds it of especially great sales value 
to have his hardware displays mounted. Then, 
if desired, he can open one of the counter dis- 
play doors, take out a lock mounting, for in- 
stance, and let the customer put his hand on 
the knob and operate it himself. Such actual 
demonstration will sometimes make a sale when 
mere talk would be futile. 

Mr. Davidson is well pleased with his re- 
sults from the sale of hardware and other ex- 
tras. “Even when we lose a bill,” he said, “we 
often get a share of the money anyhow, from 
the extras. We handle good lines, and know 
how to show the customer why they are good.” 

Paint is one of these “extras,” and this re- 
tailer is an aggressive merchandiser of paint 
and varnish products. He has a large stock, 
as the picture shows, but he keeps it on the 
move, and while it is in his store he puts it 
into the minimum of space consistent with at- 
tractive display. The shelves were made right 
here in the yard, of No. 2 southern pine boards 
of various widths crimp nailed so as to make 
a total depth of 26 inches. The reader will note 
by the picture that the cans of paint just fit 
the shelves, and may wonder how it is accom- 
plished, with all the different sizes of paint cans. 
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Inside are these long rows of paint shelves, adjustable to give maximum storage and display for the varying sizes of paint cans; at the right is 
a view of the business office, with the manager, T. W. Davidson, and his secretary, Miss Hilda Fetters, ready to give any customer a cordial wel- 
come. Note the display of builders’ hardware in the counter cases; more hardware is on the shelves in the background, and beneath those shelves 
are rows of nail bins. At the extreme right, inside the counter rectangle, are the doors to Mr. Davidson’s private office and the drafting room 
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It's easy, Mr. Davidson explained—he used ad- 
justable shelf standards manufactured by a 
Michigan concern, by means of which the 
height of the shelf can be changed at any time 
one desires, with half-inch variations, and with 
plenty of strength for the loaded shelf. 

Mr. Davidson at first had intended to have 
the rear partition of the office just beyond the 


rear section of the counter, but then he remem- 
bered that customers had come in and during 
the course of conversation had inquired, “Do 


= 


you sell nails: So the partition was left out, 
and instead of the back room with its nails 
and hardware stocks kept a secret, there was 
the back portion of the main office. “Now,” 
said the Jumberman, “they don’t need to ask. 


Instead we ask them, when they come in for 
other materials, ‘Don’t you need some nails 
with that lumber?’ or some such question. And 


it makes sales.” Customers can hardly enter 
without seeing the nails, for the three long 
rows Of 120-pound steel bins are in plain sight; 
the bins are built in Indiana. 

The lumberman is quite proud of his stock 
of cabinets in the front part of the store, and 
his customers are never allowed to overlook 
the possibilities of use of one of these conven- 
iences. During the writer’s visit a middle-aged 
couple came in to investigate and admire a 
folding built-in breakfast alcove, and appar- 
ently a customer was made. A local plumber 
furnished plumbing fixtures for the kitchen 
cabinet exhibit. 

Little has been said about Mr. Davidson's 
private office, to which access is gained through 
the counter enclosure, or of the drafting room 
beside it, where R. A. Miner does his work. 
Each office is 814x10% feet in size. Mr. Miner 
has been studying drafting at a night school 
in Indianapolis, and it was this knowledge that 
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enabled him to draw up all the plans necessary 
for the office construction. It is a conveniently 
arranged office, and light and airy. The walls 
are Nu-Wood, and the ceiling of the new 
Bevel-Lap Tile, both of which Wood Conver- 
sion Co. products the Southport company sells. 

That is the arrangement of the office. Now 
about its use. The company has facilities to 
do a quarter-million dollars’ worth of business 
annually, and every effort is bent toward as 
near approach to the capacity as may be pos- 
sible. The modernized office was opened to the 
public Dec. 6, and $200 worth of prizes was 
distributed among those who came to see; there 
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were apples and candy, and for each one a 
souvenir. There was a demonstration of the 
new “dip” colors during which the customer 
could bring a vase, candle or such article and 
have it decorated. One woman hurried seven 
miles home and back to get a certain vase to 
have it colored. Interest was high, and from 
the thousand visitors was gathered a stack of 
prospect cards which in the coming months 
will be followed up by personal calls, by Mr. 
Davidson, Mr. Miner, or O. E. Bone, a sales- 
man. 

The Southport yard has advertising every 
day, besides all this, for at the nearby corner of 
the extension of Indian- 
apolis’ Madison Avenue 
and Southport’s Union 
Street, which between 
5,000 and 6,000 people 
pass daily, is a double- 
faced sign, each face 
10x24 feet in size, and 


each face lighted by 
four 100-watt electric 
light bulbs for five 


hours every night. The 
sign itself is the best of 
four submitted by an 
advertising firm, and 
its main feature is the 
picture of a “homey 
looking” home. The 
man or woman who 
sees it is informed that 
two blocks to the left 
is the company which 








Some of the cabinetwork displayed and demonstrated by the Southport 
company, a plumber co-operating; beneath the middle mirrored cabi- 
net is a collapsible breakfast alcove which folds into the wall as shown 


can build a home like 
that, or better, or mod- 
ernize the old home. 
And the Southport 
Lumber Co. really can. 


How a Lumberman Advised His Two Sons 


The question “How Would You Advise This 
Boy?”, propounded by the AMERICAN LUMBER- 
MAN in its recent contest, interested me, as I 
have two sons and, naturally, have been con- 
fronted with the same question. 

The older son went to the University of 
Michigan, completing a four years’ course in 
three and one-half years. He contemplated 
studying law, but became acquainted with the 
chief executive of a large automobile company, 
who had originally practiced law but after- 


wards \ecame an executive in the automobile 
field. ‘he association prompted the executive 
to say '0 my son that the rewards in business 


are much greater than in the legal profession. 

My son wrote me that he had changed his 
mind about studying law and wanted to take 
a year’s work in executive training at the Bab- 
son Institute, Wellesley Hills, Mass. He did 
80, specializing in sales. 


Takes Place of Superintendent 


After he finished, he came to my plant at 
Elizabethton, Tenn. (oak flooring and wood 
flour ). About the time he arrived, our super- 
intendent was disabled, and in the hospital for 
three months. My son took his place. His 
Babson experience and training was a great 
help to him. 

I was sitting at my desk one morning when 
he handed me a telegram from his friend in 
Detroit (the automobile executive) asking him 
to come to Detroit, as he had an opening for 
him. I told him that if I had received such 
a telegram I would go and: find out what was 
offered. He went, and stayed. That was about 
tight years ago, and he now is manager of one 
ot the Detroit branches. 

That which determined him to stay was this: 
The executive pointed out to him the differ- 
ence in earning power between different busi- 
hesses; also the fact that some businesses were 
more easily controlled and managed than oth- 
ers; that the lumber business (saw milling) 


[By W. S. Whiting, President Whiting 
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was a pioneer game. It entailed a knowledge 
of more diversified subjects than some other 
businesses that were more concentrated and, 
therefore, more easily managed. He analyzed, 
in other words, the businesses of this country. 

My son wrote asking what I advised. I 
replied: “Accept his proposition.” I have been 
in the lumber business all my life. I started 
in without any analysis. I had become con- 
vinced long before this occurred that it be- 
hooved anyone to know the facts, yet how few 
boys are able to have the situation analyzed 
correctly, and then be able to enter the best- 
paying line. 

Take the ploughing of a field for instance. 
One fellow follows the old irksome method of 
a horse and a plow, while another adopts the 
tractor; both are farmers, but one is all tired 
out at night, while the other is getting ready 
for a dance. It is just so in the business world, 
and the kind of business chosen either puts us 
on a log train or in a limousine. 


Enters His Father's Business 


My younger son graduated a year ago last 
June from Rensselaer Polytechnic Institute, 
Troy, N. Y.—engineering department. Rensse- 
laer has a reputation for turning out good men. 
Many concerns send representatives there to 
look over and employ the graduates. My son 
wrote me about this, and in reply I told him 
to keep an open mind, not to make up his 
mind that he was going with me in the saw 
mill business—that there were other businesses 
that I believed beat the lumber game. I made 
him a moderate offer and explained the situ- 
ation to him as near as I felt 1 understood it. 

Having a good deal of his father’s temper- 
ament he decided to come with me, although 


he could have gone elsewhere, because he is 
a natural born mechanic and can make good 
anywhere (his father talking!) but I could 
tell of a lot of fine improvements he has 
made on our job, and I might say as I write 
this that he isn’t entirely sold on the lumber 
business. He thinks it covers too much ground 
and that it is hard to get efficiency in work 
that is so diversified. His training has been 
in efficiency. The average lumberman can not 
get it. My son doesn’t like it because a loco- 
motive is not working efficiently or because a 
conveyor needs attention, but we who are grad- 
uating in the lumber business have just been 
taught to get the logs. 


Get Married Early, Is Advice 


Concluding my remarks about my two sons: 
I advised both of them to get married early— 
they did. 

How would I advise the hypothetical boy of 
your contest? 

1—Analyze business. 

2—Analyze his father’s business. 

3—Select best paying business. 

_4—Don’t tackle your father’s business to give 
him a vacation, but if you do, buy a double 
desk and occupy the other side. 

F. Ss. The above is predicated upon the per- 
son liking the undertaking, because none of us 


can succeed in a job that we can’t derive pleas- 
ure from. 





TRAINMAN’S HOLIDAY 


The brakeman, having a day off, went to the 
race track. The way the flag was handled in- 
terested him. He knew something about hand- 
ling flags. The ticket windows were nothing 
new. On the whole he found many things with 
which he was familiar in his daily life. The 
next day a friend asked him how he made out. 

“I bet on a horse that was ten minutes late,” 
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A Big Yard That Does Not Overlook Small Things 


Wicuita, KAn., Feb. 16.—A_ representative 
of the AMERICAN LUMBERMAN recently had the 
pleasure of visiting and looking over the 
modern and well stocked yard of the J. W. 
Metz Lumber Co., in this city. 

He was given a cordial reception and after 
meeting the officers of the company, with 
the exception of J. W. Metz, chairman of 
the board, who chanced to be out of the city, 
was shown over the very extensive estab- 
lishment by an energetic and exceptionally 
well informed young salesman named Rob- 
ert Heckard, son of L. A. Heckard, vice 
president of the concern. This young man, 
having completed his education, so far as 
schools are concerned, is “buckling down” 
to the lumber business in a very effective 
manner, having originated and put into ef- 
fect a number of good ideas along sales lines 
that are bearing fruit. 

The officers of the company in addition 
to the chairman of the board and the vice 
president, already named, are D. O. Metz, 





president, and W. F. Cline, secretary and 
treasurer. D. O. Metz is the son of J. W. 
Metz, founder of the business and now 
chairman of the board. 

Just across the street from the Metz yard, 
which is located at 401 North Main street, 
a swarm of structural steel workers were 
busily engaged on the framework of the 
new “million-and-a-quarter” post-office and Fed- 
eral building, presenting a scene of activity very 
heartening at this time. The people of 
Wichita are justly proud of this splendid 
new building, which will be well along to- 
ward completion, if not actually occupied, 
by midsummer. 

The neat and orderly piling of the lumber 
in the bins is a feature of the Metz yard that 
can not help attracting the attention of even 
the most casual visitor. Order and cleanli- 
ness are in evidence on every hand. If the 
“Southwestern” ever puts on a clean yard 
contest, look for the Metz yard at the top 
of the list. “Everything in place” is the rule. 


A view of the office and entrance 
to yard of the J. W. Metz Lumber 
Co., Wichita, Kan. 


A handy scheme noted in use is that of 
painting the ends of the moldings—which 
are stored in horizontal bins—in different 
colors, each indicating a certain length. On 
the wall nearby is painted the “key” to the 
color system, consisting of a dab of paint 
of each of the colors, with the length which 
it signifies painted just above. 

Handy push-carts, designed and put to- 
gether in the yard, are used to good advan. 
tage in the alleys, for assembling the varioys 
items that may go to make up a single truck. 
load. By using these push-carts for trans- 
porting to one convenient central spot the 
jags of different items that may go to make 
up a.delivery, much time is saved in loading 
out the truck. 

A large fleet of trucks is operated, num- 
bering ten or a dozen—possibly more—and 
these trucks are kept in first-class condition 
all the time. The company has its own 
garage, which is spacious and well equipped 
for making all ordinary repairs, and the 
trucks are kept constantly in- 
spected and serviced by an 
employee whose time is mainly 
if not entirely devoted to that 
work, 

A large planing mill, 
equipped with all manner of 
modern machinery for wood- 
working, is an__ interesting 
feature of the Metz estab- 
lishment; as is also a large 
warehouse, situated one 
block west of the main of- 
fice, in which are stored 
surplus or reserve stocks of 
all sorts of materials, from 
which are supplied the needs 
of the line of country yards 
operated by the Metz inter- 
ests, as well as special re- 
quirements of the local yard. 


This Dealer Has a Clean Yard and a Clean Ledger 


FOWLERVILLE, MicH., Feb. 16.—It does not 
seriously endanger a retail lumber dealer’s 
sales when he insists upon getting the 
money for his products, and insists upon 
setting his own terms of payment instead 
of allowing the customer to dictate the 
terms, maintains N. H. Zimmerman, presi- 
dent of the Fowlerville Lumber Co. “In my 
five years here,” he told a representative of 
the AMERICAN LUMBERMAN, “I have never lost 
one good customer by insisting upon pay- 
ment according to my own terms. Some of 
the very men I have sued continue to come 
back to me for their lumber. Of course they 
know I sell good lumber.” 

We noticed Mr. Zimmerman at the annual 
convention of the Michigan Retail Lumber 
Dealers’ Association in Detroit. He had the 
pleasure, at the banquet on the final evening, 
of stepping forward to receive the bronze 
plaque of first prize in the State clean yard 
contest, in the competition between yards 
without planing mills, because he had taken 
a rather dilapidated yard and in’ five years 
had made such improvements that all Fow- 
lerville could see the difference. The writer 
had observed this energetic lumberman ear- 
lier-in the day when at the door to the 
session hall he heard the retailer say, “I am 
not holding a bit of paper, and I have only 
$2,000 outstanding on my books. Another 
lumberman, who has about $17,500 on his 
books, asked me how I do it.” It sounded 
interesting, and so that noon over the lunch- 
eon table we listened to him tell some of his 
methods. 


In the first place Mr. Zimmerman set his 
own terms—payment within thirty days. 
“When I bought the yard, I went into the 
office, and saw there a sign ‘2 percent dis- 
count for cash.’ I tore that down, first thing, 
and threw it into the waste basket.” Fow- 
lerville had been accustomed to its cash 
discount, but this man established cash as 
the ordinary, instead of the extraordinary, 
way of doing business. He expected cash, 
but he would extend credit to a reputable 
buyer. Credit, that is, up to thirty days. 
Fowlerville citizens had been accustomed, 
also, to naming the date on which they 
would pay, or rather, naming the approxi- 
mate date. A man came to Mr. Zimmerman 
and ordered some lumber, casually remark- 
ing that he would pay for it in a few weeks. 
The lumberman refused, although the cus- 
tomer had a record of always having paid 
his bills—eventually. ‘‘What’s the matter? 
Isn’t my credit good?” “Certainly your 
credit is good—perfectly good—for thirty 
days.” Realizing, finally, that this lumber- 
man simply did not feel himself in a posi- 
tion to finance anybody’s purchases for 
longer than thirty days, the customer over- 
came his pique and came to hand Mr. Zim- 
merman the order. 

This retailer makes it a point to have the 
customer set a definite date when the pay- 
ment will be made, and then, while the cus- 
tomer is looking, he writes down the infor- 
mation on the proper sheet of a calendar 
pad—“‘John Johnson will pay for his boards, 
shingles and nails today.’ It becomes defi- 


nite in the customer’s mind, and he realizes 
that he actually will be expected to pay 
when the appointed day rolls around. 

And he is expected to pay that day. If he 
doesn’t, the next day Mr. Zimmerman sends 
him a mild sort of reminder—“Probably you 
have forgotten” or some other wording in 
the same tone. It frequently is all that 1s 
necessary, but if it isn’t, before long the 
customer gets another letter, and if neces- 
sary another and another, each more i- 
sistent and to the point than its predecessor. 
If a fifth letter is necessary, it is most 
pointed indeed; the customer is informed 
that the account is being placed for collec- 
tion by legal means, and always when such 
a threat is made, it is made good, and the 
town has learned that this lumberman 1s 
not bluffing. 

This system of letters gets results. They 
are not form letters, but each is written 1- 
dividually, to fit the individual case, so the 
customer realizes that it is this particular 
sum of money that is being missed by the 
company. Mr. Zimmerman prefers letters 
to personal calls. “I agree,” he said, “that 
the personal touch is good for selling, but 
it is not for collection. You can say things 
in a letter that make the customer ‘sofe, 
and he will think up things to say when he 
comes in, but he usually can’t come in that 
day, and by the time he does get in he has 
had a chance to realize that I was right, s° 
he doesn’t say what he thought he would. 
Also, I always know he gets my final letter, 
for it is sent by registered mail, to be tt 
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ceipted by the addressee only. Then he can 
not tell me that his cousin or his uncle got 
the letter.” ; 

Another important point is that the fol- 
jow-up on overdue accounts is immediate. 
The letters usually are five to seven days 
apart, and never more than ten days. This 
promptness in asking for the money, Mr. 
Zimmerman finds, often causes him to get 
his pay when other merchants in the town 
are not paid. “They’re afraid,” he said, “that 
they'll lose a customer or two, so they wait 
about sixty days or so, and then they have 
a real time of it, collecting their money. 
They tell me I'll lose customers, too, but I 
haven't lost one that was good—good, I 
mean, for the money he owes. And I have 
never filed a lien.” 





New Manager for Company's 
Mills 


BorDEAUX, WaASH., Feb. 14.—E. W. Fischer 
is the new manager of Mumby Lumber & Shin- 
gle Co.’s two mills—one here and the other at 
Malone—which cater to the retail yard trade. 
The Mumby Lumber & Shingle Co. is one of 
the well known shippers to yards in the middle 
West particularly, having been well represented 
in that district for many years. Mr. Fischer is 
a mill operator of many years experience, his 
most recent connection having been as manager 
of the Crown Lumber Co., Mukilteo, Wash. 


AMERICAN LUMBERMAN 


A Guide in Judging House 
Values 


Like everything else designed and constructed 
by man, a house may be good or bad accord- 
ingly as the designer and the builder aim to 
make it so. The prevalent opinion is that few 
modern houses are as good as they appear. 
Indeed, a considerable number of people ap- 
pear to think that it is a difficult if not an 
impossible thing to a get a house well built 
of good materials all through. In brief, house 
building is suffering the handicap of doubt if 
not of suspicion and discredit. 

While it is true that much of the material 
and workmanship that in combination make a 
house are covered up when the job is fin- 
ished, it is nevertheless possible by careful 
examination to determine the merits and the 
defects of a house. Moreover, the buying or 
building of a house is a matter of sufficient im- 
portance ‘to warrant careful scrutiny of its 
planning, its materials and the details of con- 
struction. Even if it is proposed to build a 
house, the prospective buyer or builder can well 
afford to inform himself with respect to ma- 
terials and methods sufficiently to enable him 
to determine whether the structure is likely to 
be up to his standards and worth the cost. 

There is little if anything mysterious about 
building materials or methods of construction. 
Consequently, nobody need fear his inability to 


37 


judge of the quality of a house, if he is will- 
ing to.make a reasonable effort to inform him- 
self. There has, no doubt, been needed a brief 
presentation of the details of house construc- 
tion, particularly of those features that offer 
opportunities for skimping, either intentionally 
or negligently. In “How to Judge a House,” 
just published, the National Committee on 
Wood Utilization has supplied this need. 

“How to Judge a House” is a booklet of 85 
pages, in which the elements of house value 
are discussed under the following chapter heads : 
Factors to consider first, such as location, site, 
appearance and exposure; exterior construc- 
tion, including the foundation, the walls, gut- 
ters and flashing, chimney from the outside, 
the porch, the blinds, screens; the plan, pertain- 
ing to the room arrangement, lighting and ven- 
tilation, the kitchen, the basement; structural 
features, properly in great detail; mechanical 
installations, treating of plumbing, heating, elec- 
tric wiring. 

This booklet is freely illustrated where pic- 
tures are essential to an understanding of points 
under discussion. It is believed that it will be 
valuable to retail lumbermen for their own 
guidance as well as for distribution to pros- 
pective home owners. Copies may be obtained 
from the Superintendent of Documents, Govern- 
ment Printing Office, Washington, D. C., or 
from the offices of the bureau of foreign and 
domestic commerce located in various cities, at 
the following prices: Single copies, 10 cents 
each; $7 a hundred, and $50 a thousand. 


Success Crowns Hard Struggle to Own Home 


Much of the sales effort, and a preponderance of the advertising, of 
the modern lumber and building materials dealer centers in the assump- 
tion that the desire for a home is one of the most impelling motives of 
Governed by that idea, the aggressive merchandiser of 
home building materials tries by every means in his power to kindle 
that desire, which often is latent, into realization; and thereby provide 
If the lumber dealer is wrong in this concep- 
tion, it logically follows that his sales and advertising effort expended 
What is the answer? 

Perhaps it may be found, at least in part, in the intensely interest- 


human action. 


a market for his wares. 


along that line are largely wasted. 


home of their own. 


ing human document presented herewith—a story vibrant with hope and 
with heartache, with struggle and achievement; all because of the con- 
suming desire of an aged couple for a haven for their declining years—a 


This document is in the form of a letter which was awarded the 
first prize of $150 in a nation-wide contest conducted by the National 
Association of Real Estate Boards, with headquarters in Chicago. This 
contest, which was launched last November, has just closed. Six prizes, 
aggregating $350, were offered for the best letters setting forth true 
experiences of how people succeeded in achieving home ownership. 


Here is the letter which won the first prize, out of more than 2,000 letters submitted: 


Henry J. Patee and Annie 
Harles Pattee, respectively 78 and 
73 years of age, enter the “Home 
Experience” contest doubtfully 
because it might be thought that 
people of our age would hardly 
have the courage to buy property 
at that age when the initial capi- 
tal for doing so would have to be 
saved by labor in the previous five 
years. However, we accomplished 
it. 

One dark, snowy day ten years 
ago we discussed our coming help- 
lessness in the “Old Age” future 
that we had then entered, and saw 
no solution of it except the obliv- 
ion of the tomb via the open but 
wilighted gas. Our future horri- 
fied us, but Almighty God saved 
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us. The gloomy day brightened, 
the clouds in the sky flew away, 
the sun of December lit up the 
world again and our cowardice 
shocked us! Old as we were we 
decided to save money and buy a 
home. It was the restoration of 
our normal minds from a brood- 


clothing, food and minor luxuries 
we were better off without. The 


This is the home, bought and now occupied by Mr. and Mrs. Patee, from 
hard earned savings begun when past sixty. It stands at 4582 Saint Ferdi- 


nand Avenue, St. Louis, Mo. 


hood. 


It was a trying task to find 
it, but perseverance will win if 


On December 1, five years ago, 
we bought it on those terms and 
now it is practically paid for, only 


a few notes to be redeemed in 
1931. 
The clouds looked very dark 


over us in 1927, my husband be- 
ing hurt that year in an accident 
which disabled him, owing to his 
age, and which, of course, cut off 
his wages as a maintenance me- 
chanic. Being an expert -seam- 
stress, I sought and found work in 
the West End Laundry of this 
city at very fair wages, among 
friendly co-workers and pleasant 
employers. Then my husband put 
out a sign signifying “General Re- 
pairing, Locks, Keys,” etc., which, 
with an overplus of vegetables in- 
tensively cultivated on our lot, 
and chickens raised and sold to 
sympathetic neighbors, enabled us 
to meet our notes as they fell 
due. 

Of course, it does take courage 
and will to venture, as we did, 
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ing insanity. 

With one dollar we opened a 
bank account, moved from a $35 
monthly flat to one of $15 monthly, 
4 Saving of $20 per month as a 
starter, sold our automobile, which 
was all expense to us and lived 
frugally (which we never before 
thought of) but not stintedly, in 


mountain sure did look high but 
it grew less and less until today 
it scarcely throws a shadow. 

Our account grew from deposits 
and interest at the bank until in 
October, 1925, it amounted to 636 
dollars, and we began to look for 
a cheap 3 or 4 room cottage with 
good transportation, good streets, 
good stores and good neighbor- 


not abandoned, and we found just 
what we wanted; 3 rooms, toilet, 
bath, gas, electric and water, on 
a brick paved street and alley, on 
a large lot—40 by 16014 feet: A 
frame house in good repair offered 
at $2,500, $500 cash and balance, 
a mortgage for $2,000 with 80 
notes of $25, with 6 per cent in- 
terest, payable monthly. 


but it can be done by anybody 
and we hope that our letter, re- 
gardless of winning a prize, may 
be the means of enticing men and 
women, young or old, to buy a 
home. Patience, bulldog tenacity 
and human courage is all that is 
needed. We did it, and you can 
do it. 
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National Production, Shipments and Orders 


Wasuineton, D. C., Feb. 16.—Following is the National Lumber Manufacturers’ Association report for the week ended Feb. 7, and for five 
weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics of ident. 


cal mills for the corresponding period of 1930 


ONE WEEE No. of 
Softwoods: Mills 
Southern Pine Association. ......ccccccccccce 128 
West Coast Lumbermen’s Association........ 198 
Western Pine Manufacturers’ Association.... 59 


California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association.... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


North Carolina Pine Association............ 
EE A, gts on ened ccm ea hea aR A eae 

Hardwoods: - 

Hardwood Manufacturers’ Institute.......... 

Northern Hemlock & Hardwood Mfrs.’ Assn.. 
2 i .. cteen bee ewrhweeteoken 
Dt Me ec tccathwe bee ewnnseskud saws 

FIVE WEEES 

Softwoods: 

emer PIMS AMGOCIMLION 2ccccccctcccsceces 

West Coast Lumbermen’s AssSociation........ 

Western Pine Manufacturers’ Association 


California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association... 


Northern Hemlock & Hardwood Mfrs.’ Assn. 

North Carolina Pine Association ............ 
Be GORENG ccedebendsenedeaceranecens 

Hardwoods: 

Hardwood Manufacturers’ Institute ......... 

Northern Hemlock & Hardwood Mfrs.’ Assn.. 
ee DONOGEE cccucccevevkocescecteteues 
Pe CE tvtsavtenesecethauneheanchnoan 


*Average weekly number. 


Mills 
Reporting* 
12 


Production 
38,289,000 
95,552,000 
15,697,000 

4,286,000 

478,000 
1,776,000 
3,972,000 





160,050,000 


14,374,000 
3,485,000 
17,859,000 
177,909,000 





8,756,000 
20,484,000 
753,715,000 
71,104,000 
19,002,000 


90,106,000 
843,821,000 


Percent 
of 1930 

71 

62 

66 

63 

24 

55 

60 


64 


Shipments 
37,086,000 
103,744,000 
22,718,000 
15,335,000 
2,363,000 
1,332,000 
4,625,000 


187,203,000 


18,951,000 
2,204,000 
21,155,000 
208,358,000 


188,685,000 
487,762,000 
120,009,000 
58,608,000 
12,286,000 
6,098,000 
25,189,000 


$98,637,000 


81,563,000 
11,263,000 
"92,826,000 
991,463,000 


Percent 
of 1930 


February 21, 1931 


Orders 

38,976,000 
104,238,000 
24,590,000 
13,307,000 
2,989,000 
1,132,000 
3,477,000 


188,709,000 


17,490,000 
3,067,000 
20,557,000 
209,266,000 


203,301,000 
196,586,000 
111,169,000 
58,260,000 
13,391,000 
6,707,000 
23,374,000 


912,788,000 


86,671,000 
13,628,000 
100,299,000 
1,013,087 


Percent 
of 1939 
84 
76 
91 
65 
124 
75 
69 


— 


79 


7 
88 
73 
78 


S8ais 





Relation of Unfilled Orders to Stocks 


Wasurneton, D. C., Feb. 16.—Following is a statement for six associations of the gross stock 


footage Feb. 7, and the percentage relationship of unfilled orders to stocks: 


Association— 
Southern Pine Association 


West Coast Lumbermen’s Association......... 
Western Pine Manufacturers’ Association...... 
California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association.... 
Hardwood Manufacturers’ Institute .......... 


Orders of 
No. of Gross Unfilled Stocks— 
Mills Stocks Orders Percent 
- 123 931,748,000 112,098,000 12 
166 1,526,242,000 339,848,000 22 
85 1,205,836,000 125,372,000 10 
25 672,810,000 101,156,000 15 
7 264,769,000 19,914,000 8 
175 1,014,564,000 181,416,000 18 





Southern Pine Report 


New Orveans, La., Feb. 16.—For the week 
ended Feb. 7, Saturday, 144 mills of total 
capacity of 1454 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1927, and Oct. 31, 1930), 
report as follows to the Southern Pine Asso- 


ciation : Pet. of output 
3-year Ac- 
Production— Carst Feet Ave tual 
Aver. 3 yrs... ... 60,608,000 a ey 
eS a 40,256,000 66.42 faa a 
Shipments* 1,851 38,871,000 64.14 96.56 
Orders 
Received* ....1,965 41,265,000 68.09 102.51 
On hand end 
a 5.513 115,773,000 ‘ 


*Orders were 106.16 percent of shipments. 


tOrders on hand at above 144 mills showed 
an increase of 2.11 percent, or 2,394,000 feet, 
during the week. 


Hemlock and Hardwood 


OsukosH, Wis., Feb. 16.—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 





ended Feb. 7: Percent 
of Ca- 
Hardwoods— Total Per Unit* pacity 
Capacity, 46 units*. 9,756,000 210,000 100 
Actual production... 5,105,000 111,000 52 
Shipmentst ........ 2,959,000 64,000 30 
Orders receivedt.... 3,961,000 86,000 41 
Orders on hand..... 19,852,000 aie ave i 
Hemlock— 
Capacity, 66 units*..13,856,000 210,000 100 
Actual production... 2,281,000 34,000 17 
Shipmentst ........ 1,593,000 24,000 11 
Orders receivedt.... 1,374,000 21,000 10 
Orders on hand..... 7,681,000 a 


*Daily 10-hour productive capacity of 35,000 
feet is considered one unit. The production 
is based on lumber scale. 

tLumber fabricated at 
construction work 


mill and used in 
is included in total orders 


and shipments. 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 


PorTLAND, OreE., Feb. 18.—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended Feb. 14: 


Total number of mills reporting, 85: 


Actual production for week....... 15,486,000 


I ae ad ah nid & awe eo eee 26,288,000 
CE SUNN ica cacectecenes ews 22,038,000 
Report of 59 mills: 

Operating GRORCIEY 2c in cccccceces 56,340,000 
Average for 3 previous years..... 24,612,000 
Actual production for week....... 15,127,000 


Report of 85 mills: 


Average production ....cccccscccs 40,048,000 
EE I cca c keke ek nee ee 122,538,000 
Stocks on hand—Feb. 14......... 1,196,206,000 
Identical mills reporting, 59: 
Production— 
Operating capacity ............ 56,340,000 
Average for 3 previous years... 24,612,000 


Week ended 
Feb. 14, 1931 
15,127,000 2 


Week ended 
Feb. 15, 1930 


Actual for week.. ,235,000 


GIGS occ wecae 25,424,000 30,507,000 
Orders received 22,330,000 30,881,000 
Identical mills reporting, 83: 
Production— 
Average for 3 previous years... 39,656,000 
Weekended Week ended 
Feb. 14,1931 Feb. 15, 1930 
Unfilled orders..... 121,836,000 127,686,000 
Gross stocks on 
OO 2 rr 1,178,129,000 1,114,726,000 





DrouTH conditions in 1930 caused subnormal 
growth or death to millions of trees in the for- 
ested areas of the West, according to officers of 
the United States Forest Service. Lack of 
moisture prevented the annual growth rings 
from reaching full size, with a consequent loss 
of timber increment valued at many thousands 
of dollars. 





North Carolina Pine 


NorFo_k, Va., Feb. 16.—The North Carolina 
Pine Association makes the following analysis 
of figures from 90 mills for the week ended 
Feb. 7: Per 

Percent Percent cent 
Aver.* Actual Ship- 


Production— Feet Output Output ments 

Average* ...16,290,000 oa ‘ 

CC) eee 5,762,000 36 a 
Shipments 7,279,000 45 126 ee 
2) eee 6,519,000 41 113 86 
Unfilled 

orders .....53,723,000 ~ ap cau 

*“Average” is of production for the last 
three years. 

fAverage of orders per mill this week 
amounted to 72,433 feet; preceding week's 


average was 75.865 feet. 





West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 
SEATTLE, WASH., Feb. 18.— The 224 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
week ended Feb. 14 reported: 


Production 99,773,000 
Shipments 102,066,000 2.30% over production 
Orders 113,548,000 13.81% over production 


A group of 224 mills whose production re- 
ports of 1931 to date are complete, reported as 


| follows: 
| Average weekly operating capacity. 300,846,000 


Average weekly cut for 6 weeks— 


A BUSRER RIS ree mea apa dere ahd Sener 160,874,000 
Seek pais Seperate 111,152,000 
Actual cut week ended Feb. 14..... 116,887,000 


A group of 224 mills whose production for 
the week ended Feb. 14 was 99,773,000 feet, re- 


| ported distribution as follows: 


| 





Unfilled 
Shipments Orders Orders 
Fee 35,789,000 41,411,000 121,758,000 
Domestic 
cargo ... 39,650,000 44,219,000 177,220,000 
Export 18,602,000 19,893,000 111,657,000 
Local 8,025,000 8,025,000 oo Re 
102,066,000 113,548,000 410,635,000 


A group of 198 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1930 and 1931 to date, reported as follows: 


Week ended Average for 6 weeks 


Feb. 14, 1931 1931 193 


| Production 96,148,000 91,614,000 126,695,000 
Shipments 97:385.000  971543'000 124,326,000 
Orders 108,938,000 100,741,000 130,473,000 
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Complete Returns on Lumber 
Production 


WasHincTton, D. C., Feb. 19.—Complete re- 
iurns received by the bureau of the census cov- 
ering the production of lumber, lath and shingles 
in 1929 give the total lumber production as 36,- 
972,132,000 board feet, compared with 34,142,- 
123,000 feet sawed in 1928. 

Production of lath in 1929 was 1,705,858,000, 
against 1,903,887,000 in 1928. 

Shingle production in 1929 was 6,110,672,000, 
compared with 5,603,690,000 in 1928. 

The production of yellow pine lumber in 1929 
was reported by 21 States, in five of which— 
\labama, Georgia, Louisiana, Mississippi and 
Texas—the output was more than one billion 
feet each, the combined cut from this wood in 
these States being about 65 percent of the total 
jor the United States, 

Douglas fir was cut in 10 States, but Wash- 
ington and Oregon contributed more than 95 
percent of the total of this wood cut for the 
entire country. Washington alone reported 
nearly 59 percent of the Douglas fir cut. Ore- 
gon also reported more than one billion feet of 
western yellow pine and Washington more than 
a billion and a quarter feet of western hemlock. 

The five southern States and two western 
States named above are the only ones that re- 
ported lumber cuts exceeding one billion feet 
of one kind of wood in 1929. 

Although reports were received by the cen- 
sus bureau from 19,904 sawmills, more than 64 
percent of the production was cut by 753 mills, 
each cutting 10,000,000 feet or more, as against 
8.1 percent by 414 mills cutting from 5,000,000 
to 10,000,000 feet each, 15 percent by 3,100 
mills cutting from 1,000,000 to 5,000,000 feet, 
6.6 percent by 3,585 mills cutting from 500,000 
to 1,000,000 feet, and only 6.1 percent by 12,052 
mills cutting from 50,000 to 500,000 feet each. 

Total stocks of lumber on hand at the mills 
on Jan. 1 and Dec. 31, 1929, as reported to 
the bureau, aggregated 9,460,281,000 feet and 
10,924,641,000 feet respectively. These figures 
are incomplete however, since many, important 
mills did not report their stocks. 

Preliminary lumber production figures for 
1929 were made public by the census bureau on 
Dec. 31, last. At that time reports from a 
considerable number of mills, including a few 
important ones, had not been received and the 
preliminary figures included estimates for those 
mills, 

In announcing the publication of a special 
report giving a summary of figures for the 
production of lumber by States and by kinds 
of wood, the cut of lath and shingles by States, 
the production of lumber by sizes of mills and 
the stocks reported on hand at the beginning 
and end of the calendar year 1929, the bureau 
annonuces that figures for that year are now 
complete. 
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It is pointed out that the figures for the 
years 1920 to 1928, inclusive, as heretofore 
published, are not strictly comparable with 
those for 1919 and 1929, for the reason that 
the canvasses for the intervening years were 
made largely by mail, whereas at the censuses 
for 1929 and 1929 canvassers were employed to 
visit all mills for which reports had not been 
returned by mail early in the year. 





Forest Products Laboratory Ex- 
periments with Portable 
Dry Kiln 


Mapison, Wis., Feb. 16.—A _ portable dry 
kiln which incorporates the practical and simple 
features of the Arkansas smoke kiln but elimi- 
nates its main drawbacks has been given a 40- 
hour trial run at the Forest Products Labora- 


-tory here. 


The heating unit consists of a piece of dis- 
carded smokestack laid horizontally on the 
ground between two piles of lumber stacked in 
the ordinary way on skids 3 feet high. This 
firebox is connected with a sheet metal stack 
of about stovepipe size extending through the 
roof at the far end of the piles. The piles 
were roughly housed in with boards set on end 
and an ordinary pile roof made tight at the 
edges with tarpaulin. The heater, which pro- 
jects at one end, was fed green slabs from the 
outside, a piece of sheet iron serving as door 
and draft regulator. 

C. J. Telford, small mill specialist, who has 
been carrying on the experiment, said that 
the work is in the interest of small mill opera- 
tors, to permit them to decrease their lumber 
hauling costs and to minimize sapstain. If suc- 
cessful the new kiln design will permit haulage 
of essential kiln parts from place to place in a 
single truck load, or two wagon loads at most. 

Material for the initial run was second- 
growth loblolly pine from a shipment of North 
Carolina logs. Results and further develop- 
ments will be published as definite conclusions 
are warranted, Mr. Telford stated. 





Texas January Output 


Austin, Tex., Feb. 16.—January average 
production in Texas was 872,000 feet a mill, 
51.8 percent less than during the corresponding 
period of 1930, according to the bureau of busi- 
ness research at the University of Texas. 
Shipments averaged 1,429,000 feet a mill, com- 
pared to 1,732,000 feet during January of last 
year. Combined shipments and unfilled orders 
at the end of the month declined 32 percent 
from the 6,229,000 feet in January, 1930, to 
4,198,000 feet at the close of January, 1931, the 
bureau’s report showed. 





Orders Gain on Cut—21 Percent Above 


[Special telegram to AMERICAN LUMBERMAN] 


Wasuincton, D. C., Feb. 19.—Six hundred softwood mills of 


seven associations for the 


week ended Feb. 14 reported to the National Lumber Manufacturers’ Association production 


aggregating 167,677,000 feet, shipments, 195,789,000 feet, and orders, 203,283,000 feet. 


week’s figures for production, shipments and orders follow: 


Softwoods— 
Southern Pine Association 
Western Pine Manufacturers’ Association 


Northern Pine Manufacturers’ Association 


eI, NUN i os rw 3 ores weectn Nisei elas 


Hardwoods— 
Hardwood Manufacturers’ Institute 
Northern Hemlock & Hardwood Mfrs.’ Assn 


California White & Sugar Pine Mfrs.’ Assn... 
Northern Hemlock & Hardwood Mfrs.’ Assn.... 
North Carolina Pine Association.............-. 














The 

No. of 

Mills Production Shipments Orders 
me 148 39,889,000 41,097,000 45,045,000 
is 224 99,773,000 102,066,000 113,548,000 
me 85 15,486,000 26,288,000 23,038,000 
nes 25 4,456,000 15,177,000 14,238,000 
ie 7 1,057,000 2,283,000 1,937,000 
i 18 1,444,000 1,058,000 1,056,000 
os 93 5,572,000 7,820,000 4,421,000 
a 600 167,677,000 195,789,000 203,283,000 
of 213 17,787,000 21,186,000 23,906,000 
oe 18 3,567,000 2,166,000 3,050,000 
d <= i 
fe 231 21,354,000 23,352,000 26,956,000 
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Architects See Returning Pros- 
perity 


New Yorxk, Feb. 16.—According to the 
American Institute of Architects, leading archi- 
tects are convinced that 1931 will be a year of 
returning prosperity. Following a trip through 
the Southwest, M. H. Furbringer, of Memphis, 
Tenn., said: 

Just as the automobile industry led the 
country out of the depression of 1920, the 
building industry will lead the march back to 
normalcy in 1931.” 

He predicts a spectacular upturn. 

Harvey Wiley Corbett, of this city, chairman 
of the architectural commission of the Chicago 
World’s Fair of 1933, described the outlook as 
“very cheerful.” He said: 

A good many important building contracts 
are going to be let in the next two or, three 
months. The building industry is always an 
indication of trade revival for the reason that 
building requires time. A revival in building 
is the first assurance of building business 
thinking in terms of the future. Indications in 
the building industry are that this depression 
will pass. 

Mr. Furbringer expressed the opinion that 
while greater attention will be paid to building 
homes during the new building era that is at 
hand, there also will be a concerted effort 
against cheap building. He said: “The blunders 
af thousands who have found their homes obso- 
lete before they had finished paying for them 
will not be repeated.” 





Repair Work Campaign in New 


Orleans 


New Orteans, La., Feb. 16.—A residential 
repair work campaign as a means of reducing 
unemployment in the building trades and of im- 
proving business generally has been launched 
here by a subcommittee of the general welfare 
organization of business men recently formed. 
This subcommittee has as its chairman William 
C. Ermon, president, Equitable Homestead, and 
its personnel includes architects, contractors, 
realtors, lumbermen, labor representatives, and 
the building and loan (homestead) group. The 
committee has formally organized and adopted 
the following plan of campaign: 

1. The homesteads to be urged to continue 
and accelerate their work of repairing and 
putting into perfect shape all the properties 
for which they are directly responsible. 

2. The homesteads to be solicited to work 
out a plan whereby they will approach all 
persons owing homestead loans, who are in 
good standing, urging them to make neces- 
sary repairs and betterments, and to co- 
operate with those residence property own- 
ers in financing of the needed or advisable 
repairs. 

3. The building trades unions to organize 
a canvass of all the residential property own- 
ers of the city, with accredited solicitors to 
solicit orders for various types of repairs 
and betterments. 

4. All real estate firms with residential 
property listings, for sale or for rent, to 
solicit the owners for betterments and re- 
pairs. 

5. Building contractors and sub-contrac- 
tors to stimulate their own solicitation, and 
to co-operate in the distribution of the result 
work to care for as many unemployed as 
possible. 

6. Newspapers, the radio stations, the 
neighborhood moving picture houses, to be 
asked to aid by giving all possible publicity 
to the facts which prove that “now is the 
time” for residential property owners to save 
money for themselves, save their investments, 
and relieve unemployment, by speeding up on 
repairs. 

It is estimated that approximately 3,000 men 
are out of employment in the building trades 
and that a successfully waged campaign for the 
making of repairs by property owners could 
result in $2,000,000 worth of work being put 
under way within 60 days. This could be ac- 


complished in short time assignments and the 
result would be that between 2,000 and 3,000 
building trades workers could be given jobs. 
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How to Get Business, Is Theme of 


Affirm That Retail Distribution Is Economic iWecessity + Urged to Establish 


The forty-first annual convention and 
business show of the Illinois Lumber & Ma- 
terial Dealers’ Association kept its promise 
to present three big days of constructive 
business thought and fine displays. The 
convention took place Feb. 10, 11 and 12 at 
the Stevens Hotel, Chicago. A report of 
the first session appeared on pages 46 and 47 
of last week’s issue of the AMERICAN LUMBER- 
MAN. 

Many visitors commented upon the excel- 
lent arrangement and fine quality of the dis- 


plays. These were placed in the exhibit hall 
of the Stevens Hotel, adjoining the assem- 
bly room. These exhibits offered valuable 


dealer education in the displaying of wares 
and in the understanding of the varied ma- 


terials which make up the modern lumber 
stock. 

D. P. Livingston, of Successful Farming, 
Des Moines, was the first speaker of the 


Wednesday afternoon session; and he dis- 
cussed farms as a potential building market. 

Mr. Livingston began and ended his ad- 
dress with the statement that the farm mar- 
ket must be cultivated by selling methods. 
The time has passed when a profit is pos- 


sible by waiting for farmers to come in to 
buy. A farm must be considered as a fac- 
tory; a factory where the owners live, eat 


and sleep in the office and where the pur- 
chasing agent is the entire group of stock- 
holders. A farm family, more than any other 


family, must be considered as a unit. 
During the decade from 1910 to 1920, 
farmers worked upon the problem of in- 


creasing the yield of their field crops. From 
1920 to 1930 they worked to reduce costs 
of production; and this was the period of 
introducing power machinery and the like. 
The present decade promises to see much 
progress in the turning of the raw materials 
of field crops into finished livestock products 
and the reduction of the costs of this pro- 
duction. Eighty percent of the farm income 
in these days comes from the marketing of 
these livestock products. 


Dealer's Relation to Farm Business 


The lumber dealer’s relation to farm busi- 
ness has changed as the farm itself has 
changed. Formerly a dealer looked to vol- 
ume of sales. Now he must look to codper- 
ating with farmers to aid them in reducing 
the cost of livestock production. This prob- 
lem looks directly to better buildings and 
better fences. As an illustration of this sit- 
uation, marketing statistics collected over a 
series of years show that the hog market 
declines in the period from Sept. 15 to Dec. 
15. If a farmer is to get his hogs onto the 
market before the decline, the pigs must 
be farrowed in the late winter. This means 
warmer hog houses. One of the great losses 
among small pigs is from chilling; for hogs 
are more sensitive to cold than are any other 
farm animals. This can be prevented by build- 
ing better hog houses or by the remod- 
eling and insulation of old ones. In this 
connection Mr. Livingston remarked that 
self-feeders save 25 percent of the feed and 
hence offer sales and service possibilities. 

Next to hogs, cows are the most sensitive 
to cold; and the insulation of dairy barns 
has become a practical necessity. Actual 
tests have shown that in uninsulated barns, 
during a period of zero weather, milk pro- 
duction goes down sharply; and after the 
weather has warmed up again the curve of 
milk production is slow to rise and probably 
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does not recover its former position. Due 
insulation must be supplemented by ade aate 
ventilation to carry otf the moisture o the 


cows’ breath. Ventilation is no less impor- 
tant than insulation; and the farmer pays 
for it whether he has it or not. 


By working out these problems practically 
and taking definite sales argument to the 
farm prospect it is possible to make these 
sales. The farm market of the future is to 
be found in supplying means of cutting the 
cost of producing livestock products. 

While the convention waited for the ap- 
pearance of E. St. Elmo Lewis, A. J. Hager, 
of Lansing, Mich., made a few comments 
upon business prospects. He stated that 
management had been soft up until the de- 
pression started and that he believed it could 
be improved 50 percent this year by care- 
ful and energetic effort on the part of the 
dealer. Much of this 
effort is likely to cen- 
ter about the matter 
of customer financing. 


Gives "Target Talk" 
Address 


Mr. Lewis, speaking 
auspices of 


under the 


FRED C. 
Effingham, III1.; 
Blected Vice 
of Association 


WENTHE, 


President 


Lumber 

Asso- 
delivered his 
famous address_ en- 
titled “Target Talks.” 
This address has been 
reported fully in 
earlier issues of this 
journal. He approached the matter of lumber 
merchandising from the standpoint of the cus- 
tomer and answered a series of questions 
which had been gathered from dealers and 
association secretaries. The burden of his 
argument was the necessity for the dealer 
to know his community and his goods and 
to carry his services to the customer in 
such a manner as to help the buyer to buy. 


In the drawing for the three automobile 
insurance policies, given as attendance prizes, 


the National 
Manufacturers’ 
ciation, 





GEORGE F. COLTON, 
Rockford, I11.; 


Re-elected President 


the lucky numbers were held by E. W. Hen- 
ning, Oswego, Mac Thompson, Champaign, 
and E. L. Conklin, Pekin. 


A memorial service was then held for nine 
deceased members who have passed on dur- 
ing the year. 

This completed the formal program. But 
Don Critchfield then presented the story of 
the use of short-length lumber in the manu- 
facture of small farm buildings. He used a 
number of slides and charts in telling his 
story. 
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The acnual banquet was held W ednesday 
evening in the Stevens Hotel. Douglas Mal- 
loch, the Lumberman Poet, was the speaker, 
Dancing followed the banquet. 

The Hoo-Hoo banquet and concatenation, 
announced for Tuesday ev ening, were indefi. 
nitely postponed because of the death of 
Charles L. Schwartz, of Naperville. Mr. 
Schwartz’s death occurred Tuesday 


noon, 
THURSDAY MORNING 


The first item of business at the Thursday 
morning session was the report of the nom- 
inating committee and the election of offi- 
cers. The following officers were elected: 


fore- 


President—George F. Colton, Rockford. 
Wenthe, Effingham, 


»—Beder Wood, Moline. 


Vice president—fFred C. 
Director at large 


Director, sixth district—Henry J. Bruce, 
Riverton. 
Director, second district—A. J. Powelson, 


Sterling. 
Director, 
tiac. 


fourth district—Lynn Smith, Pon- 

President Colton made a brief speech of 
thanks and appreciation. 

The Thursday morning session was a Re- 
tail Dealers’ Forum, intended to develop in- 
timate and practical discussion of business 
practice. A. R. Cash, Walnut Lumber & 
Supply Co., Walnut, Ill., the first speaker, 
told in an informal and definite way the 
story of a survey made to find business pros- 
pects. This survey was made during the 
Christmas holiday season of a year ago. Mr. 
Cash’s community is agricultural in char- 
acter, and the survey was made only in the 
country. The territory was divided roughly 
into four sections, and high school boys were 
hired to do the work. They were paid 30 
cents a name for all the cards turned in. 

These cards bore questions of a definite 
kind, intended to produce the information 
from which Mr. Cash could form a distinct 
impression of needed buildings or repairs. 
Each part of the building was itemized. The 
canvassers were given no instructions. They 
turned in 350 cards; and but four people 
refused to answer. Some of the cards were 
about prospects of slight value; but out ot 
the list 221 were selected as active prospects. 
This list contained 111 roofing prospects, 121 
fencing, 85 cement, more than 50 flooring 
and more than 100 side-wall repair prospects. 


Sent Out Follow-up Letters 


The company has sent follow-up letters 
to this list; form letters that cost about 3 
cents each. The return from this invest- 
ment has been more than a dollar a letter in 
traceable sales. About 10 percent of the let- 
ters made all the sales; but there has been 
a wide difference in returns. There were 286 
letters on roofing sent out, and they brought 
but six replies; but these six resulted in the 
sale of four roofs. The twelve responses 
about hog houses resulted in 30 sales. 

Mr. Cash stated that he had become little 
interested in deferred payments; for a farm- 
er’s payday comes but once or twice a year, 
and he isn’t helped by monthly payments. of 
his bills. When a prospect indicated an in- 
terest in a particular thing, the advertising 
matter sent him was about that item. The 
survey is kept up to date by checking off 
the sales on the cards. If an owner has re- 
roofed his house, for instance, he no longet 
receives roofing advertising. 
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The automobile insurance policies, prizes 
of the attendance drawing, went to J. H. 
Seiler, Pana, J. N. Bach, Fairbury, and T. 
H. Johnston, Kewanee. 


Shall Association Headquarters Be Moved? 


A. C. Gauen, of Collinsville, then pre- 
sented a matter that the directors have had 
under consideration; the removal of the as- 
sociation offices from Chicago to Spring- 
field. This was not presented for immediate 
action but to call members’ attention to it 
and to prepare them to give careful consid- 
eration to a questionnaire on the subject that 
will be mailed out before long. 

Mr. Gauen stated the advantages of each 
city in detail and asked members to con- 
sider the matter carefully from the stand- 
point of the good of the association. 

J. W. Mackemer, of Peoria, past president 
of the association then conducted a discus- 
sion on the subject, “Do We Need a Bigger 
and More Efficient State Organization?” 
This was a session given over to an inquiry 
into the state of the association; especially 
into the state of mind that has caused a few 
dealers to drop out on the plea of hard 
times. Mr. Mackemer said that in a time of 
depression the two items a man is willing 
to cut down are his wife’s expenses and his 
association dues. The men who are present 
believe in associations. Those not present 
are saving some traveling expenses; but 
missing one idea may easily cost them sev- 
eral times the amount saved. 

The officers need to know what the mem- 
bership is going to do, for they have to make 
up the budget. Salaries were cut voluntarily 
by the secretary and the field men; but this 
is not fair to them. Further losses of rev- 
enue will result in restricting organization 
activities; and the trade needs the associa- 
tion as never before. 

There was a lively discussion in which a 
number of men shared. It was suggested 
that county chairmen are the logical persons 
to direct the work of securing new members 
and of collecting dues. Secretary Bryan 
said it would aid the field men if local groups 
would select regular meeting dates and ad- 
here to them; for this makes possible the 
working out of itineraries to cover the State 
with the least traveling. 


Policies of Manufacturers and Wholesalers 


Fred M. Faber, Peoria, was on the pro- 
gram to discuss sales policies of manufac- 
turers and wholesalers; but before touching 
upon that subject he commented upon the 
matter of supporting the association through 
membership and the payment of dues. In a 
good natured way he called the members 
names for their tendency to run out in a 
tight place. 

Mr. Faber then mentioned the work done 
by a committee in the cement situation; a 
work that has been kept strictly within the 
law and that has kept in mind the real facts 
and needs of the situation. To even up the 
discussion about manufacturer-dealer rela- 
tionship, Mr. Faber was at some pains to 
remind retailers that there are two sides to 
the matter. A manufacturer has the right to 
engage in his business and to seek markets 
in logical territory. A dealer has no right 
to try to stop his sales unless the manufac- 
turer engages in practices that are destruc- 
tive to orderly distribution and injurious to 
the public’s interest. 

There has been somewhat too much readi- 


ness, the speaker pointed out, to hold that 
the ‘manufacturer has no rights except such 
as a’dealer chooses to recognize. The com- 
mittee has done valuable work in the ce- 
ment situation. But the association proposes 
to be fair both ways in manufacturer-dealer 
matters. It has a committee to take care 
of manufacturers when and if they break 
over the line of fair practice; and it also 
has a committee to deal with retailers who 
are unfair with manufacturers. Manufactur- 
ers want to work with dealers. It is to their 
interest to find a basis of fair codperation 
that will yield maximum satisfaction not 
only to themselves and to retailers but also 
to the buying public. 


On the Verge of Great Opportunities 


Adolph Pfund in a brief speech said the 
industry this year was upon the verge of 
great opportunities. 
The decline in volume 
has brought dealers to 
the point of offering 
a modern and _ prac- 
tical service and of 
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teaching their custom- 
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Chicago; 
Managing Director 


ers that the yard has 
the practical capacity 
to serve. Sales are A. C@ GAUEN, 
being created by direct Collinsville, TIL; 
mail advertising, dis- proposed Removal of 
plays and_ individual Association Offices 
promotion. 

Many dealers are at pains to discover the 
policies of the manufacturers and whole- 
salers from whom they buy. This subject of 
proper distribution is one in which the asso- 
ciation can not interfere as between whole- 
saler and retailer. But individual retailers 
can assure themselves that these policies are 
fair and make for maximum dealer distri- 
bution. Manufacturers are coming to retail- 
ers with offers of fair codperation. They 
can't prosper unless you prosper. 


THURSDAY AFTERNOON 


The afternoon session was devoted to 
business management and office equipment. 
W. F. Block, of the Remington-Rand Busi- 
ness Service (Inc.), Chicago, outlined briefly 
the evolution of office records during the 
last generation or two, from the bound 
ledger and hand-written records to modern 
loose-leaf ledgers and card records. As busi- 
nesses become bigger it is necessary to save 
bookkeeping labor and also to keep a better 
check upon selling forces and stocks. Mr. 
Block displayed some of these records in 
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use in certain Illinois lumber offices. These 
visible card records with their flags and 
flashes give a picture of the account at a 
glance; indicate when the next call is to be 
niade; make almost automatic reminders to 
cultivate dormant accounts; show maximum 
and minimum limits on items of stock and 
current supplies and the like. These records 
conserve and distribute properly the sales- 
men’s time, and reduce inventories without 
reducing capacity to serve. Mr. Block de- 
scribed bookkeeping machines. He called 
attention in closing to the fact that these 
modern records are kept constantly in their 
own fire-resisting cases that will take then 
safely through almost any fire. 

The final attendance drawing gave policies to 
F. W. Powers, Sandoval, F. A. Grimes, 
Sterling, and Charles Edson, Mt. Morris. 

Harry J. Colman, Chicago, in beginning 
his address yielded time for what he said 
was to be a pleasant ceremony, to E. H. 
Keeler, president of the Rockford Lumber 
& Fuel Co., Rockford, and a director of the 
National association. In a graceful speech 
Mr. Keeler paid a high tribute to his fellow 
townsman, George F. Colton, who was re- 
elected president of the Illinois association. 
As a token of appreciation on the part of 
the Rockford dealers to their distinguished 
and friendly competitor, Mr. Keeler pre- 
sented Mr. Colton a handsome silver tree- 
and-well platter. In expressing his thanks 
Mr. Colton stated that his competitors had 
been fair and friendly and had won his high- 
est respect; and he appreciated deeply this 
token of their friendly regard. 


Discusses Costs in Business 


In beginning his address Mr. Colman re- 
minded his audience that it was Lincoln’s 
birthday; and he invoked the spirit of Lin- 
coln’s rugged character and his firmness in 
what he believed to be right. 

Mr. Colman then referred to the rising 
cost of doing business and cited a town 
where in ten years the number of yards in- 
creased from nine to sixteen; volume rose 
to two and a half times its former figure 
and then receded to what it was ten years 
ago; and the cost of doing business about 
doubled. Manufacturers have experienced 
the same rising costs. Some 80 percent of 
sales come from 20 percent of the retailers, 
but all retailers have to be contacted. There 
has been waste of money in so called “dealer 
helps” devised by manufacturers; and retail- 
ers have been called dumb-bells by certain 
sales managers because they have refused 
to use all these helps. As a matter of fact, 
many of them were quite unsuited to local 
needs, and had dealers tried to use them 
heavy losses would have followed. The van- 
ity of the old-time sales manager with his 
quota system, forcing new accounts and vol- 
ume sales, disorganizing markets and induc- 
ing directors to expand plants on a sales 
basis that was not permanent, has been re- 
sponsible for much of this duplication and 
loss. 

Mr. Colman stated that the consumer is 
coming into the picture in a new way; not 
as a pawn to be moved about at will but as 
an important factor whose interests must be 
fully considered. It is the dealer’s task to 
make it easy for this customer to own a 
home. 

In dealing with the matter of mergers of 
yards, as one means of reducing useless 
duplication of effort, Mr. Colman stated that 
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mergers are never satisfactory and success- 
ful if they are made merely in the hope of 
reducing competition. Their success must 
come from a real economy in operation. He 
suggested that mergers be made, not of 
money assets but of operations. Such mer- 
gers can be unscrambled if they prove not 
to be successful. They can be made among 
the better element of the yards. They will 
attract the interest and trade of the better 
manufacturers and of the better class of 
consumers. 


Resolutions Adopted 


The resolutions committee composed of A. J. 
Powelson, chairman, H. E. Nelch, Edw. Goedde 
and Henry Sigwalt brought in a set of very 
comprehensive resolutions, touching on matters 
of great import to the membership, which were 
adopted, as follows: 

The Illinois Lumber & Material Dealers’ As- 
sociation assembled in forty-first annual con- 
vention herewith gives expression to some of 
the views and recommendations of the mem- 
bership as retail merchandisers and as citi- 
zens of the United States and the great State 
of Illinois. 

Our citizenship and the various branches of 
the building industry appreciate the fact that 
the retail merchandiser of building materials 
is an economic necessity in every local com- 
munity, Only the home town dealer can give 
that information regarding materials and con- 
struction that enables the home builder to 
have the highest values for the money ex- 
pended He is able to give a service that can 
not cormne to the builder from a distance. He 
knows the needs of his people and this con- 
vention urges the co-operation of all manu- 
facturers of building materials in carrying out 
this economical and helpful policy of distri- 
bution through the retail building material 
dealer. 

In this policy of local distribution we rec- 
ognize the fact that the retail dealer must be 
Just as vigorous and intelligent in his co-op- 
eration with producers as he asks of manu- 
facturers. With that object in view we rec- 
ommend to the members of this organization 
that in every legitimate and practical way 
they do their full part in carrying out this 
policy of distribution through the local re- 
tailer. The local merchant can be very help- 
ful and we urge our members to give this 
subject careful attention and to be aggressive 
in co-operating with manufacturers who fol- 
low this policy. We must be mutually helpful 
in all branches of our industry if we are to 
make the most of opportunities and render the 
highest type of service to the public. 


Retail Dealer Must Be an Authority 


The convention recommends to the member- 
ship of this organization even greater activity 
in the home field, It is important that the 
building material dealer establish the reputa- 
tion of being a reilable authority on all types 
of construction and able to give full informa- 
tion regarding all kinds of materials that go 
into home building. The keynote of this con- 
vention has been modern business methods, 
greater selling activity, more of personal con- 
tact with the people of our respective com- 
munities; and we urge the members to put 
this policy into actual practice to the end 
that they may have the full confidence of 
the public and get the best results from their 
legitimate fie'ds. 

There is urgent need for closer co-opera- 
tion and more helpful work among dealers in 
city, town, county and the entire country. We 
must have faith and confidence in one another 
if we are to give the best service to the 
building public. We recommend to our mem- 
bership regular monthly county and local 
meetings where there can be interchange of 
ideas and the giving of inforniation one to 
another. Such meetings are educational and 
are builders of confidence, good will and co. 
ordinated effort. This policy of local confer- 
ences should be followed in every part of 
Illinois and throughout the nation. Nothing 
is more helpful, not only to merchants them- 
selves, but to the people who depend upon our 
industry for information about building ma- 
terials. 

This convention goes on record as believ- 
ing that what all lines of business through- 
out the country need more than any other 
one thing is an opportunity to adjust activities 
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to conditions and go forward without inter- 
ference of any kind,that will create doubt 
and uncertainty in the mind of our citizen- 
ship. We earnestly hope that the Congress 
of the United States will conclude the neces- 
sary business—all important legislation—and 
adjourn on March 4 with no idea of a special 
session. We are firm in the belief that busi- 
ness needs an opportunity a good deal more 
than any additional laws. In other words, 
if business is let alone and given a reasonably 
clear field there will be a promising upward 
turn. So we are hopeful that Congress will 
adjourn on its scheduled date and that there 
will be no special session of either House or 
Senate. 
Transportation Question Is Vital 


The transportation question is vital to all 
business interests and the public generally, 
We all realize the importance of adequate 
facilities to carry all commodities from pro- 
duction centers to various localities for local 
consumption. Railroads continue to be the 
primary and most important part of our trans- 
portation system. We welcome other methods 
but believe that all transportation should be 
supervised by adequate governmental authore- 
ity so there may be no over-lapping or dupli- 
cation. We believe it important not only to 
encourage enlarged transportation facilities 
but to give proper encouragement and sup- 
port to the various railroad systems. They 
should have opportunity and we are hopeful 
that some plan may be worked out whereby 
there will be co-ordinated effort in transporta- 
tion, doing justice to all the different facilities. 

The administration of President Colton and 
his official staff—State, district and county 
officers—is heartily commended, The business 
depression has handicapped their efforts, but 
they have labored faithfully, diligently and 
with more success in helping dealers and the 
industry than could reasonably have been ex- 
pected. We are very grateful to them for 
their expenditure of time and effort. 

To those who have been of assistance in 
making our annual convention a success we 
extend thanks. Especially are we grateful 
to those who have taken part in our conven- 
tion program; to manufacturers who have par- 
ticipated in the meeting with wonderful dis- 
plays in the exhibits hall; and to the com- 
mittees who have served faithfully and have 
been so helpful. 

The association special committee on hard 
materials has been very helpful not only to 
the State organization but to every dealer in 
Illinois. That committee has been active and 
aggressive but diplomatic. All of its efforts 
have been along legitimate lines, entirely 
within the law of the land, which we all ap- 
prove. We are law-abiding citizens and must 
be active in such work as this committee has 
so faithfully carried on. We are grateful to 
it and extend our thanks. 

The Ladies’ Auxiliary has been a wonder- 
ful help to the Illinois Lumber & Material 
Dealers’ Association. Its members have co- 
operated in every possible way, for which we 
are grateful. We commend the administra- 
tion of Mrs. Charles B. Goedde, who has 
served so well as president of the organiza- 
tion. She has been untiring in her efforts 
and with the support of her official staff her 
administration has been highly successful and 
satisfactory. 


Just before adjourning the convention, 
President Colton displayed a handsome brief 
case presented to Secretary Bryan by the 
Ladies’ Auxiliary. 


THE WOMEN'S AUXILIARY 


At the annual meeting of the women’s auxili- 
iary of the Illinois Lumber & Material Dealers’ 
Association, officers were elected as follows: 





President—Mrs. Charles Doherty, Spring 
Valley. 

Vice president—Miss Mae Billings, Normal 
(re-elected). 

Corresponding secretary—Mrs. C. C. Bruba- 


ker, Robinson. 


During the three days of the convention, 
members of the auxiliary were entertained with 
theater parties, sightseeing trips, luncheon, ban- 
quet and visits to the convention exhibits. 

An exhibit that attracted the attention of 
every one of the ladies, as well as of the many 
dealers who visited it, was that of the Iowa 
Manufacturing Co., which displayed in one of 
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its popular type brooders a flock of 
chicks. These fluffy balls of white and gold 
ran around happily in the warmth of the elec- 
trically heated brooder, and all who stopped to 
admire the chicks took occasion also to closely 
inspect the other poultry and farm equipment 
displayed by this company, which has won an 
enviable reputation for its service to dealers. 


baby 
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St. Louis, Mo., Feb. 16.—In announcing to 
the membership an increase in dues, Franklin 
A. Hofheins, Supreme Snark of the Concate- 
nated Order of Hoo-Hoo, has also announced 
the details of a new plan of membership, in- 
volving an increase of from 100 to 500 percent 
insurance benefit and a new program of edy- 
cational and wood promotional activities, to be- 
come effective on March 9. Some of the high- 
lights of this program are: 

The $100 death benefit will be replaced by 
group insurance paying benefits from $500 to 
$200, the amount depending on age at death. 

The order will furnish two salaried field men 
to assist in organizing and carrying out local 
programs beneficial to the lumber industry. 

Educational and wood promotional programs 
of a specific nature will be offered Hoo-Hoo 
clubs and local groups, and the International 
order will assist in carrying them out. 

Snark Hofheins expresses the belief that this 
is the greatest forward step in the history of 
Hoo-Hoo. He says: 

The new plan keeps faith with members 
who have paid for the $100 benefit for years; 
it expresses the fraternal spirit in a more 
substantial way; it gives something tangible 
to the member in communities where activi- 
ties are infrequent; and it relieves the order 
of responsibilities and handicaps that have 
limited its work in the past. 

Under the new plan the dues will be $9.99 
instead of $5 for active members qualifying for 
the insurance. The amount of the policy de- 
pends on the member’s age at death. Begin- 
ning with $500 at age 21, it drops $7.50 a year 
until age 61, when the amount remains con- 
stant at $200 regardless of age at death. There 
also is a total and permanent disability provi- 
sion covering members up to age 60. Present 
paid-up active members will be eligible to the 
increased protection, regardless of age or con- 
dition of health. There will be no medical 
examination. New and lapsed members under 
the age of 60 likewise will be eligible to the 
insurance, while new and lapsed members over 
60 will be admitted at a lower dues rate and 
with all other benefits excepting insurance. In 
his statement, Snark Hofheins said: 

We do not feel that this insurance is the 
most important thing Hoo-Hoo has to offer 
its members. In fact, we regard it as purely 
an incidental feature, but we think that it 
carries out the fraternal spirit in a much 
more substantial fashion and we know that it 
relieves the order of a burden and opens the 
way for more extensive and more construc- 
tive educational and promotional work. 

Under the new plan, instead of the order it- 
self carrying insurance of $100 on its mem- 
bers, the new policies, ranging from $500 down 
to $200, will be issued by the All American 
Life Insurance Co., a responsible legal reserve 
company. The contract insuring the members 
of the order, according to Snark Hofheins, 1s 
the first of its kind ever written. 





A wire PINE box after being buried for 
thirty-seven years was taken out of the corner 
stone of a school building recently destroyed by 
fire in Park Ridge, Ill. The box when opened 
was found to contain in excellent condition an 
American silk flag and many relics of the day 
when the building was built, the names o! the 
school trustees, school officers, teaching staff, 
and of all of the pupils of all grades of that 
era. The officers who will plant a box in the 


new building will probably use the same box 
instead of buying a copper container. 
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One of the most satisfying and business-like 
annual meetings the National Association of 
Commission Lumber Salesmen ever had, offi- 
cials say, was that held last Thursday, Feb. 12, 
at the Congress Hotel in Chicago. After 
lengthy discussion it was decided to change the 
name of the organization to the National Asso- 
ciation of Lumber Salesmen (Inc.). Rodney 
FE. Browne, of Browne & Bryan, New York, 
was re-elected president, and Nat F. Wolfe, 
president of the Nat F. Wolfe Lumber Co., 
Chicago, was elected secretary, to succeed the 
late Frank J. Shead. Leaders of the associa- 
tion were well pleased with the attendance at 
the meeting, which was representative of the 
commission lumber interests of the entire 
country. 

A beautiful tribute to the work which Mr. 
Shead did as secretary of the association was 
contained in a resolution memorializing him and 
his deeds, and resolutions were also adopted 
as memorials to three other members who died 
during the year—C. O. Gronen, of Waterloo, 
lowa; R. Clyde Klumph, of Cleveland, Ohio; 
and A. A. Fiero, of Des Moines, Iowa. 

Action of the association in regard to con- 
vict-produced lumber, and in regard to manu- 
facturers’ efforts to stabilize the market, can 
best be reported by quoting in full the resolu- 
tions adopted : 

WHEREAS, The importation of convict-made 
lumber into the United States is detrimental 
to the interests of all manufacturers and dis- 
tributers of lumber in the United States, 
therefore be it 

Resolved, That we as an association of lum- 
ber salesmen, wish to go on record as being 
opposed to such importation and urge the ex- 
clusion of all such material from whatever 
source; and be it further 

Resolved, That our association consider it a 
violation of our ethics for any of our mem- 
bers to assist in the sale and distribution of 
this lumber that has already arrived or may 
arrive in the future; also that we strongly 
urge adoption of the Kendall bill. 

WHEREAS, We all realize that stable prices 
on lumber are a great asset to all merchan- 
disers of lumber, be it 

Resolved, That this association lend its 
hearty support to manufacturers in their ef- 
forts to bring about this much desired result 
through the adoption of the Firm Price Plan. 


The following are newly elected or re-elected 

oficers, directors and district chairmen: 
President—Rodney New York, 

mS 

First vice president—C. L. Abney, Detroit, 

Mich : 


E. Browne, 


Second vice president—Irving C. Swan, 
Houston, Tex. 

Secretary—Nat F. Wolfe, Chicago. 
Treasurer—H. E. Woodcock, Chicago. 

Legal department — Herbert <A. Schryver, 
Chicago 

Board of directors—Charles L. Baxter, Chi- 
‘ago; Walter Bates, Denver, Colo.; Orlando 


H. Smith, Washington, D. C.; Walker Nugent, 
Peoria, Ill.; O. E. Crawford, Indianapolis, Ind.; 
J. H. Chapman, Waterloo, Iowa; G. W. Gunter, 
Salina, Kan.; C. M. Vernon, New Orleans, La.; 
C. E. Tredick, Detroit, Mich.; A. T. Brink, 
Kansas City, Mo.; J. B. Perry, New York, 
N. ¥.; Pieree A. Hussey, Dayton, Ohio; A. H. 
Stevens, Erie, Pa.; J. J. Fitzpatrick, Madison, 
Wis.; W. F. Nelson, Dallas, Tex. 

Regional districts: Alabama, V. P. Chil- 
“ress, Birmingham; Illinois, C. G. Vanlanding- 
lam, Chicago, and W. C. Headley, Decatur; 
Indiana, C. W. Schadt, South Bend; Iowa, 
Julian Hughes, Des Moines: Kentucky, W. B. 
Beckman, Louisville; Louisiana, Charles De- 
baillon, Lafayette; Minnesota, Fred H. Platau, 
Minneapolis; Missouri, Frank J. More, St. 
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Louis, and H. W. Putnam, Carthage; Nebraska, 
Milton Dodds, Omaha; New York, E. A. Nos- 
trant, Buffalo; Ohio, W. H. Prentiss, Toledo; 
Oklahoma, Roy O. Kendall, Oklahoma City; 
Oregon, Samuel R. Norton, Portland; Pennsyl- 
jania, C. S. Ewing, Pittsburgh; Tennessee, Mr. 
Chesnutt, Nashville; Texas, Paul L. Miller, 
Waco; Virginia, Frank G. Wade, Richmond; 
Wisconsin, T. V. Johnson, Milwaukee. 


Aims and Objects of Association 


Following the adjournment of the convention, 
C. E. Tredick, of Detroit, who was elected 
director of publicity, discussing the aims and 
objects of the association and the service it is 
prepared to render both to producers and buyers 
of lumber, said: 

Whether or not the mills recognize it, the 
National Association of Lumber Salesmen is 
most certainly linked with their destiny and 
their success means our prosperity. We are 
their field representatives and they are our 
masters and paymasters. They can shape the 
future of us all and can make us weak or 








CS -= 
Elected Director of Publicity 


TREDICK, DETROIT, MICH.; 


strong in the sale of their product. We 
should have the support of every legitimate 
mill and wholesaler. They should use their 
influence in securing members for our asso- 
ciation. We are spending our time and 
money to perfect an organization which up- 
holds every principle of good merchandising 
and, therefore, deserve the confidence and 
moral support of every distributer of lum- 
ber. We are not selfish in our endeavor to 
make our organization of greater value to 
the industry and invite every salesman prop- 
erly equipped to enter our ranks. 

What a potential force we could be if each 
association controlling the manufacture of 
woods worked closely with us, giving us data 
of production and distribution so that it could 
be disseminated among our members to the 
end that we could be alive to every situation 
affecting the value of the product. This 
large army of men controlled by our prin- 
ciples could be made so strong with the co- 
operation of the mills and their associations 
that we could eliminate all those who do not 
adhere to its laws. This would be a national 
sales force, larger than any individual or- 
ganization, covering the entire territory of 





Looking for surplus ma- 
terial? Watch the Classified 
Section each week. 
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Declare Opposition to Importation and Distribution of Convict-Produced 
Lumber—Urge Closer Co-operation Between Manufacturers and Salesmen 


distribution, guarded by the proper principles 
of salesmanship. 

Never in the history of our country have 
we needed a closer contact with the mills 
so that the remaining timber will not con- 
tinue to be dissipated at a loss. Through 
the elimination of the financially weak, the 
manufacture of our product will be in fewer 
hands so that a better control can be ob- 
tained. Few of us question but that most 
of our lumber is more poorly merchandised 
than any other commodity. Almost every 
necessity of life has a set price in compari- 
son with the cost of manufacture and is sold 
by those who have been properly schooled to 
merchandise it. Promiscuous representation 
in a territory is a great detriment to the 
proper sale of any article. A good salesman 
under these conditions must either resort to 
the practices of a peddler in order to make 
a livelihood or get out of the business, and 
this is the reason that the National has al- 
ways been a strong advocate of exclusive 
accounts. 

Experience has taught us that it is almost 
necessary to have a representative in differ- 
ent localities, especially when the source of 
production is far removed from consumptive 
points. We believe that one of the greatest 
evils in our sales is giving the buyer all of 
the sales information so that prices can be 
beaten down when surpluses accumulate. 
Surpluses in existence at a given time are 
so varied at the different mills that the price 
level of the entire list is covered. 

Needless to say orders are the only source 
of our income but we do not believe that any 
member looks with pride on a contract which 
does not bring profit to the mill. We be- 
speak the assistance of all salesmen loyal to 
their connections, even though they do not 
see fit to join us, and one of our greatest 
desires is to play a part in any plan which 
will aid in bringing order out af chaos. 

Guided by the failures of the past, both 
mill and salesmen should be brought more 
closely together to work out a more business- 
like plan of selling. 





Gage Home-Buying Ability 

Boston, Mass., Feb. 17.—The co-operative 
banks of Massachusetts have been assisting in 
the study of a problem of considerable interest 
to retail lumber dealers. They seek to help 
the home builder answer such questions as: 
How much should a new home cost? How 
much can a family with any given amount of 
income afford to invest in a home? All phases 
of this vitally important question have been 
carefully studied by officials of co-operative 
banks and building and loan associations. The 
conclusions, based on actual experience, are 
somewhat surprising. The study applies par- 
ticularly to the capital cost of homes for fami- 
lies whose monthly income ranges from $100 to 
$400. For families with incomes of from $100 
to $150 a month, the average home-buying abil- 
ity is 175 percent of the yearly income, or 
$2,100; a $150 monthly income could take care 
safely of payments on a house costing $3,150; 
for a family with $175 a month, a house costing 
$3,990, or 190 percent of the annual income, 
would be within the reasonable financial bounds. 
A family with $4,8000 annual income could 
afford a house costing only about $9,120 on the 
average. Whether the family already has a 
substantial amount of savings makes some dif- 
ference. These figures indicate the home-buy- 
ing ability of families of moderate means is 
quite appreciably less than has generally been 
supposed. A popular practice among New Eng- 
land retailers and builders is to encourage pros- 
pective home-owners to spend from two times 
to three times the annual income. 
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Come to Convention for Aid and Counsel 


Wisconsin Dealers Turn Out in Large Numbers at Opening Session 
of Annual — Addresses Stress Need for Creative Merchandising 


MILWAUKEE, Wi1s., Feb. 17.—Enthusiasm un- 
dampened by the uncertainties of a troublesome 
year, members of the Wisconsin Retail Lumber- 
men’s Association today gathered at the Mil- 
waukee Auditorium in such numbers as to make 
this the biggest first day’s registration in the 
history of the organization. Last year the 
registration was 1,118 the first day, and this 
year it was more than 1,350, not including the 
many women who have come to take part in the 
activities of the Ladies’ Auxiliary. As in other 
successful lumber conventions of the year, it 
seems to be a situation in which the retailers 
are faced with most distressful trade conditions 
and seek the aid and counsel of their fellow 
lumbermen in meeting what now are admitted 
to be common problems. As Secretary Don S. 
Montgomery, of Milwaukee, remarked in an 
aside to a representative of the AMERICAN LuM- 
BERMAN, concerning why the lumbermen are 
arriving in such unusual numbers this year, 
“They realize they've got to come, or they’ll 
sink.” 

As usual, attractive displays occupy the floor 
of the main arena, and the morning was given 
over to the “exhibitors session.” (This will also 
be done Wednesday morning.) In the after- 
noon the business sessions of the association 
opened in a most bizarre manner, with a 
“Mephistophelian Tableau a la Faust” putting 
the well known lumber situation in a new light. 
President Benjamin F. Springer, of Milwaukee, 
who wrote the clever skit, was “Faust” the 
lumberman, who was wondering what to do to 
make his business profitable. On his “office” 
walls were signs which proclaimed: “Let us 
figure ;” “We meet any price;” “Name your 
own terms;’ “Good lumber cheap;” “We de- 
liver anywhere.” Just then George F. Eller, of 
Milwaukee, entered in the character of the devil 
and showed the lumberman that the way out 
was: “Meet the price? No! We will cut the 
price. Don’t use material too good; short yard- 
stick and short-weighing scale, those are my 
tools. Follow me.” Just at the crucial moment, 
however, the wall was burst asunder and an 
angelic young woman appeared to show “Faust” 
that the situation would be met if he would 
combine “faith” with “right.” It was the presi- 
dent's way of establishing these two essential 
elements as the keynote of this convention. He 
elaborated upon his theme in a brilliant address 
which started the convention off “with a bang.” 


Take Leadership—NOW! 


President Springer strongly urged creative 
merchandising in his annual address. The re- 
tailer sells the materials used for construction, 
so promotion of individual items of his stock is 
of little avail unless there is created a demand 
for new building and modernization. There is 
no unity, however, in the efforts of realtors, 
speculative builders, contractors and retail lum- 
bermen, so that there is a golden opportunity 
for one of these divisions of the building indus- 
try to step out into leadership, and Mr. 
Springer believes that the lumber group is the 
logical one to dominate the field, because it is 
an efficient producer of a commodity of great 
intrinsic worth to the public. 


Must Merchandise Complete Home 


Creative merchandising means giving the 
public what it wants, fitting the finished prod- 
uct to the demand for comfort, style or fashion, 
producing it economically and selling it effi- 
ciently, the aim being higher value at lower 
cost. To undertake creative merchandising of 
lumber, the distributor must abandon old meth- 
ods of selling materials only, and must equip 
himself to give a complete service, to sell homes 
ready for occupancy. Unless he succeeds in 


Nore: A report of the Wednesday and 
Thursday sessions of the annual conven- 
tion of the Wisconsin Retail Lumber- 
men’s Association will appear in the 
Feb. 28 issue of the American LUMBER- 
MAN.—EpIrTor. 





solving the problems involved in this type of 
merchandising, the retailer will lose his big 
opportunity. 


Lumber Industry Logical Leader 


If it is fitting that the lumber industry domi- 
nate the building field it must improve its mer- 
chandising methods. There must be more in- 
terlocking co-operation between the retailer 
and the manufacturer. The retailer must tie 
in his efforts with the promotional work of the 
manufacturer. When building specialties are 
advertised, manufacturers of these make it 
clear that the dealer is the logical distributer, 
they furnish contact men to visit prospects, they 
teach the retailer how to sell their products, 
and help him to bring to a successful conclu- 
sion the story of the advertiser to the consu- 
mer. There is no reason, thinks Mr. Springer, 
why such continuous promotion work can not 
be done in lumber. The retailer alone can not 
fight lumber’s battle, and more constructive 
co-operation between lumber manufacturer and 
distributer is necessary. The old _ species- 
against-species fights must be abandoned and 
the use of wood against other materials vig- 
orously promoted. On every hand there are 
opportunities for the consumer-contact man. 
Creative merchandising requires the personal 
salesman, who is as fruitful of results in lum- 
ber distribution as in any other field. Location, 
display, service and financing are not enough. 
The greatest mistake of the retailer has been 
to attempt new methods with an inelastic man- 
power, and lumber organizations must include 
men who are trained in the new merchandising 
thought. 


Closer Contact With Consumer 


The consumer is the one the lumber indus- 
try must cultivate when it sells its products in 
terms of the comforts and enjoyments obtained 
from building or modernizing. The contractor 
is only incidental. The retailer must advertise 
and prove to the public that it is better to 
build a home than pay rent. He must point 
out that unrestrained price competition brings 
the public no benefit, because it does not mean 
buying lumber cheap but buying cheap lumber, 
and is the direct cause of sub-standard mate- 
rials and workmanship. Mr. Springer pointed 
out that the woman of the household is a de- 
termining factor in buying, and he questioned 
whether present retail organizations are 
equipped to present the story of better build- 
ing to the women of America. Such adver- 
tising will bring returns, and business created 
in this manner gives the retailer a larger share 
of the consumer’s dollar, because it is non- 
competitive. Mr. Springer reminded his audi- 
ence that success in lumber retailing depends 
on making a profit on individual sales. In the 
new era, volume of business may decrease, but 
those rendering a real service deserve and may 
obtain proper reimbursement for it. 


Competitors Using Modern Methods 


Community interest and responsibility should 
be prominent in the thought of the modern 
lumber merchandiser. He recommended that 
each community should organize as did the 
construction interests at St. Louis, which aim 
to guide the public with technical advice and 


supervision in construction. Adoption of a ney 
policy of stepping out and selling by direc 
contacts with the consumer is not a question 
of wanting or wishing, Mr. Springer empha. 
sized. Mail-order competitors have taken the 
initiative, and in St. Louis have obtained the 
endorsement of the labor unions for their play 
of providing a complete job. 


Points to Large Opportunities 


The many opportunities for such creative 
merchandising efforts were indicated by Mr. 
Springer. There is talk of an oversupply of 
housing in cities today, he admitted, which js 
partly the result of a doubling up because 
of unemployment, but 5 percent of vacancies 
is necessary to give the renter a selection, 
3ungalows and single residences show the 
least number of vacancies, and Mr. Springer 
maintained that a shortage of single residences 
is imminent. Suburbs are ideal fields for the 
sale of small homes. Then the farm offers 4 
splendid opportunity for surveys from an engi- 
neering standpoint, for help may be given in 
the construction of buildings that will increase 
the farmer’s profits. 


Understanding Creates Faith 


Faith in lumber, and in the lumber industry, 
said Mr. Springer, would result from under- 
standing. Propaganda has been _ responsible 
for the underconsumption of wood, but new 
methods of utilization are being sought out, 
and it may be expected that in the future the 
lower grades will be put to other uses than in 
building. Upper grades, however, will become 
more valuable for structural and interior work. 
Scientific research is discovering means of so 
treating the product as to increase its useful- 
ness for many varied purposes. A knowledge 
of such advances in utilization of wood prod- 
ucts is vital to the success of the lumber dis- 
tributor, for by means of them the markets for 
wood will be reconquered. 


Higher Service Lies Ahead 


The retailer should, in fact, take greater in- 
terest in all the problems of the lumber manv- 
facturer. Forced liquidation of timber stands 
has prevented the public from becoming aware 
that the supplies of lumber are diminishing. 
All Americans should be vitally interested in 
plans to conserve lumber resources through 
easing of the tax burden, and in reforestation, 
for sustained production and orderly market- 
ing of the primary material of the American 
home is to the interest of the public, and would 
aid in the establishment of the retail lumber 
industry on a higher level of service and profits. 


Lumber Manufacturers as Friends 


Wisconsin retailers, Mr. Springer asserted, 
are especially interested in wiping out petty 
differences between themselves and Wisconsin 
hemlock manufacturers. The handling of lum- 
ber which comes further from the point o 
consumption involves high freight rates that 
may be detrimental to the continuous sale ol 
lumber. Besides, the retailer’s prosperity largely 
depends on the general prosperity of the State, 
and Wisconsin’s prosperity and industrial growth 
have been and still are largely dependent 00 
its primary and secondary wood industries. 
Support of Wisconsin lumber producers is not 
a matter of sentiment, but of good business 
foresight. Mr. Springer asked the retailers t0 
show the manufacturers that they had an ap 
preciation of the seriousness of the manulac- 
turers’ problems. Retailers have been buying 


cautiously, and their stocks are lower than 
they have ever been in the history of the bust- 
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ness. If they are to renew their merchandis- 
ing efforts, stocks must be replenished. He 
therefore asked them to take the initiative by 
buying a car or two at once, so as to help lift 
the country out of its current depression. 

In closing his address, Mr. Springer 
pressed his appreciation of lumber trade jour- 
sal. which have made the retailer's problems 
theirs, and by sound advice have put dollars 
in his pocket. He urged that Hoo-Hoo 
he given support, because of the educational 
work it is doing, especially among the young 
men in the industry, in fitting them to face 
the problems of the firing line. 


ex- 


also 


Secretary's Report 


Secretary Montgomery did not read _ his 

address, but brought printed copies of it, which 
he said will be mailed to the members. This 
arrangement materially shortened the business 
session, and made way for the encouraging re- 
port of Treasurer Dan O. Head, of Kenosha. 
' “Difficult and discouraging as 1930 was, 
there is honest consolation in the thought that 
1930 could have been worse and that 1931 will 
be better.” 

“The dealer who neglects to have a good 
mailing list and utilize direct-mail advertising 
in and for his business, will not be in business 
by the end of the next five years.” 

““It must not be forgotten, however, that the 
dealer, in addition to being the outlet for the 
manufacturer is, to a still larger degree, the 
purchasing agent for his community.” 

Those three statements (the second espe- 
cially significant), quotations picked from the 
beginning, the middle, and near the close, re- 
spectively, best summarize the report of Sec- 
retary Don S. Montgomery, of Milwaukee. 

He opened by showing that Wisconsin is in 
a rather stronger position than most States 
in a business way, for its 1930 yield of all 
crops was about percent above the ten-year 
average (the only middle-western State so for- 
tunate), and its marketing cf livestock and pro- 
duction of milk both exceeded the 1929 amounts. 
The association, too, fared very well during the 
year, with a numerical gain in membership and 
a soundness financially that is satisfying indeed. 
Then the secretary attacked some of the prob- 
lems of the dealer in the present and the future. 


Cement Marketing Problem 


The first of these was the cement marketing 
problem. The secretary remarked that he 
thought one of the main reasons for the re- 
cently introduced marketing plan was an at- 
tempt to “stir up” the dealers and make them 
work toward a healthier trade condition, and 
that this result was obtained in ample meas- 
ure. The dealers, as in a body, registered such 
a loud protest that the plan was abandoned, 
but the question of direct selling remains. In 
describing it the secretary said: 

The result of the “cement battle’’ has been 
a decided stiffening of the dealers’ back-bone, 
a clarifying of the beclouded cement atmosphere. 
The defeat of the proposed marketing plan was 
naturally a sweet-tasting victory to the dealers 
and to those cement companies who refused to 
adopt the marketing plan. 3ut in victory there 
is also responsibility. Trade discounts and 


differentials were established to try and 
compel the ‘“‘weak-kneed” dealers to obtain a 
profit on cement. Our experience since differ- 


entials were first established has proven that 
Profits can not be artificially established. We 
are firmly convinced of that. The responsi- 
bility of obtaining a profit on cement lies en- 


tirely on the shoulders of the dealer, provid- 
ing the cement salesmen will leave our cus- 
tomers alone. 


Mr. Montgomery then told of cement sales- 
men who even go so far as to ask retailers 
what profit they expect on cement, and the 
secretary declared this information is none of 
their business but is a “matter strictly between 
the dealer and his customer. He urged the 
dealers not to give out any such information, 
Not to allow the encroachment of any “third 
party” into the sale. He added: 

To a large the cement manufacturer 
IS “sitting He has capitulated to the 


degree 
pretty.” 


AMERICAN LUMBERMAN 


terms demanded by the dealers. We as dealers 
have the brains, the business ability, the mer- 


chandising knowledge, the good judgment, and 
the finances to sell cement properly. With the 
tremendous responsibility that is now resting 
upon us, it is a job on which we must make 
good. 
No Time for Guess-work 

An especially strong commendation of the 

work done by the Lehigh Portland Cement 


Co.’s film “Dealers and Dollars” was given by 
Mr. Montgomery, who told of the twenty-six 
district club meetings in which a total of 954 
dealers and guests witnessed and participated 
in the exhibition. He mentioned particularly 
the “ironing board incident” of the film, noting 
the interest shown when the dealers present were 
asked to figure the cost of the board, and the 
wide spread of quotations which resulted. His 
conclusions were: 

Nothing could 
clearly to every 


home more 
necessity of know- 


have 
dealer 


brought 
the 








S. S. SOLIE, 
Janesville, Wis.; 


Elected President 


OFFICERS ELECTED 
[Special telegram to AMERICAN LUMBERMAN] 
Mirwaukee, Wis., Feb. 19.—Officers 

for the ensuing year were elected this 
morning as follows: 


President—S. S. Solie, Solie Lumber 


Co., Janesville. 
Treasurer—Dan O. Head, Kenosha 
Lumber & Fuel Co., Kenosha. 
Directors for four years—Benjamin F. 
Springer, John Schroeder Lumber Co., 
Milwaukee; J. E. Slaughter, Central 
Lumber Co., Stillwater, Minn. 


Director for three years—L. H. Ross, 
Fuller-Goodman Lumber Co., Oshkosh. 











ing how to figure a desired percentage of profit 
on the selling price. In every meeting one or 
two dealers arrived at the correct selling price 
almost instantly, but the large majority of us 
floundered and floundered and floundered. The 
fallacy of “‘guess-work” was profoundly appar- 


ent. The fallacy of “estimating’’ was equally 
apparent. 
Every one of us realized at the close of the 


episode that there must be a tremendous amount 
of this floundering and guessing and estimating 
going on in almost every yard every day. 
When the question was asked, “If this is the 
result of trying to figure the price on an 
ironing board, what must be the result when 
garage bills, barn bills and house bills are 
being figured?” the silence was embarrassing. 

This motion picture merchandising school 
greatly stimulated interest in district meetings, 
and Mr. Montgomery found that in those dis- 
tricts where the club activities were maintained 
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dealer relations and dealer profits both were 
bettered. During 1931 emphasis in the club 
organizations will be placed on efforts to get 
every individual dealer interested in using per- 
sonal solicitation methods to open up profit- 
able markets, in about the same manner as this 
method is used to market other commodities. 
The trade extension department of the National 
Lumber Manufacturers’ Association will pro- 
vide the training and material for such cam- 
paigns. The secretary mentioned also the ef- 
forts of an insulation manufacturer in this con- 
nection, which showed by tests the actual bene- 
fits of personal solicitation, disclosing markets 
previously unsuspected. 


Credit Situation Serious 


Credits have been important in the past and 
will be more important in the future, he con- 
tinued, especially in view of searching scru- 
tiny of assets and liabilities which the chain- 
bank situation has caused. “All of this means 
that there is and will be ‘magic’ in those famous 
four words, ‘Money in the bank’,” he said, and 


added : 

The credit situation is becoming serious in 
every sense of the word. If the manufactur- 
will take no chances on credits with the 
dealer, and the bankers taking not the slight- 
est of any chance on credits (and how well we 
all know that), then to what extent does it 
behoove us to have the definite payment of 
every sale specifically arranged in advance 
and rigidly adhered to following the sale? 

Mr. Montgomery complimented the roofing 
industry on putting the one-car buyer and 
the 100-car buyer on the same requir- 
ing less time for buying and letting that ef- 
fort be devoted instead to “the fundamental 
job of selling.” He said, however: 

The great unanswered question in the roof- 
ing situation is, “‘How can the dealer compete 
with the mail-order house when the roofing 
manufacturer from whom he buys is also sell- 
ing the mail-order the same piece of 
goeds at a larger discount” Many dealers 
are asking this question of the manufacturers, 
but to date no dealer has received a satisfac- 
tory answer. Will any one having the solu- 
tion to this question please forward? 


ers 


basis, 


houses 


step 


Wisconsin retail lumbermen are especially 
interested in the sale of this State’s hemlock 
crop, for the income of many of the dealers’ 
customers is derived from the manufacturing of 
this product. The deaier also, however, is a 
purchasing agent for his community, and as 
such must provide lumber with the necessary 


qualities for its intended uses. The secretary 
said: 
Northern hemlock meets some of these re- 


quirements. Other species meet other require- 


ments. No one species meets all. A difficulty 
most commonly met with northern hemlock 
is in the dryness of the stock. At present, 
dry stock is more than plentiful, but under 
ordinary conditions it is not always easy to 
obtain. Hence, if the northern manufacturers 
feel that they are the logical source of sup- 
ply for common boards, dimension and small 


timbers, it would seem logical to so arrange 
production that a normal supply would be 
available at all times for those who they feel 
are their logical distributers. 


Mr. Montgomery praised the traffic depart- 
ment and its work of auditing a daily average 
of 200 freight bills, and reminded the members 
that this service is free to them. He expressed 
much satisfaction, also, with the progress of 
the Retail Lumbermen’s Mutual Insurance Co., 
which has enjoyed a rapid growth and is sav- 
ing policyholders money. The secretary closed 
with a splendid tribute to the remarkable career 
of Mr. Springer as president. 

When the reports of the secretary and treas- 
urer were completed, Mr. Montgomery intro- 
duced several visitors from other associations, 
including: Norman B. Cove and Roy B. Wal- 
born, both of Lansing, Mich., president and 
secretary, respectively, of the Michigan Retail 
Lumber Dealers’ Association; Ormie C. Lance, 
of Minneapolis, Minn., secretary of the North- 
western Lumbermen’s Association; and Charles 
D. Marckres, of Des Moines, Iowa, secretary 

(Continued on Page 70) 
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North Dakotans Report Trade Improving 


Speakers Point Out That Time Is Ripe for a Concentrated 
Drive for Building Material Business—Aggressive Plans Made 


Farco, N. D., Feb. 16.—Because of two facts 

that lumber is down to pre-war prices and 
that general business conditions are improving 
—the time is considered ripe in North Dakota 
and the Northwest for a concentrated drive for 
building material business. That was the gen- 
eral opinion expressed by North Dakota lum- 
bermen, who attended the twenty-fourth annual 
convention of the North Dakota Retail Lum- 
bermen’s Association here Feb. 11 and 12. 

That retail dealers are going to take advan- 
tage of the favorable conditions was evidenced 
by the generally enthusiastic attitude that pre- 
vailed during the sessions and the aggressive 
plans for business for the year. 

More than 300 dealers and supply men at- 
tended the sessions, which were held in the 
Elks Temple. The program was built along 
lines that will encourage a concentrated cam- 
paign for business and included both State and 
outside speakers. Officers and directors were 
elected as follows: 

President E. B. 
Lumber Co., 


Murphy, E. B. 
Jamestown, N. D. 


Murphy 


Vice president—Lee Piper, Piper Hull Lum- 
ber Co., Minot, ie Bee 

Treasurer—Jack 
Co., Fargo, N. D. 


Grant, Interior Lumber 


Secretary Floyd Lavelle, W. H. White 
Lumber Co., Fargo, N. D. 
Directors—H. H. France, Farmers Lumber 


Co., Gackle, N. D Iver 
Lumber Co., New 
Fuller, Fuller Lumber Co., 

The lumbermen will meet in Fargo again 
next year, the time and place to be determined 
by directors and officers. 

The association endorsed President Hoover's 
action in calling a conference to promote con- 
struction and financing of homes throughout 
the nation. 

Supply men and dealers entertained the lum- 
bermen at a banquet as the closing feature of 
the convention, P. L. E. Godwin, of the Bard- 
well Robinson Co., presiding as toastmaster. 

Wesley McDowell, Valley City, explained the 


Roaldson, Independent 
Rockford, N. D., and David 
Shields, N. D. 


proposed new banking law, an administrative 
measure now before the State legislature, 
which would authorize State banks to invest 


in agricultural credit corporations and thus ob- 
tain funds through the Federal intermediate 
credit bank, as “the most constructive piece of 
legislation proposed in North Dakota in 10 
years,” 

Mr. McDowell, in denying that the State is 
in a deplorable condition financially, stated that 
in the last ten months there have been fewer 
mortgages foreclosed, fewer land and chattel 
mortgages placed and fewer farm auction sales 
than in any similar period in ten years. 

The speaker urged sensible optimism—that 
is, checking on conditions before deploring 
them, pointing out that failure to do so is the 
reason for much of the depression. 


OPENING SESSION 


Mr. Murphy, the new president, spoke in 
place of John Larson, Bismarck, the retiring 
president, at the opening session, discussing at 
length the new schedule of freight rates to be 
effective in North Dakota April 1. While these 
rate reductions wil! not affect lumber, they will 
bring lower rates on many building materials 
and also will bring big reductions on farm 
products moving east, which will be reflected in 
better business conditions in every line. 

teductions of from 15 to 18 percent have 
been made in lumber prices in recent months, 
Mr, Murphy said. We must acquaint the pub- 
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lic with these bedrock prices and let home 
owners take advantage of them. The factor 
which will enter the business life of North 
Dakota in two months—freight rate reduc- 
tions—will bring reductions on materials com- 
ing in from the East, including many types of 
building supplies, and on the movement of 
farm products to the East. Beginning April 
1, the rate on butter from Jamestown, N. D., 
to Boston will be cut 41 cents per hundred, 
by way of illustration. Every lumberman 
and all other North Dakota merchants should 
study this coming rate structure because it 
is certain to have a far reaching effect on all 
business in this State. 


Twenty-five organizations displayed mate- 
rials and twelve others were turned down be- 


cause of lack of room in the Elks Temple, 
where the exposition was housed. 
The annual Hoo-Hoo concat was staged the 


evening of the first day of the meeting. Six 
kittens were initiated. Jack Grant, of the In- 
terior Lumber Co., Fargo, presided. The con- 
cat was followed by a fight card for the enter- 
tainment of lumbermen, five 4-round exhibition 
boxing bouts being staged. 

Several speakers brought out the fact that 
with the return of prosperity during the next 








E. B. MURPHY, F 
Jamestown, N. D.; 
Elected President 


P. LAVELLE, 
Fargo, N. D.; 


te-elected Secretary 


few months, the building industry would be the 
first to benefit. 

W. E. Keller, secretary of the Northwestern 
Retail Coal Dealers’ Association, warned lum- 
bermen that they have to look forward to and 
prepare for the competition to be offered by 
natural gas. 

“Last year,” Mr. Keller said, “1,325,000,000 
cubic feet of natural gas was used, 14 cubic 
feet of gas equaling one pound of coal. The 
railroads alone in 1930 lost $100,000,000 in 
freight on coal, where that commodity had 
been replaced by natural gas as fuel.” 

O. C. Lance, secretary of the Northwestern 
Lumbermen’s Association, Minneapolis, and H. 
H. Westerman, president, brought out the fact 
the lumberman is more closely associated with 
the making of the average American home than 
any other single person. 


Profitless Retail Sales 


Analyzing the factors that create profitless 
retail sales, Walter G. Moeling, jr., of the Celo- 
tex Co., Chicago, addressed the lumbermen at 
the opening session Wednesday. His topic was 


’ 
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“The Manufacturer's Attitude on  Profitles 
Retail Sales,” and he explained through 4 
anecdote that the manufacturers are “againg 
profitless sales.” 

A quick survey instantly points to competi. 
tion, Mr. Moeling said. Competition is an op. 
topus with many crushing tentacles, spreading 
themselves throughout the realm of the pp. 
tailer. It is divided into two species, “thogs 
outside the industry” and “those within.” 

The average American community has aq) 
average cash income and you are after the 
buying power of this money. Up to this time 
other influences have managed to attract the 
lion’s share of the consumer's dollar and as 
a result our industry has suffered. Radios 
automobiles, trips to Europe, silks and satins 
and other non-essentials have taken an ap. 
palling toll out of the building industry in the 
last 15 years. 

There was a time when a man's 
the basis of his personal worth. 
longer so. There is a very 
why money diverted from the 
industry causes profitless retail 
principal one is a reduction in 
ing a corresponding 
doing business. 

There are only two ways to meet this situa. 
tion, first by a reduction in overhead and see- 
ond by increased volume. We do not want 
to do the former, so we seek new outlets for 
materials already carried or our list 
of materials to cover sell and 
service. Among these are poultry houses 
medicine cabinets, package receivers, kitcher 
cabinets, and modern home interiors. 


1iome was 
That is no 
definite reasor 
home building 
sales. The 
volume, caus. 


increase in the cost of 


increase 
items we can 


As to competition within the industry we 
find some manufacturers selling direct, but 
this may be due to dealer indifference and 


attractive market opportunities. 


The Unscrupulous Speculative Builder 


Another factor contributing to  profitless 
sales is the unscrupulous “speculative builder.” 


Market concentration, easy loan money, easy 
purchase terms and unscrupulous builders 
have brought about discredit to the industry 


of home building. It takes a 
us a lesson and I believe 
soon purge itself of all destructive influences 
and will see to it that when a home is sold 
to a purchaser he will be able to buy it with 
the same degree of confidence that he buys 
other things. 

The speculative builder buys in such volume 
and is such a sharp trader, I doubt if he will 
ever develop into a healthy influence for the 
retail lumberman. 

Reviewing his points, Mr. Moeling pointed 
out that people buy automobiles and luxuries 
instead of homes because of advertising and 
publicity. Tons of literature are released to 
the public to create a desire for an automobile 
or for other things contingent upon ownership 
of acar. Therefore if a person has a thousand 
dollars he has a thousand thoughts arguing 
for a car instead of a home. 

National authorities in our industry are 
conscious of this trend for other than homes 
and are taking steps to correct it. Lawmakers 


licking to teach 
the industry will 


recognize the lack of home influences as 4 
cause of crime and are arguing for a return 


to the home. The press is running more edi- 
torials on home ownership. Magazines are 
devoting more space to home owning than at 
any time in the last 15 years. 

Mr. Moeling paid a tribute to outstanding 
leaders among manufacturers and distributers 
of lumber and building materials and to the 
help dealers are receiving from some of the 
big advertising campaigns, and continued: 

If you would influence distribution through 
your yards, however, there is one thing you 
must remember. That is the fact that be 
cause you have articles for sale is no cause, 
reason or incentive for people to buy from 
you, 
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Another problem is that of selling the com- 

ate unit. Right now it looks as though you 
“ id have to do that, because of the prob- 
nm presented by the speculative builder and 
ae influences such as Sears-Roebuck, who 
— puild and finance the home complete. 
e geience teaches that to cure a poison we 
must jnoculate with germs of the same origin. 
If non-essentials are causing profitless retail 
advertising and publicity, advertise 


sales by , 
: your business to cure the 


and publicize 


trouble, THURSDAY SESSION 


Plans for increasing farm buildings and 
equipment sales were outlined by C. F. Miller, 
agricultural engineer of the National Lumber 
Manufacturers Association, Chicago, at the 
opening of the second day’s session. 

Increasing these sales is not only of im- 
portance to the retail lumber dealer and lum- 
her manufacturer, but something that has 
either a direct or indirect bearing on the suc- 
cess and prosperity of everyone, the speaker 
said. 

Lumber manufacturers are largely  de- 
nendent on retail lumber dealers to sell their 
products and they can not continue to func- 
tion very long if the retailer is unable suc- 
cessfully to transfer to the consumer a cer- 
tain volume of this product commonly known 
as lumber. 

Every time you sell a farmer modern and 
well planned farm structures or even a piece 
of livestock or poultry equipment you are in- 
creasing his happiness, his efficiency and in 
turn his future purchasing power, which 
means a better customer year after year. 

Estimates show that each time an average 
carload of lumber is used, employment is 
siyven to over 100 men for one full day in 
the woods and at the mill, including field 
service men and others connected with lum- 
ber production. This same average car of 


lumber provides employment for more than 
40 railroad men for a full day, which only 
brings the car to your sidetrack ready for 
unloading Add to this the amount of em- 
ployment developed in moving a car of lum- 
ber to and from your yard, plus the number 
of carpenters required to fit and nail it into 


buildings and equipment and we begin to see 
how everyone is affected by all types of build- 
ing construction. This employment means 
some one is able to buy foods and farm prod- 
icts, Which do a lot to help not only farm 
people but business, generally. 

The lumber dealer is the hub around which 
this wheel of business must continuously ro- 
tate, 

We often hear the remark from uninformed 
in all walks of life that some of the troubles 
of the farmers are due to too great an in- 
vestment in buildings. Some of you people 
have doubted this statement or have felt sure 
it was not true, but had no facts to disprove 
it. 

Survey of Farm Buildings 


Prof. Wooley, head of the 
gineering department of 
Missouri, recently made a personal survey of 
approximately 200 farms, located in varying 
types of soils to determine just how much 
truth there is in the statement that the farmer 
is spending too much time upon his buildings. 
In looking at the boiled down report covering 
about 60 of the typical farms we see that 
each of the 20 most profitable had over $1,600 
more invested in service buildings (not in- 
cluding the farm home) than an equal number 
of the less profitable farms. The farm that 
had the highest labor income had a present 
Worth in farm (service) buildings per acre of 
more than two and a half times that of the 
average of all the farms studied. 

In figuring the average cost of production 
for the average farm it was found that 
buildings, exclusive of the farm home, were 
chargeable with less than 6 percent of the 
total. Building costs were figured on the an- 
nual basis. On the most profitable farm, with 
two and a half times the average investment 
In buildings per acre, less than 4 percent of 
the total cost of production could be charged 
to buildings. 

These figures prove conclusively that ade- 
quate farm buildings are not a cause of farm 
‘roubles, but may be regarded as a sure means 
of farm relief and that we have not oversold 
our _product—lumber. 

Investigations in some sections of the coun- 
try indicate each farm requires about 2,000 


agricultural en- 
the University of 
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board feet of lumber annually to keep the 
buildings and equipment up to efficient pro- 
duction standards. 

Not many of you are doing that much 
business per farm in your communities. Sta- 
tistics show that 56 percent of the retail lum- 


ber dealers are doing 90 percent of the busi- 
ness, 
Recently I was asked to prepare a list of 


probable farm lumber markets and found 
about 800 at the end of a short time and no 
doubt it would be more than 1,000 if ideas 
were assembled from varying sections of the 
country. Certainly this is a potential market 


that offers almost unlimited possibilities for 
development. [This list was published in the 
Feb. 7 issue of AMERICAN LUMBERMAN— 


JDITOR. ] 

There are four principles of merchandising 
any commodity which can be applied to the 
sale of farm buildings: (1) Find out what 
every farmstead needs; (2) make those things 
conveniently available; (3) tell the farm op- 
erators about them and (4) sell the materials, 


Marked Development Predicted 
A prophecy that the next five years would 
see marked progress in developing North Da- 
kota industrially was made to the lumbermen by 
James S. Milloy, ‘secretary of the Greater 
North Dakota Association, speaking on the 
Wednesday program. 


It is a foregone conclusion that with capital 
now very heavily interested in our coal fields 
in western North Dakota and rapidly expand- 


Nebraska Annual Gets 
Under Way 


Nore: A report of the Thursday and 
Friday sessions of the annual convention 
of the Nebraska Lumber Merchants’ As- 
sociation will appear in the Feb. 28 issue 
of the American LUMBERMAN.—EbITOR. 








[Special telegram to AMERICAN LuUMBERMAN] 

Omauna, NeEs., Feb. 18.—The annual conven- 
tion of the Nebraska Lumber Merchants’ As- 
sociation got under way today with an unusu- 
ally large attendance. 

On Tuesday a number of line-yard operators 
met for a luncheon discussion and laid plans for 
working out a piece price system in order to 
get away from the practice of quoting by the 
thousand feet on small sales. 

Following a welcome address by Frank P. 
Fogarty, of the Omaha Chamber of Commerce, 
Ray Schlueter, of Kenesaw, said in response 
that while depression is present in Nebraska, it 
is felt as little here as anywhere in the country 
and that buying seems on the point of starting 
again. 

President C. E. Alter, of Alma, said that 
while last year was a vexing one, it seems cer- 
tain that this year will be better and dealers 
will be well prepared for it. The industry has 
many problems, he said, but experience shows 
that dealer distribution is economically sound. 
Mr. Alter protested against the importation of 
Russian lumber. In his talk he mentioned the 
importance of credits, referred to the State road 
building program, and paid a high tribute to 
Secretary Harry Dole. 

Secretary Dole made several announcements, 
including reference to a trip of Nebraska lum- 
bermen next summer to the Pacific Northwest. 

In a feature address of the afternoon, Adolph 
Pfund, of Chicago, touched upon dealer dis- 
tribution and pointed out merchandising efforts 
in selling smaller modernizing jobs. He dis- 
cussed the question of supply yards and the 
handling of materials to complete the building 
service. 

The final feature on the afternoon program 
was the appearance of Douglas Malloch, the 
Lumberman Poet, of the AMERICAN LUMBER- 
MAN, Chicago, who gave his inimitable lecture 
in poetry and prose on the subject “Come on 
Home.” 


[Report of this convention to be continued 
in next week’s issue.] 


47 


ing the system of high power lines carrying 
power great distances from power plants at 
the mines, we will see much greater develop- 
ment along industrial lines in the western 
counties of North Dakota, Mr. Milloy said. 
The progress of the last five years can only 
give us a mere indication of what the future 
will reveal. But there is another phase of 
industrial development that is coming and 
which North Dakota is preparing the stage 
for. That is the location of scores of small 
Plants, scattered throughout the State, to 
process or manufacture North Dakota farm 
products. 

It doesn’t take an economist to grasp the 
importance of more payrolls in North Dakota. 
It is the solution to our tax problem and has 
definite bearing on the future prosperity of 
our farmers, which means more business for 
the lumberman as well as every other dealer. 


Opportunities in Modernization 


Town homes which need modernization and 
country homes which need new buildings and 
new equipment offer two important fields for 
development of the lumber trade, J. A. Edge- 
combe, Minneapolis, president of the Edham 
Co., told the meeting Thursday. 

Mr. Edgecombe said there are 20,000,000 
dwellings in the United States of an average 
age of 13 years or more and that 12,000,000 of 
these are in obvious and urgent need of mod- 
ernization. “All that is necessary to develop 
this business,” he said, “is to contact the people 
whose homes are out of date and need modern- 
izing. It sounds easy and it is. Contractors 
and building material dealers have proved it 
in many places.” 

Mr. Edgecombe is proving his theory with 
a practical test in Minneapolis. He purchased 
an old substantial home on a prominent cor- 
ner in one of the desirable residence districts. 
Soliciting the help of the Minneapolis Tribune, 
he is securing fine publicity. It is known as 
the Tribune Modernized Home. The better 
newspapers in any city or town will be glad 
to sponsor such an undertaking, he said. 

He then told of an aggressive modernizing 
sales campaign he is waging, the methods used, 
and how successfully it is working out. 





Chair Company Remodels Dry 
Kiln 

Tacoma, WasH., Feb. 14.—In order to take 
care of its increased output of properly dried 
alder and maple lumber for factory purposes, 
the Northwest Chair Co., of this city, recently 
has remodeled one of its old type dry kilns into 
Moore’s reversible cross circulation type. An 
interesting feature of this installation is that 
exhaust steam at 2 to 5 pounds pressure is used 
for heating the new kiln. The condensate is 
returned by means of a vacuum pump, thus 
making an economical installation. Due to mul- 
tiple heat control and the large volume of cir- 
culation employed, this kiln is very flexible and 
the system used here is applicable to all mills 
having exhaust steam available and which may 
be short of boiler capacity. The equipment for 
this remodeled kiln was furnished and installed 
by the Moore Dry Kiln Co., of North Portland, 
Ore. Among other improvements, the North- 
west Chair Co. also recently installed a new 
high speed shaper of latest design in its modern 
factory. J. H. Gilpin is president and manager 
of the company, with M. M. Klatt vice presi- 
dent and E. V. Williams secretary. 


lowa Yard Changes Hands 


FairFIELD, Iowa, Feb. 17.—The Fairfield 
Lumber Co., with headquarters here, has pur- 
chased the lumber yard of Simpkin & Edwards 
at Salem, Iowa. The yard will be operated 
under the name of Salem Lumber Co. Most of 
the buying will be done by the Fairfield office. 
Fred R. Nutt is the manager of the Fairfield 
Lumber Co. which conducts a complete lum- 
ber and building material service. 
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Intensive Selling Urged on Virginians 


Reports at Fifth Annual Show Association 


Has Made Progress—Group 


Organization and Meetings Stressed as Important Means for Bettering Business 


RicHMOND, Va., Feb. 16.—The fifth annual 
convention of the Virginia Lumber & Building 
Supply Dealers’ Association, held here last Fri- 
day and Saturday at the Hotel John Marshall, 
was called to order Friday morning by Presi- 
dent W. W. Coffey, of Lynchburg, who spoke 


briefly in an optimistic vein. Officers were 
elected as follows: 

President—A. T. M. Rust, Economy Lumber 
Co, (Inc.), Christiansburg, Va 

First vice president—John H. Rosenberger, 
de W. Rosenberger & Co (Ine.), Winchester, 


Va 
Second vice president Ww. 
terding-Carneal-Davis Co., 


Creed Davis, Sit- 


Richmond, Va. 


Third vice president W. W. Berry, W. F. 
Berry & Son, Harrisonburg, Va. 
Treasurer—S. T. Massey, Massey Builders’ 


Supply 
elected). 


Corporation, Richmond, Va. (re- 


Secretary M. Harris Mitchell, Richmond, 
Va (re-elected). 

Directors—C, S. Adams, Adams Brothers- 
Payne Co., Lynchburg; W. C. Arrington, Nor- 
folk; A. E. Miller, Staunton; W. F. Gibson, 
Gibson & Davis (Inc.), Wytheville; G. W. Her- 
ring, Wallace & Herring, Alexandria; T. 
Whyte, Friend & Co (Ine.), Petersburg; 
Craige Ruffin, Richmond: I. L. Glaze, Win- 
chester Fr. B. Gilbert, Farmville; H EK. Ken- 


nedy, 
Pr. 8. 


Exchange 
Vaughan, 
and C. B 


Lumber Co. (Ine.), 
Heffelfinger Co 
Nettleton, 


Roanoke; 
(Ine.), Hamp- 


ton, Covington. 


Retiring President Coffey was presented with 
a silver loving cup and made a member of the 
advisory council of past presidents, and W. A. 


3arksdale, of the Charlottesville Lumber Co. 
(Inc.), Charlottesville, Va.. a member of the 
advisory council, was named a director of the 


National Retail Lumber Dealers’ Association 
with which the Virginia association has decided 
to affiliate. 

The convention was welcomed to Richmond 
by Mayor J. Fulmer Bright, who told the dele- 
gates of what is being done tn Richmond in the 
way of building and other construction work. 
Despite the business depression, he said, work 
is going on, adding, “and it will continue to go 
on according to your efforts.” 

The speaker told his hearers something of 
the history of Richmond and Virginia, calling 
particular attention to historic St. John’s Epis- 
sopal church, in Richmond, where the immor- 
tal Patrick Henry uttered his famous “Give me 
liberty or give me death” speech, as a lasting 
monument to wood. St. John’s church, he re- 
minded his listeners, is built throughout of wood 
and, although it was erected considerably more 
than 150 years ago, it still stands as originally 
built, never having been burned, destroyed or 
rebuilt, although Richmond twice was burned, 
once during the Revolutionary War by the 
enemy and, later, by soldiers of the Confeder- 
acy in 1865. 

The response to the mayor’s address was de- 
livered by A. T. M. Rust, who reminded his 
hearers that it was Mayor Bright who wel- 
comed the association on the occasion of its 
first annual convention in Richmond four years 


ago. 


Points to Association's Achievements 


Retiring President Coffey, after alluding to 
the fact that the 1931 gathering was the best 
attended in the history of the organization, de- 
clared that last year was the worst the build- 
ing industry had ever experienced. “I can not 
conceive of a worse year from many points of 
view. In the face of this condition, however, 
your association not only has held its own, but 


it has gone forward, it has made progress, 
despite dire prophecies. Its finances are in good 
shape and its membership has grown. The as- 
sociation ideal has found its way throughout 
the State. The last year has seen the estab- 
lishment of a number of local groups. The 
association has not attained its goal, but it has 
made appreciable headway. The groups that 
have been formed are functioning, the most 
marked activity being in the northern and south- 
western sections of the State.” He predicted 
that the other districts of the State would be 
“found in line” at the close of 1931. He looked 
forward confidently to the time when 90 per- 
cent of the eligible dealers of the State would 
be found in the association. This “much-to-be- 
desired” consummation, he added, “will be due 
to the efforts of the local groups.” “It is only 
a question of time,” he said in conclusion, 











W. A. BARKSDALE 
Charlottesville, Va.; 
Director for National 


M. H. 
Richmond, 


Re-elected 


MITCHELL, 
vo. 
Secretary 


“when we will have one of the best associations 
in the country.” 

The annual report of Treasurer Massey 
showed that the receipts of the association dur- 
ing the last year more than met the expenses 
of the organization, with a comfortable balance 
in the bank. 


Secretary Reports Steady Progress 


Secretary-Manager Mitchell, in his annual 
report, said that, although the Virginia associ- 
ation is one of the youngest in the industry, it 
has made steady and satisfactory progress. 

Those who told 
a year ago that the organization 
be able to make the grade have 
he said. Thirty-six new members 
in the last year, while seven dropped out, 
making a net gain of 29. The relations be- 
tween the manufacturers and the dealers have, 


officers of the association 
would not 
been routed, 


were added 


in the main, been comparatively satisfactory. 
We have had our manufacturer-dealer trou- 
bles, just as any other group has. Our per- 


spectives are different; we see things through 
different glasses. The association, he said, is 
rendering a bigger service to the dealers dur- 
ing the year that has just begun. He thought 
the business depression, while bad enough, 


could have been worse, and he saw the inevi- 
table silver lining. Opportunity may not 


knock but once, but often it has to knock one 
down, he said, adding, it comes only to women 
with a ring. 


Walter F. Shaw, trade extension manager of 


the National Lumber Manufacturers’ Aggoqj. 
ation, Washington, D. C., spoke on “What Are 
Your Market Possibilities?” pointing out to hjs 
hearers their opportunities in going after farm 
business. Stressing the need of co-operation 
he said that unanimity frequently is difficult t 
attain. Mr. Shaw has just completed a coas. 
to-coast survey, and the Virginia association, 
he said, faces an unusual situation, brought 
about by the business depression, attenuated by 
last summer’s unprecedented drouth. Stressing 
the importance of more intensive merchandising 
effort, he declared that 86 percent of the lumber 
dealers are doing 95 percent of the business, 

To attain volume, he told his hearers, one 
has to be more than an order-taker. No mat. 
ter how bad business is, there is always some 
to be had. It is people, not geography and 
seasons, that make business volume. Know the 
directions in which farm and land values are 


growing; study the needs of these sectlons: 
keep your eye on new types of modernizing 
needs. ‘The farm building field should be cyl. 


tivated. Make a logical trade survey of your 
locality. The Virginia farmer last year spent 
only 7 pereent of his dollar for lumber, where- 
as 13 percent went for automobiles, radios and 


other luxuries. Sell them the lumber they 
need before they are induced to spend their 
money for these other things. 


Charles H. McAllister, manager of the Build- 
ing Material Dealers’ Bureau, of Cleveland, 
Ohio, substituted for R. C. Kuhlman, secretary 
of the Cincinnati district, No. 1, of the Ohio 
Association of Retail Lumber Dealers, who was 
to have spoken on the subject, “Let Co-opera- 
tion Pay Your Dividends,” but who was unable 
to be present. The keynote of Mr. McAllister's 
talk was co-operation. “United we stand, di- 
vided we're stuck,” he said. “We are not go- 
ing to have tough times forever,” he said. “The 
business depression through which we have been 
passing has served to close the ranks.” The 
problem facing the dealers, he said, “is whether 
you are going to maintain your place in the 
industry. We have got to get together, co- 
operate and share our common problems. We 
must do those things that help the other fel- 


low. Don’t make this merely a yearly get-to- 
gether. Get together in smaller groups.” He 


thinks well of the modernization idea. “There's 


a great field for it,” he said. 
Urges Campaign of Spending 

Orville H. Greene, president of the Wilson & 
Greene Lumber Co., of Syracuse, N. Y., said: 
“We thought we knew something about mer- 
candising and finance prior to 1929, but, with 
gas pains, headaches and divers other ailments, 
we don’t know whether we know anything about 
them or not.” He said he found conditions 
about the same everywhere. He urged a cam 
paign of spending, and favors ‘a _proclama- 
tion by the President calling for a 30-day period 
of spending. “If every one of those employed— 
and he put the figure at about 40,000,000— 
would spend $100, that would put $4,000,000,000 
in circulation,” he said. He thinks “we should 
snap out of it.” “‘Some call the present bust 
ness depression a cycle,” he said. “I call it 2 
bicycle, and we've all been taken for a ride. 
One of the principal troubles he has found ™ 
his swing around the country has been lack o 
co-operation, he said. The difficulty is not S° 
much in selling, he said, but in paying for what 
is sold. He believes the time is ripe for selec- 
tive selling. “Let’s do a little doorbell-ringmg 
ourselves,” he said. “Others are doing it. Lets 
get out and get our share of the American dol- 
lar.” He was not so sure that, if the dealers 


didn’t get into the financing end of the business, 
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they willl soon find themselves out of the build- 
‘ng pusiless. 

a Aes of the fundamentals of good merchandis- 
ing, Mr. Greene said, is departmentizing. “Know 
and work with your competitor,” he suggested. 
“Know your costs. Make your organization a 
part of your organization in fact. Map out a 
sales program ; make every member of your 
organization a sales person. Make every one 
cales-minded. And there is no end to what you 
can do.” A planing mill he characterized as a 
necessary evil, but it helps to get other busi- 
ness. He advocated the carrying of a complete 
line of paints, varnishes, lacquers and brushes, 
hardware, nails; in fact, everything that goes 
into a house. 

Opportunities for Modernization 

H. K. Nygaard, sales manager of the Weath- 
erbest Stained Shingle Co., of North Tona- 
wanda, N. Y., who took as his subject, “Mod- 
ernization,” declared that, although the 1,800,- 


AMERICAN LUMBERMAN 


000 new housing units annually required in the 
United States to take care of normal increases 
in population have been considered the primary 
market for lumber and building supplies, the 
possibilities of this market are insignificant 
when compared with the modernization mar- 
ket. Three out of every five houses need mod- 
ernization, he declared. 

Chester Leasure, departmental manager of 
the United States Chamber of Commerce, at 
Washington, D. C., who brought the greetings 
of his organization, tooks as his subject, “What 
We Don’t Know Does Hurt Us.” 

Franklin A. Hofheins, Snark of the Universe, 
of North Tonawana, N. Y., addressed the deal- 
ers Friday on “What Hoo-Hoo Can Do for 
You.” He was introduced by W. H. Burroughs, 
of Lynchburg, Va., Supreme Gurdon. Building 
or the lack of building is the barometer of 
prosperity or adversity, Mr. Hofheins said, and 
building will be the pilot of better times. “The 
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time is just around the corner,” he said, “when 
the sound of the hammer and the saw will sup- 
plant that of the ticker tape and we should be 
ready to mobilize the man power of the indus- 
try.” 

Others who spoke were C. E. Stedman, vice 
president of the Celotex Co., of Chicago, who 
took as his subject, “Merchandising,” and 
Frank M. Cline, secretary and manager of the 
Del-Mar-Va Credit Bureau, of Salisbury, Md., 
who spoke on “Credits and Collections.” 

The social schedule embraced a_ shopping 
tour and theater party for the ladies; a banquet 
and entertainment, a bus tour of Richmond for 
the ladies and the golf privileges of the Coun- 
try Club of Virginia. 

Three cities—Alexandria, Danville and Lu- 
ray—imade bids for the 1932 convention, which 
will be held in February of that year, the ex- 
act dates and place of meeting to be deter- 
mined later by the board of directors. 





Club to Watch for Sales Opportunities 


Southwestern Hardwood Committee Will Check Up on All New Projects— 
Told of Chances to Sell Gum and Moss—To Encourage Local Factories 


New OrLEANS, La., Feb. 16.—Election of 
officers and a discussion of steps necessary to 
insure that wood goes into specifications of 
both buildings and their furnishings and fix- 
tures to be erected by State, municipal and 
private concerns in the hardwood producing 
regions were the principal features at the an- 
nual meeting of the Southwestern Hardwood 
Manufacturers’ Club here last Wednesday. The 
oficers and directors elected were named on 
page 59 of last week’s issue of the AMERICAN 
LUMBERMAN, Omitted from the list of officers 
was the name of E. F. Horan, of the Kirby 
Lumber Co., Houston, Tex., who was elected 
third vice president. 

The meeting opened with the annual report 
of Secretary-Treasurer George Schaad, who 
said in part: 

The last year, while a very inactive one for 
the lumber industry, has, however, been a 
fairly active one for the club in handling mat- 
ters of interest to its members. In January 
our tax committee again appeared before the 
Louisiana Tax Commission and was success- 
ful in securing equitable values for assess- 
ment purposes on hardwood stocks. Informa- 
tion as to the collection and shipping of gum 
collected from the sweet gum tree was furn- 
ished all our members. Your club joined 


other lumber organizations in opposing be- 
fore the Louisiana Insurance Commission a 


proposal of the stock fire insurance companies 
for a material increase in premiums on wood- 
working risks. A decision in this case has 
not as yet been handed down by the commis- 
sion. A resolution was adopted asking the 
Louisiana legislature to appropriate from the 
Severance tax $40,000 for hardwood reforesta- 
tion, and proper representations were made to 
the appropriations committee. This request 
Was, however, denied and the matter killed 
along with other appropriation measures at 
that session. 

During the last year the membership roll 
of the club has not held its own. We started 
Me year with 46 active members, lost 4 and 
gained 1, a net loss of 3 members, or 43 ac- 
uve members to begin this year. This loss 
While, of course, not encouraging is not dis- 
‘ouraging when consideration is given to the 
“epressed conditions of the last year and the 
fact that almost all other organizations of a 
similar nature showed losses in their member- 
Ship for that year. 

The club’s financial position was reported as 
sound, and announcement made of the affilia- 
tion of the W. E. Hyde Lumber Co., of Mem- 
phis, Tenn., for its mill in Louisiana. 

_ in discussing the necessity of actively watch- 
ing the interests of hardwood producers in the 
region, it was pointed out that specifications 
lor the furniture and furnishings of the new 


Louisiana State capitol have not been published 
yet, and this is the time to check up on them. 
The club should insist on wood furniture in so 
far as possible. In this connection, the opinion 
was expressed that the club should act in co- 
operation with the Wood Furniture Associ- 
ates, and irrespective of whether Louisiana 
wood might be used solely or not. Pres- 
ident George H. Harrison called for a motion 
authorizing a committee of three to handle 
the Louisiana matter, and asking the sec- 
retary to work in co-operation with the Wood 
Furniture Associates and furniture dealers in 
Louisiana. The resolution was adopted. 

In expansion of this matter, general discus- 
sion brought out the need for an active watch 
on specifications in similar building and fur- 
nishing projects particularly so that action may 
be taken to push the wood interests before it 
is too late. It was decided that a committee 
consisting of a member each from Texas, 
Louisiana, Mississippi, and Alabama be named. 
The committeeman of each State is to report 
projects as they come up, and action is to be 
taken by the club in advance of publication of 
specifications. 

The club expressed appreciation to the 
Louisiana committee that worked to obtain an 
equitable tax assessment valuation on lumber 
stocks in Louisiana. 

In commenting on conditions as they found 
them W. D. Lurry, of Zenoria Lumber Co., 
Zenoria, La., said its mill was still down, and 
had been so since June; F. B. O'Leary, of 
Macal Hardwood Co., New Orleans, said he 
had nothing to report; George H. Harrison, 
Louisiana Central Lumber Co., Clarks, La., said 
it was sitting tight and had moved 8/4 gum 
on old orders; W. H. Moynan, of Louisiana 
Red Cypress Co. (hardwood department), New 
Orleans, said it had been down a year, was 
moving what it could, and had had more in- 
quiries last week; Robert O’Rourke, of Over- 
seas Forwarding Co., New Orleans, said Janu- 
uary is generally dull and has been for the last 
12 years, but many find they have a fair busi- 
ness and he finds some lumber moving. 

Mr. Harrison, commenting on previous club 
discussions on National inspections, reported 
having had a claim on 4,600 feet reversed by 
the National inspector. 


Shady Export Operations 


There was an extended discussion of the 
operations of a firm in the exporting field 
which was reported as buying low grades and 
shipping them out as 1sts and 2nds, comments 
being that originating railroads are due to be 


censured for allowing the trading of bills of lad- 
ing. A large number of cars were reported 
on the New Orleans docks for 62 days, and 
activity was being shown by postal inspectors, 
the Department of Commerce, and the Depart- 
ment of Justice. As a result of this firm’s 
operations, markets in England will look on 
bargains with bills of lading attached as they 
would on smallpox, it was said. 

In commenting on commerce commission ac- 
tivities, Mr. O’Rourke called attention to the 
coming inquiry into ‘the alleged failure of 
some roads to assess service on movements un- 
der B/L over the 7 days’ free time. The in- 
vestigation will be on small ports where ship- 
ments remain 35 to 40 days with no charges. 
The record can be referred to for two years 
past and collection forced, he said. 

The hardwood manufacturers were advised 
by V. H. Sonderegger to look after the added 
revenues to be derived from the moss industry. 
The moss industry in Louisiana represents 
$3,000,000 annually and some complaints are 
received that moss can not be obtained through- 
out the twelve months. The conservation depart- 
ment is investigating, the figure quoted being 
only the cost of picking and ginning. Moss 
rights are worth 25 cents an acre per crop. 
One moss gin handles 78,000 pounds of black 
(dry) moss annually. There are four grades, 
the Atchafalaya being the highest, running 
from % to 1% cents a pound. 

Attention was also called to the demand for 
gum obtained from the red gum tree and used 
in medicinal preparations. The operator 
should get at least $1 a pound, Mr. Sonde- 
regger said. These items are pointed out as a 
means of getting just that much additional 
revenue from the operations. 

The conservation department is making a sur- 
vey in Louisiana to determine what timber each 
parish cuts by species and is co-operating with 
the Forest Service in a small log survey, in- 
cluding the distance from the mill angle. 'n 

njunction with the New Orleans Association 
of Commerce, it is trying to get the woodwork- 
ing industries to come to Louisiana from the 
Detroit area. These include the match indus- 
try which utilizes 10,000 feet of cottonwood a 
day in the 12- to 16-foot sizes, knockdown fur- 
niture parts for laminated desks, manufacturers 
of which could ship the parts to the North etc. 
This activity is based on the desirability of hav- 
ing the customers at nearby points rather than 
at a distance. 
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Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


% Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
future. Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Order 


YMAIL COUPON NOW( 














AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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What the Associations Are 
Planning and Doing 


Feb. 23-25—Kentucky Retail Lumber Dealers’ As- 
sociation, Brown Hotel, Louisville, Ky. Annual. 


Feb. 24—Northern Indiana & Southern Michigan 
Retail Lumber Dealers’ Association, Oliver 
Hotel, South Bend, Ind. Annual. 


Feb. 24-26—Southwestern Iowa Retail Lumbermen’'s 
Association, Hotel Chieftain, Council Bluffs, 
Iowa. Annual, 


March 5—Lumbermen’s Exchange of Philadelphia, 
Philadelphia, Pa. Annual. 

March 6—Eastern Iowa Retail Lumbermen’s Asso- 
ciation, Lafayette Hotel, Clinton, Iowa. An- 
nual, 

March 4-56—South Dakota Retail Lumbermen’s As- 
sociation, Sioux Falls, S. D. Annual, 

March 6—Empire State Lumber Salesmen’s Asso- 
ciation, Onondaga Hotel, Syracuse, N. Y. An- 


nual, 

March 6-7—Utah Lumber Dealers’ Association, 
Chamber of Commerce, Salt Lake City, Utah. 
Annual, 


March 9-11—Western Red Cedar Association, Spo- 
kane, Wash. Annual, 

March 19-21—Western Forestry & Conservation As- 
sociation, Davenport Hotel, Spokane, Wash. 
Annual, 

March 19-20—Millwork Cost Bureau, Congress Ho- 
tel, Chicago. Annual, 

March 20—Eastern Millwork Bureau, Hotel Penn- 
sylvania, New York City. Annual. 

March 23—Louisiana Retal Lumber & Building 
Material Dealers’ Association, New Orleans, 
La. Annual, 

March 23-25—Southern Pine Association, Roosevelt 
Hotel, New Orleans, La. Annual. 

April 14-16—Lumbermen’s Association of Texas, 
Plaza Hotel, San Antonio, Tex. Annual, 
April 15-16—National Association of Woooden Box 
Manufacturers, Congress Hotel, Chicago. Annual. 
April 15-16—National-American Wholesale Lumber 
Association, Ambassador Hotel, Atlantic City, 

N. J. Annual. 

April 14-16, 1931—Lumbermen’s 
Texas, St. Anthony Hotel, 
Annual, 

May 14-15, 1931—Florida Lumber & Millwork As- 
sociation, Orlando, Fla. Annual. 

May 19-20—Northwestern Retail Coal Dealers’ 
sociation, Nicollet Hotel, Minneapolis, 
Annual. 

June 3-5—American Forestry Association, 
Park Inn, Asheville, N. C. Annual. 


Association of 
San Antonio, Tex. 


As- 
Minn. 


Grove 


Western Red Cedar Meet Postponed 


SpoKANE, WasH., Feb. 14.—The annual 
meeting of the Western Red Cedar Associa- 
tion was to have been held here Feb. 16, 17 
and 18, but W. H. Jones, secretary, announced 
this week that postponement had been made un- 
til March 9, 10 and 11. 








Plans of South Dakota Dealers 


Sioux Fats, S. D., Feb. 16.—In announcing 
the program for the annual convention of the 
South Dakota Retail Lumbermen’s Association, 
Secretary H. C. Kehm, of Harrisburg, advises 
that the meeting will be held in the Pontiac 
Building instead of the Coliseum, which is be- 
ing rebuilt. The first business session will be 
held on Wednesday afternoon, March 4, at 
which time the officers will make their reports 
and committees will be appointed. Addresses 
will be made by Dr. G. W. Nash, of Yankton, 
on “South Dakota”; by Ormie C. Lance, sec- 
retary of the Northwestern Lumbermen’s As- 
sociation, and by C. F. Miller, of the National 
Lumber Manufacturers’ Association. 

The second business session will be held on 
Thursday afternoon, March 5, at which time 
the radio committee, headed by J. W. Horner, 
will report and addresses will be made by 
Charles R. Black, of Corning, Ark., on the 
“Mystery Man,” by Harry Turner, of Topeka, 
Kan., on coal, and by the Rev. Marion Waldrip 
of St. Louis, on the Arkansas Hill Billy. 

The Tri-State Building Material Salesmen’s 
Association will have charge of a buffet lunch 
which will be served in the convention hall 
Thursday noon, and it also will be the host at 
the annual banquet to be held Thursday eve- 
ning at the Cataract Hotel. Following the ban- 
quet, the salesmen will put on their annual 


show, which promises to be particularly good, 

In connection with the convention, there will 
be a number of exhibits by Manufacturers 
which, Secretary Kehm says, will be 


More 
numerous than ever before. 





American Forestry Association 


Wasurnoton, D. C., Feb. 16.—The fifty-sixth 
annual meeting of the American Forestry Agso. 
ciation will be held at Asheville, N. C., June 3 
4 and 5, 1931, at the Grove Park Inn, jointly 
with the North Carolina Forestry Association, 





Preparations for Utah Program 

SaLt Lake City, Utan, Feb. 14.—A dis- 
tinct feature of the announcements concerning 
the coming annual convention of the Utah 
Lumber Dealers’ Association, to be held March 
6 and 7 in this city, is a multicolored poster 
card which is headed “Thar’s Gold in Them 
Thar Hills,” and which shows the manufac- 
turer, wholesaler and retailer climing up the 
steep mountain sides as mountain climbers draw 
themselves up the sides of the Alps. The moun- 
tain peaks in this instance are labeled “Mod- 
ernizing” and “Repairs.” The significance of 
this poster card, of course, is that each branch 
of the trade can co-operate with the other in 
securing modernizing and repair business. This 
poster card is distinctly one of the most novel 
and most attractive that has ever been issued 
by any retail lumber dealers’ association. 

In reference to the program for the conven- 
tion, a special committee says: “The program 
is in the making. One thing is sure. There 
will be no oratory. There will be no camou- 
flage. Speakers representing manufacturers, 
wholesalers and Utah retailers will present 
facts, to help us arrive at a sound understand- 
ing and conclusion of the retailer function in 
profitable merchandising.” 





Plans for Seutheva Plas Meet 


New OrLeans, La., Feb. 16.—Definite plans 
for the meeting of retail lumbermen scheduled 
in connection with the annual Southern Pine 
Association convention here March 23 to 25 
are being carried out, a letter of invitation to 
12,000 dealers in the consuming territory hav- 
ing been mailed out during the week. The 
association, in the formulation of ideas for the 
session, has been spurred on by the reports of 
hearty acceptance of the general ideas of the 
tentative plan for co-operation with retail lum- 
bermen recently placed before retail lumber 
conventions and organization trade relations 
committees. In addition to the invitation letter, 
literature was forwarded the retail lumbermen 
by the New Orleans Association of Com- 
merce, ed 

Invitations to the members of the Loursiana 
Retail Lumber & Building Material Dealers 
Association, announcing the organization’s an- 
nual meeting for March 23, also include ap- 
propriate comment regarding the Southern 
Pine joint meeting. The Louisiana organiza 
tion has been enlisted in the co-operative move 
and Secretary R. A. McLauchlan is working 
to put the session over in a big way. _. 

The subcommittee of the Southern Pine As- 
sociation, which devised the original tentative 
plan of co-operation with retailers, will prob- 
ably not meet the latter part of this month to 
consider the many suggestions received from 
retailers since the presentation of the plan at 
the various retail conventions, but will, make 
its report and recommendations at the time of 
the Southern Pine annual. 

Reports received from the various conven: 
tions where the co-operative plan was discusse 
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indicate a large attendance of retailers may be 
anticipated ior the joint dealer-manufacturer 
meeting and President C. C. Sheppard is hope- 
‘ul that the plan may be well advanced through 
this. _ C. Berckes, secretary-manager, has 
acknowledged the hearty co-operation of retail 
yssociation secretaries in putting the plan be- 
fore their organizations, and asking for con- 
tinued effort im support ol the joint meeting 
here. : — 
|mportant suggestions for the revision of 
Southern Pine Association grading rules will 
be considered by the grading committee in a 
meeting set for March 23 by Chairman W. T. 
Murray. Jt is proposed that when the sub- 
committee on timber specifications and railway 
car material has made its recommendations to 
the grade rules committee, these will be re- 
ported to the annual meeting of the associa- 
tion. None of the revisions to come up relate 
to material ordinarily carried in retail lumber 
yards. 





7 . . 
On the Russian Situation 

Newark, N. J., Feb. 16.—George E. DeNike, 
secretary the New Jersey Lumbermen’s Associ- 
ation, has written the following letter to the 
senators and congressmen representing the 
State at Washington: 

luther than burden you with details, with 
which you are no doubt familiar, relative to the 
serious situation which has already developed 
and bids fair to become an overwhelming catas- 
trophe, I will simply quote below a resolution 
adopted unanimously by 508 building material 
dealers at a meeting held in Newark on Jan. 
se iver: 

“Resolved, That the New Jersey Lumbermen’s 
Association is unalterably opposed to any im- 
portation of convict-made forest products, how- 
ever skilfully disguised by American importers, 
as fundamentally destructive to the maintenance 
of the present American standard of freedom 
of contract and we hereby urge our representa- 
tives and senators in Congress to support Sen- 
ite Bill No. 5370—-entitled ‘A bill to prohibit 
importation of products of convict, forced, or 
indentured lumber, and for other purposes.’ ”’ 

[ trust that you will give this resolution sert- 
ous consideration and that you will give Senate 
sill No. 5370 your serious support. 

In a letter to association members, apprising 
them of the one he sent to the congressional 
members, Mr. DeNike says: 

The Russian menace, when viewed from all 
angles, is really a serious one and deserves our 
earnest consideration. It is not only a menace 
to the lumber industry, but, in its many rami- 
fications, it bids fair to become the controlling 
factor in the economics of the world. 

In addition to what we have done as a group, 
it might be well for you to contact your sena- 
tors and congressman, and let them know where 
you stand individually. 


Toronto Dealers Start Promotion 
Campaign 

Ont., Feb. 16—The Toronto 
branch of the Ontario Retail Lumber Dealers’ 
Association, at an important meeting recently, 
decided to canvass all the dealers in Toronto 
and suburbs, as a preliminary step toward start- 
ing a trade promotion campaign. The meeting 
was largely attended and _ representative of 
nearly all of the important firms. The plan of 
operation is to create a trade promotion fund 
by means of contributions from retailers and 
wholesalers. On each carload of lumber sold by 
a wholesaler in the Toronto market, the pur- 
chasing retailer will contribute a dollar and 
the wholesaler who sells the car will be asked 
0 contribute a dollar. A similar plan is al- 
teady in operation in Ottawa and the Border 
Uities are also discussing it. 

_ All the dealers present at the Toronto meet- 
ing expressed opinions in favor of the proposal 
and most of them were enthusiastic. A strong 
committee was appointed to canvass the trade, 
consisting of H. L. Sheppard, A. A. Streat- 
held, A. H. McCabe, V. E. Boake, A. E. Clark, 
). A, Ferguson, J. D. Copeland and J. Kent 
Uckley. Every dealer will be canvassed and 
urged to take part in the campaign. The com- 
mittee will also gather statistics as to the num- 
Xr of cars sold in the Toronto market. This 
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will make it possible to draw up a budget and 
at a subsequent meeting of the Toronto branch, 
plans of operation will be discussed. 

The meeting also voted in favor of a Clean 
Yard contest among retail lumber dealers be- 
longing to the O. R. L. D. A. in the Toronto 
district. A letter from R. A. Laidlaw, To- 
ronto, offering to contribute a cup for the con- 
test was read and the offer was accepted. 





New York Groups Merge 


New York, Feb. 17.—Forty new members, 
including the personnel of the Retail Lumber 
Dealers’ Association and several additional re- 
tailers, joined the New York Lumber Trade 
Association as a result of a meeting held last 
Tuesday night in the National Republican Club. 

The merging of the organizations is in line 
with the policy of Conrad N. Pitcher, president, 
and a special committee to unite all lumbermen 
of the city in one organization. The members 
admitted last week represent the Bronx, Brook- 
lyn and Manhattan. The session was marked 
by much enthusiasm and resulted in announce- 
ment that the retail group will meet for dinner 
on the second Tuesday in each month. 

Speakers at the meeting included Seymour 
linkelstein, secretary of the Retail association 
which now loses its separate identity; Andrew 
H. Dykes, Everett L. Barnard, Sidney Miller 
and Mr. Pitcher. 


Hear Expert on Kiln Drying 


PHILADELPHIA, Pa., Feb. 16—One of the 
most interesting addresses on moisture in wood 
was delivered at the February meeting, last 
l‘riday, of the Eastern Lumber Salesmen’s As- 
sociation by E. C. Wilkinson, dry kiln expert 
of the Victor-R C A Radio Corporation, of 
Camden, N. J. Dr. Wilkinson, whose firm is 
one of the largest users of hardwoods in the 
industrial world, explained the purpose and the- 
ory of kiln drying, the various kinds of kilns 
and methods of testing. 








Texans Discuss Current Problems 


Houston, Tex., Feb. 16—A number of 
prominent lumbermen from Houston and vicin- 
ity attended a meeting of the Rio Grande Val- 
ley dealers, held in Harlingen on Feb. 10. 
Among the manufacturers who attended this 
meeting were T. P. Wier and E. E. Hall, of 
the Wier Long Leaf Lumber Co., and Frank 
D. Wherritt, of the Sabine Lumber Co., Hous- 
ton, and FE. L. Kurth, of the Angelina County 
Lumber Co., Keltys. Another prominent Hous- 
ton visitor at this meeting was J. I. Laird, 
manager of the retail yards of Lynch Davidson 
& Co. 

The business session was held in the evening, 
following a dinner after a day spent in visits 
among the Valley lumbermen. 

A subject of importance to every lumberman 
is that of protecting the American lumber in- 
dustry from the vicious competition of Russian 
lumber. FE. L. Kurth, of Keltys, in this con- 
nection discussed the proposed legislation now 
before Congress, which, if adopted, will bar 
Russian convict-produced lumber from this 
country. 

Another matter of importance to every lum- 
berman in Texas was discussed by T. P. Wier, 
who read a carefully thought out paper on the 
subject of legislation affecting the lumber indus- 
try, which is now under consideration by the 
State legislature in Austin. 

Frank D. Wherritt, who was on the pro- 
gram to speak on “What the Manufacturer Is 
Doing for the Retail Dealer,” covered his sub- 
ject in three sentences that carried a mighty 
wallop. He said: “We are shipping the dealer 
better lumber than ever before. We are de- 
livering it quicker than ever before. We are 
selling lumber to the dealer for less than cost.” 

3efore adjourning, the association adopted a 
resolution which was sent by wire to Hon. 
John Garner, congressman from the Valley dis- 
trict, urging him to support the measure now 
before Congress to bar Russian lumber. 
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You Are 
A Thinking 


Lumberman 


or you would not be reading the 
important news and advertise- 
ments in the American Lumber- 
man. 


You are interested in all mat- 
ters relating to the up-building of 
your business. Your machinery is 
up-to-date, lumber up-to-grade. 
Put your credit department on a 
par with all your other equip- 
ment. Just what you need is the 
BLUE BOOK, the lumbermen’s 


own credit rating service. 


The BLUE BOOK provides 
dependable, up-to-date informa- 
tion on the financial responsibility 
and paying habits of all classes of 
the lumber trade as well as the 
buyers of lumber and forest prod- 
ucts. Issued twice a year with 
weekly and monthly supplements, 
it’s just the thing for the Credit 
Department. Special reports and 
wire information, whenever you 
want it, make the BLUE BOOK 
known wherever lumber is bought 
and sold. Every lumberman 
should have the BLUE BOOK. 


Cash Those 
Slow Accounts 


Turn them over now to the 
BLUE BOOK Collection Depart- 
ment. In these days of slow pay, 
hundreds of companies are asking 
our help. Save your time—give 
us the accounts. 


To Every Lumberman 


who answers promptly there will be 





given an opportunity to receive 
FREE BLUE BOOK service. Don’t 
delay—mail the coupon today. a 


-~------------ 





National Lbr. Mfrs.’ Credit Corp., 
2017 Conway Bldg., Chicago, IIl. 


Gentlemen: 


Please tell me more about the Blue 
Book FREE service. 


PS oa cascsscavdcnvansccakeees waasunt 
AL-3 


——— 
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North Carolina Pine and 
West Virginia Hardwood 














Kiln Dried, Well Manu- CASING, 
fostered, High Grade. BASE AND 
Capacity, 250,000 feet MOULDINGS 
wr Dew. Mixed Cars Our Specialty. - 


WILLSON BROTHERS LUMBER CO. 
" 1530-35 Oliver Bldg., PITTSBURGH, PA. 














Manufacturers 


Short Leaf Pine and Hardwoods 








Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler”’ 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 























C B Richard & Co Established 1847 
e >. . 

29 Broadway, NEW YORK — Castwins Brokers We 

‘ og ED. 

Ocean Freight am discount drafts. 


Commercial Credits 
for exports & imports 


Brokers 
Special department handling export lumber shipments 








A New Book 


~~ er eeP 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction, 


Every effort has been exerted to make 
this little book measure up to YOUR 
IDEAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 

While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
experc in your community. Bound in 
sem't-flexible red _ leather. 128 pages, 
2%”"x5%”", vest pocket size. 


$3.00 Postpaid 


AMERICAN LUMBERMAN 
431 So. Dearborn St. | CHICAGO, ILL 
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Hardwood Wholesalers Meet 


MILWAUKEE, Wis., Feb. 17—G. A. Vangs- 
ness, of Chicago, was elected president of the 
Northern Wholesale Hardwood Lumber As- 
sociation at its annual meeting here today. Mr. 
Vangsness, as chairman of the trade relations 
committee which was discontinued at the last 
meeting, recommended that the committee be 
reinstated with the general object of improve- 
ment of trade relations between wholesalers 
and other branches of the industry instead of 
confining itself to efforts to obtain a greater 
wholesale discount from the manufacturers. 
William Kelley, of Milwaukee, retiring presi- 
dent, in his opening address reminded the 
wholesalers that the greatest value of the as- 
sociation is not in finding ways to establish 
prices or to discuss the technical features of 
lumbering but rather as a means of men in the 
same branch of the industry maintaining a 
friendly acquaintance with each other. 

Secretary J. F. Hayden, of Minneapolis, 
Minn., read the report of the treasurer, Henry 
A. Walker of Chicago, which showed a balance 
this year of about $100 more than that of last 
year. In his own report Mr. Hayden urged the 
members not to spend too much time looking 
back over the “late lamented 1930.” Concern- 
ing the trade relations committee he reminded 
them that, although it had been unsuccessful in 
its efforts to clear up the wholesale discount 
problem, similar efforts of other wholesale or- 
ganizations and of manufacturers’ groups had 
met with a similar fate. He stressed particu- 
larly the fact that although the situation has 
been unsatisfactory to the wholesalers it has 
been fully as troublesome to the manufacturers. 
“It is but natural,” he said, “for people to blame 
others for whatever troubles may arise” and the 
secretary ventured the belief that this trait of 
human nature is responsible in the main for 
many of the accusations brought by manufac- 
turers and others against wholesalers. 

T. T. Jones, chairman of the membership 
committee, said that during the coming year the 
association, because of changes in the industry, 
will lose two or three members but will also 
gain two or three. He urged the necessity of 
this association maintaining its activities, be- 
cause, he said, “This is the only forum today in 
the North where reports of northern markets 
can be exchanged. He clarified his position re- 
garding associate members, explaining that 
while the wholesale association is anxious for 
manufacturers to become associate members, he 
does not think it wise to use the same consistent 
activity in seeking these memberships as is done 
where active memberships of wholesalers are 
concerned. “The mills,” he added, “are most 
cordially invited to join.” 

A letter requesting the association’s support 
of the organization which is promoting a cele- 
bration ,in 1932, of the 200th anniversary of the 
birth of George Washington, was acted upon 
favorably and the desired resolution was 
adopted. Another letter asking for financial 
support of the Central Committee on Lumber 
Standards was tabled. 


Urges Maintenance of Trade Relations 


\ visitor from Grand Rapids, Mich., A. Van- 
Keulen, president of the VanKeulen & Win- 
chester Lumber Co., manufacturer and whole- 
saler, declared that much of the wholesaler’s 
difficulty in obtaining sufficient margin of profit 
has been due to his own failure to stand up for 
his rights. He urged the necessity of this as- 
sociation continuing with its trade relations 
work saying that this is the most important ac- 
tivity in which the organization can engage, for 
other associations are available to provide other 
necessary services, such as credit information 
etc. Mr. VanKeulen criticized the practices of 
some commission lumbermen in selling at low 
prices. “They don’t care what price they get 
so long as they are able to collect their com- 
mission,” he charged. 

This brought an immediate response from Mr. 
\ndrews who said, “We are all becoming com- 
mission men,” and explained that his idea of a 


wholesaler is a man who buys a stock Outright 
and then sells it. “The reverse is happening jy 
wholesaling lumber,” he continued, “for the 
wholesaler is selling his lumber first and buying 
it afterward.” Mr. Vangsness agreed that this 
is true but maintained that it is not the fault of 
the wholesaler, that under present conditions 
mills are insisting upon immediate shipping jp. 
structions. 

Mr. Jones expressed agreement with the idea 
of reviving the trade relations committee, be. 
cause, he said, changing conditions require clog 
coordination of efforts by manufacturers and 
wholesalers. Jobbers once marketed between ¢ 
and 75 percent of the mills’ production but this 
is no longer the case, as many mills are main. 
taining their own sales organizations. The 
committee, he said, should endeavor to make the 
manufacturers realize the economy to them oj 
maintaining one account for a quantity of lum. 
ber instead of several as is necessary if they 
their own marketing. Maintenance of a sales 
organization is an expensive thing, he said, cost- 
ing the millmen from $3 to $6 a thousand. It js 
a promising field for trade relations activities, 
he said, and continued: “As body to body, trade 
relations agreements are difficult to maintain 
but as man to man it is quite easy; there js 
only one set of conditions to be considered and 
only two companies to find the way to agree. If 
the millman makes money the jobber will make 
money and if the jobber makes money, the mill- 
man will make money; you can not get away 
from that: they go hand in hand.” 

John Adams, formerly a wholesaler but now 
a manufacturer associated with the M. J. Wall- 
rich Land & Lumber Co., Shawano, Wis., said 
the millmen have been wrong at times and 
wholesalers also have made their errors. “Lots 
of times,” he said, ‘a whole industry is blamed 
for the faults of the few.” 

J. A. Grefe, of the Underwood Veneer Co, 
Oshkosh, Wis., said that the manufacturers 
need the friendship and co-operation of the 
wholesalers. 


Election of Officers 


Charles Gill, of Milwaukee, chairman of the 
nominating committee (the other members of 
which were R. G. Maislein, of Sheboygan, and 
Harry Christiansen, of Milwaukee), presented 
his report and the committee’s recommendations 
were approved by instructing the secretary t 
cast a unanimous ballot for the following: 

President—G. A. Vangsness, Vangsness Lunm- 
ber Co., Chicago. 

Vice president—Charles 
Co., Milwaukee, Wis. 

Secretary—J. IF. Hayden, Minneapolis, Minn 

Treasurer—R. G. Maislein, Maislein-Dawson 
Lumber Co., Sheboygan, Wis. 

Directors—E. H. Ruhmer, National Lumber 
& Cedar Co., Park Falls, Wis.;: William Kelley, 


Gill, Gill Lumber 


Kelley-O’Melia Lumber Co., Milwaukee, Wis.; 
T. T. Jones, T. T. Jones Lumber Co., Minne- 
apolis, Minn. 


Mr. Gill escorted the new president to the 
chair and Mr. Kelley handed over to him the 
gavel which he has wielded for the last two 
years. Mr. Vangsness, in accepting the wooden 
hammer, assured his colleagues that the associa- 
tion has important work to do and that it will 
be successful indeed with the proper support 
from all the members. He then conducted 4 
round-table discussion of market conditions 4s 
reflected in the experiences of the men repre- 
senting the various cities. 

The reports of some were not very promising 
but most of the men told of definite signs © 
improvement in demand for northern hardwoods 
and it was the consensus that the proper thing 
for the wholesalers to do now is to stop worry- 
ing about the troubles of the last year or so and 
to stop expecting the worst to happen but i 
stead to go out with courage and expectation 
of finding orders in ever increasing volume. 

As usual, the business meeting was followed 
by a luncheon in the private dining-room where 
the session had been held. 
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THE LUMBERMAN POE’ 


The Snow 


One night of snow can make the whole world 
white, ; 

One night of thought can set the whole world 
right. : ar 

i | can wake to find the world so fair, 

Can I not do as much with all my care? 


Let me lie down some night, tonight I pray, 
\nd with forgiveness cover yesterday, 
\nd wake tomorrow quite content at last, 
Eyen as snow can cover all the past. 


We See b' the Papers 


Last year wasn’t such a good year, according 
to rep yrts. 

We don’t know what the farm board would 
do without a Legge to stand on. 

Mussolini naturally resents being put in a 
class with American automobile drivers. 

Senator Brookhart would limit the earnings 
of capital to 4 percent. Well, right now they 
are 

The Argentine government is going into the 
grain business. We would be glad to sell it 
ours. 

The king of Spain has called a parliamentary 
election. Wonder what he would call a Chi- 
cago election? 

The U. S. navy is going to engage in mimic 
war off Panama. Why not come to Chicago 
and see the real thing? 

We have $1,085,613,000 loaned abroad, but 
what we would like to see is some figures on 
what we have loaned to fellows right in the 
office. 

How many remember Brown and Alcock, 
those courageous Englishmen who flew the At- 
lantic eight years before Lindbergh, and 
against the wind at that? 

Just yesterday we read an article by Irving 
Kk. Pond, published in 1898, suggesting the 
modern set-back skyscraper in detail, with a 
picture of such a building. 

It looks exactly like the set-back skyscraper 
of today, yet how many give I. K. the credit? 
Or even remember that Chicago had skyscrapers 
long before New York? 

Who says very much about Octave Chanute, 
pioneering experiments the Wright 
brothers continued? and who, by the way, al- 
ways gave him credit therefor ? 


W hi se 


As an example of English as it is printed 
(and thereby taught to the public) 
we submit the following from the Chi- 
cago Tribune: “It is not believed she 
can recover because of her age.” 


lf the country relieves the agricul- 
tural States, it would be no more than 
fair for the agricultural States to re- 
lieve us of some of the senators they 
send us. 


The weatherman seems to be about 
the only man who has really done any- 
thing for the poor. 


At the lumber conventions, the 
value of the president’s address will 
depend upon whether it is written in 
the past or future tense. 


Gandhi's passive revolt is nothing 
new to the father of a family. 


A polar bear who ate an American 
newspaper was unable to digest it. 
The editor of the Literary Digest must 
be quite a fellow. 

While he was in America, someone 
stole Einstein’s wine. Never mind, 
rolessor, maybe it will show up over 
here, 


Brazil has bought $42,000 worth of planes, 
payable in coffee. Anybody want to sell a 
good car, payable in poetry? 

The Senate is going to spend $30,000,000 to 
modernize three battleships. Seems like it 
would be cheaper to buy new cars. 


Between Trains 


MINNEAPOLIS, MiInn.—The farmer-laborite’s 
bark is much worse than his bite. For instance, 
we had a nice visit here tonight with the new 
governor of Minnesota, Floyd B. Olson. Gov. 
Olson made a speech at the annual banquet of 
the Minneapolis Builders’ Exchange, and came 
out flatfooted against unemployment insurance 
and the dole, two of the favorite dreams of 
many people as methods of spending other peo- 
ple’s money. We don’t mean to say that the 
governor is flatfooted, and we are here to testify 
that he is not flatheaded. He did say that think- 
ing people (and that includes you and us, gen- 
tle reader) realize that there must be stabiliza- 
tion of employment, but they also realize it is 
a thing that must be worked out co-operatively 
by the Government and industrial leaders. 

We were glad to hear Gov. Olson talk that 
way. Even governments are beginning to learn 
something. Among others, let it hope that it 
realizes that roads should not be built in times 
of dear money, high-priced commodities and 
scarce labor, but in times like this of cheap 
commodities, cheap money, and plentiful labor. 
If all the roads and other governmental things 
that were built in the boom years of 1928 and 
1929 had been deferred until 1930 and 1931, 
neither the boom nor the depression would ever 
have assumed the magnitude they did—and the 
one was about as bad for us as the other. 

As for stabilization of employment, the man 
who is making things now at present costs to 
sell at next year’s prices in doing something 
for himself and something for his country. This 
shutting down in bad times and running nights 
in good times is what produces booms and de- 
pressions. If it can be done the other and bet- 
ter way with soap (you know, of course, what 
Proctor & Gamble are doing along this line), 
it can be done with other things—perhaps even 
lumber. 

We were not surprised to find that the gover- 
nor’s name was Olson, but how did this Mayor 
Kunze get in? There were a number of St. 
Paul visitors present, and the Minneapolis 
mayor said he was always glad to see St. Paul 
people cross the river. But he didn’t say 
whether he meant the Mississippi or the Jordan. 


"Way Back in the Woods 


"Way back in the woods, where it’s lost and forgot, 
There’s a little old camp in some little old spot, 

*Way back from the railroad, and far from the town, 
There is smoke goin’ up and there’s trees comin’ down. 
The world is too busy with other affairs 

To think about them or to care about theirs, 

But the men in the camp keep a-fallin’ the pine 

That will yet be a house, and it may be it’s mine. 


We think that the thing that we’re doin’ each day 
Doesn’t matter so much, all that matters the pay, 
But there isn’t a man, and there isn’t a task 

That ain’t helpin’ the world, if a fellah would ask. 
"Way back in the woods and ’way down in the earth 
There are swampers and miners and people of worth 
Who keep the old world either sheltered or warm 
With a fire in the winter, a roof from the storm. 


I don’t know a thing that a fellah can do, 

I don’t know a man, if it’s me or it’s you, 

While he’s helpin’ himself isn’t helpin’ the rest, 

And in many a way that he never has guessed. 

The folks in the town see a buildin’ arise, 

And they think of the boss and the carpenter guys, 

But the first thing of all that delivers the goods 

Is some little old camp that’s way back in the woods. 








Note This Fine 
Mixed Car 


Variety 


a 


MEADOW 
RIVER 
BRAND 
FLOORING— 


Red Oak Maple 
White Oak Birch 


FINISH AND TRIM— 


Chestnut Birch Ash 
Oak Poplar 


MOULDINGS— 


Oak Poplar Basswood 
Chestnut Birch 


STEPPING AND RISERS— 
Oak Birch 


BEVEL SIDING— 


Poplar 


Beech 











We do not believe there 
is any other place in the 
country where you can 
match the Meadow River 
mixed car service. There are 
real advantages in buying 
all of these items from the 
original source of supply. 
We own our own timber— 
soft-textured, West Vir- 
ginia hardwoods — the 
“Cream of the Appala- 
chians.” We have the most 
up-to-date facilities for pro- 
ducing high quality floor- 
ing, finish and trim, mould- 
ings, ete. Careful handling 
and loading. 

Why not give Meadow River 


direct from mill to dealer ship- 
ments a trial? 


THE MEADOW RIVER 
LUMBER CO. 


RAINELLE, WEST VIRGINIA 





















































Stock “BUDE QUALITY’ 
Lumber and Increase 
Your Sales 


“Bude Quality” is the kind of lumber that 


builds business for lumber dealers. Its soft, 
even, velvety texture—which means easy 
sawing and planing— its straight edges, 


square ends and smooth surfacing make it a 
great favorite with carpenters. Painters like 
it because it readily takes all paint and stain. 
Its economy, attractiveness and lasting quali- 
ties appeal to builders. And it is these fac- 
tors which make “Bude Quality” lumber one 
of the best selling brands you can stock. 


Let us quote you now on a mixed car of 
finish, casing, siding, ceiling, base molding, 
dimension or timber. At the same time, ask 
for complete information regarding our good 
stocks of short length lumber. 


Homochitto Lumber Co. 


BROOKHAVEN, MISS. 
Eastern Sales Offices 


Scranton, Pa, 


Grade Marked /, 
SOUTHERN HARDWOODS W4 


We have a separate hardwood plant 
at Bude, Miss., in which we are 
manufacturing Poplar, Red and 
Sap Gum, Cypress, Red and 
White plain and quar- WV 











A , 
Also 
Selling 


“NEWMAN” 
Original Growth 


Longleaf Products 


tered Oak, Ash 
Beech; Hickory, Soft 
Maple, plain and 7, 
quartered Tu- 


pelo and Syc- 
amore. Y 
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To Test Aluminum Primer 


New Or-eans, La., Feb. 16.—Co-operative 
tests to determine results obtained from an alu- 
minum primer as compared with other primers 
are to be made coincidentally by the Aluminum 
Company of America and the Southern Pine 
Association, according to statements from the 
latter organization. The Aluminum Company 
is to make tests on all wood species. The 
Southern Pine Association has agreed with the 
company for tests to be made of pieces of long- 
leaf and shortleaf southern pine in flat and edge 
grain, dense and non-dense. The tests are to 
be made at the research laboratory of the Alu- 
minum Company at New Kensington, Pa., and 
on the roof of the Interstate Bank Building, 
Southern Pine headquarters, in New Orleans. 





Company Re-elects All 
Directors 


SAN Francisco, CAuir., Feb. 14.—At the an- 
nual stockholders’ meeting of the Coos Bay 
Lumber Co., held here this week, all of the 
directors were re-elected. They are A. E. Adel- 
sperger, president Port Orford Cedar Products 
Co., Marshfield, Ore.; Frank B. Anderson, 
chairman Bank of California, N. A., San Fran- 
cisco; Homer W. Bunker, president Coos Bay 
Lumber Co., San Francisco; William Denman, 
attorney-at-law, San Francisco; H. N. Fair, 
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the National loan organization that its com- 
pilation will be adopted as a building code 
and thereby establish quality and workmanshi, 
in a house on which the building and Joan . 
sociations will extend loans. While this step 
comes too late to eliminate the poor construc. 
tion of speculative boom times building, jt yj) 
be of material assistance in raising the stand. 
ard at the present time and perhaps put a Stop- 
page to unwise construction during the next 
boom. 


Plant Has Wide Variety of 
Products 


Everett, Wasu., Feb. 14.—Presented here- 
with is a reproduction of the largest of the 
storage buildings of Robinson Manufacturing 
Co., of this city, in- which dry lumber is stored 
awaiting shipment. This building is 480 fee 
long and 42 feet wide, and it is served by q 
monorail carrier system which picks up the 
lumber in the planing mill, or elsewhere if de- 
sired, and transports it into the storage build. 
ing. A railroad loading track extends the length 
of the building which enables ten cars to be 
loaded thereon at one time. In addition to the 
monorail system, the company has three Ross 
carriers which are used to shift lumber from 
one point to another as may be required. 

All of the lumber made in this plant for the 
retail yard trade is kiln dried. In addition to 
lumber the company also manufactures in its 








Storage building, 180 feet long and 42 feet wide, of the Robinson Manufacturing Co., Everett 


president Peirce, Fair & Co., San Francisco; 
F. S. Scritsmier, timber engineer, Portland, 
Ore., and D. G. Sherwan, vice president, Peirce, 
Fair & Co., San Francisco. 

At the directors’ meeting which followed, 
the former executive committee, consisting of 
Messrs. Anderson, Bunker & Fair, was reap- 
pointed. 

Officers chosen were: Homer W. Bunker, 
president; Frank B. Colin, H. J. Leaf, J. W. 
Forrester and H. W. Gustafson, vice presi- 
dents; H. G. Purvis, secretary and treasurer ; 
C. E. McKinnie, assistant secretary and ; ssist- 
ant treasurer. 





For Better Construction 


New Orveans, La., Feb. 16.—Subscriber 
mills to the Southern Pine Association are be- 
ing urged by that organization to discuss with 
local building and loan associations the adop- 
tion of the compilation by the United States 
3uilding & Loan League on “Building and Loan 
Construction Standards.” This compilation, 
which provides that all lumber shall meet the 
American Lumber Standards in width and 
thickness, specifies that each piece utilized in 
home construction financed by these groups 
shall bear the official grade-mark of the re- 
gional association under whose grade rules the 
lumber has been sold. It is the expectation of 


own plants adjacent to the planing mill all kinds 
of house and garage doors, frames, columns, 
turned posts, gutter, and plywood; in fact, it is 
the boast of Robinson Manufacturing Co. that 
the plant can supply in a single carload all ot 
the wood items in fir that are sold in the retail 
lumber yards. This fact is borne out by the 
mixed cars that are regularly shipped from the 
plant. A recent order which had 180 items in 
it, called for several patterns of molding, ply- 
wood, sash, window and door frames, several 
styles of doors ranging from 18 inches to 8 ieet 
in width, columns, finish, casing and base, di- 
mension stock, fir gutters, and garage doors. 
Often the company furnishes red cedar siding, 
lumber or shingles which are secured from near- 
by cedar mills. 


In addition to the loading track mentioned 
above, the company has other loading tracks 
its various factories, all of which are under 
cover, so no stock is exposed to the weather 
during loading. 


Everett is the terminal of three transconti- 
nental railroad lines which affords the Robin- 
son company ample opportunity to get freight 
cars which are satisfactory for its loading Te 
quirements. After such cars arrive at the plant 
they are cleaned and the floor and sides strip 
with inch lumber. After loading the doors are 
covered with paper to keep out dirt and cinders 
while enroute. 
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AMERICAN LUMBERMAN 


Among the Lumbermen’s Clubs 


West Side Club Optimistic 


[Special telegram to American LuMBerman] 

Pine BLurr, ARK., Feb. 18.—The West Side 
Hardwood Club met here today at the Hotel 
Pines. Aiter a very excellent luncheon the 
meeting was Called to order by President A. G. 
Wheeler and the first order of business was the 
taking of stock statistics as compiled by Secre- 
tary O. S. Robinson, which showed that 26 mills 
had 1,600,000 feet of green oak flooring stock 
and 6,000,000 feet dry stock on hand, with orders 
for 500,000 feet. Orders for other hardwoods 
totaled 7,700,000 feet. Logs on hand 13,000,000 
feet; total stocks, green and dry, 73,000,000 feet. 
The report also showed 800,000 feet of flooring 
sold from Jan. 21 to date. It was also noted 
that a large quantity of oak of all thicknesses 
and grades, both plain and quartered, had been 
sold over this period, which bears out the fact 
that oak is rapidly coming back. 

While the oak flooring plants are still low 
on purchases, demand from the body plants and 
export sources has held up well for this wood. 
It was the consensus that while prices are still 
low on a good many items, the volume of busi- 
ness being done is good and all of the mills re- 
porting showed that their shipments had ex- 
ceeded production for the last 30-day period. 
One item that is scarce is 4/4 FAS plain red 
oak. 

The Seaman Dunning Corporation, maker of 
Nash automobile bodies, is running on an 8-hour 
schedule, but it is understood that it expects to 
begin operating steadily in about thirty to sixty 
days. While business has not picked up as 
quickly as some anticipated, all present were 
optimistic and feel that at last the bottom has 
been reached. There is not a foot of lumber in 
the hands of the small operators in this entire 
territory, all of their stock having been ab- 
sorbed some time ago and it seems that practic- 
ally all of the distress stock is now off the 
market. 

George W. Allport, of the Long-Bell Lum- 
ber Co., Kansas City, was a guest of the club 
today and made a very interesting talk. 

The next meeting will be held here Wednes- 
day, March 18. 


Evansville Club in Monthly 


EvANSVILLE, INb., Feb. 16.—At the regular 
monthly meeting of the Evansville Lumber- 
men’s Club held Feb. 10, President Frank C. 
Storton presided and said it was his plan to 
have a good program for each of the monthly 
meetings of the club. from now until June. 
Jerry Beeler, general manager of the John- 
son River and Rail Terminals here, recently 
constructed, was an invited guest and made a 
most interesting talk on the new terminals. 
Business conditions were discussed and _ it 
was the opinion of most of the members that 
business this year is destined to show a big im- 
provement over that of last year. 

The next meeting of the club will be held 
March 10. 


Architects Urged to Use Wood 

MeMpuis, TENN., Feb. 16.—Members of the 
Memphis chapter, American Institute of Archi- 
tects, were guests of the Lumbermen’s Club of 
Memphis at its regular meeting last Thursday. 
A. L, DeMontcourt, president, presided. 

John W. McClure, chairman of the trade ex- 
tension committee, made a short report telling 
ot its work, and explained to the architects this 
committee desired to aid them in any way pos- 
sible to get wood used where substitutes are 
now being utilized. Mr. McClure introduced 
Morgan D. Hite, research architect of the 
Southern Oak Flooring Industries (Inc.), who 
addressed the architects on the various uses of 
wood, and told them they should try to use 
wood, in order that a product grown in the 
Southland be used for building purposes in place 


of substitutes. He also gave many facts and 
figures showing that wood, for many purposes, 
was far better than other commodities. 

M. H. Furbinger, Memphis, architect and sec- 
retary of the Memphis chapter, American In- 
stitute of Architects, addressed the club, and 
urged that the hardwood men join with the 
building trades in an-effort to organize a Build- 
ing Congress in Memphis, similar to organiza- 
tions in other cities. 





Softwoods Carried in St. Louis 


St. Louts, Mo., Feb. 16.—In response to a 
request from the National Lumber Manufac- 
turers’ Association, the Hoo-Hoo Club of St. 
Louis has been endeavoring to ascertain what 
commercially important softwoods are available 
in the metropolitan district of this city. A 
questionnaire recently was sent to all distrib- 
ters of lumber in this area, and from 100 sent 
out 35 returns have been received. Discussing 
the results of the questionnaire as indicated in 
the returns already received, C. H. Call, secre- 
tary of the club and editor of the club bulletin 
“Fagots,” says: 


A surprsing fact developed from these 35 
returns is that 27 concerns carry Arkansas 
soft pine, this wood leading all others, ex- 


ceeding even yellow pine, cypress and Douglas 
fir in the number of yards in which it is 
stocked. Southern red cypress is second, with 


24 yards carrying this wood for immediate 
delivery. Douglas fir is a close third, with 
23; redwood is fourth, with 22, and yellow 
pine fifth, with a total of 21. A few yards 
carry the items less frequently called for, 
such as white cypress, Sitka spruce, Engel- 
mann spruce, West Coast hemlock, mountain 


hemlock, true red fir and incense cedar. 


Mr. Call advised that when the returns from 
the questionnaire are complete, a report of soft- 
woods available in St. Louis will be mailed to 
each member firm. He advises also that the 
club contemplates developing the same _ infor- 
mation on hardwoods and special items, so that 
every one in the district may know what woods 
are available and where they can be secured. 





Lumber Dealers Boost ‘Put a 
Man to Work" Campaign 


ToreKA, KAN., Feb. 16.—Several lumber deal- 
ers here are boosting the city’s “Let’s Put a 
Man to Work Campaign,” in co-operation with 
local bankers and other firms that are working 
to relieve the unemployment situation. Full 
page advertisements in local newspapers are 
used to give Topeka property owners specific 
reasons why they should buy the services of 
laboring men who are secking jobs. 

Special attention is given to stressing prac- 
tical building and maintenance ideas in these 
advertisements. More than twenty pertinent 
suggestions for the refinishing and remodeling 
of buildings are listed. Each advertisement ex- 
plains through pictures and story how property 
owners can employ idle men to the advantage 
of all concerned. 

This advertising campaign already has proven 
of practical value in relieving the unemploy- 
ment situation in Topeka. Moreover, the prac- 
tical advertising messages tend to boost the de- 
mand for building materials, as the attention 
of property owners is focused upon the large 
number of permanent improvements which will 
increase the value of their properties, as well 
as a variety of maintenance jobs. 





HArvARD Economic Society’s weekly wholesale 
commodity price index declined to 73.0 for the 
week ended Feb. 11, 1931, from 73.7 for the 
week ended Feb. 4, 1931. 
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WEEDS need not 
cause fires....destroy 
them this easy way!!! 


Simply dilute 1 gallon of Wilson's Weed Killer to 46 
gallons of water and just sprinkle around your lumber 
piles and buildings. .. at the mills or in your yards. One 
good application a year is sufficient. This is cheap fire 
insurance! Send in a trial order today! 1 Gallon $2.00; 
5 Gallons $8 00; 10 Gallons $15.00; 25 Gallons $30.00; 
50 gallons $50.00; freight allowed on 5 gallons or over 
East of the Mississippi River. 





Booklet mailed on reauest. 
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Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











WARREN AXE & TOOL CO. 


Were awarded highest 


honors Panama - Pacific 
International Exposition 


GRAND PRIZE 
(neem th ete 
ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500 Axes & Tools 











Lange Duplex 
GLASS EDGER 





Why pass up profitable glass repair 
work on auto doors, furniture tops, 
French Doors, etc., because you lack 
equipment? Solve these problems eco- 
nomically and efficiently by installing 
one of our various models of LANGE 
GLASS EDGERS. Write for our Cata- 
log today. 


HENRY G, LANGE MACHINE WORKS 
166 North May Street, CHICAGO 





Henry G. Lange Machine Works 
166 North May St., Chicago 


Send me complete catalog of Lange Auto Glass 
Kaigers, Tools and Supplies, 























NorthernWoods 








We Can 
SHIP 


Straight Cars— Mixed Cars or L.C. L. 
of the following woods: — 


ASH-BASSWOOD 
BIRCH-SOFT ELM 

HARD MAPLE -OAK-SPRUCE 
WISCONSIN HEMLOCK 

“Sure Fit” MAPLE AND 
BIRCH FLOORING 

WHITE CEDAR PRODUCTS 


Foster- Latimer 


Mee =) Lumber Co. 


Try 
Us 


WIS. 
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CUT : WEE 2S) 
en’ PINWOOD 

We're supplying the needs of exact- 
iMmMmaae 


We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


RORY NORTHERN 
i Veneeos 


Members We also invite orders for Northern Pine, Spruce, 


Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


Flooring 
Manufacturers 
Association 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W. Critten, 516 Lumber Exchange 
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Bird Houses 
Boys Can Build 





“Superior Brand” 
DIMENSION LUMBER 


AND 
HARD MAPLE FLOORING 
Brown Dimension Co. 


(Subsidiary of Bay De Noquet Co.) 
Main Office: 
MANISTIQUE, MICH. 














NM 


VON PLATEN -FOX COMPANY 


| 
Iron Mountain, Michigan 
| Manufacturers of 17 different species 
| of Northern Hardwoods 
- —— 








Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


' American Lumberman, 431 So. Dearborn St., Chicago 
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on All Fronts 


Local Dealer Surveys Uncover Lumber Needs + Each 
Community Can Help Solve Employment Problem 


Speakers Urge Intensive Merchan- 
. . 
dising 

Wasuincron, D. C., Feb. 16.—With this 
season’s convention engagements about half 
filled, speakers of the National Lumber Manu- 
facturers’ Association who have been addressing 
dealers’ meetings and special retailer group 
gatherings have found that their recommenda- 
tions of physical analysis of territory to insure 
full volume of sales are being turned to prac- 
tical use and advantage by dealers. 

Along with a number of practical suggestions 
on sales stimulating methods it has been pos- 
sible in many cases also to give physical data 
on numerous localities gathered from several 
dependable _ statistical sources, which have 
proven of great help to a number of retail 
dealers. 

The keynote of the addresses this year is— 
seeking customers, not waiting for them. Weak- 
nesses that lumber formerly staggered under 
because of faulty manufacture have been wiped 
out. Distribution is now seen as the most 1m- 
portant problem of the industry. Intensive sales 
work based on accurate sales data and proven 
selling practices has not generally marked lum- 
ber distribution in the past as it has character- 
ized the selling of insurance, radios, automo- 
biles and other intensively merchandised prod- 
ucts, 

In the plan under which H. S. Crosby and C. 
F. Miller are giving special attention to group 
meetings they will meet with retailers in Kan- 
sas, Oklahoma, Pennsylvania, West Virginia, 
Ohio, New York, Michigan, Wisconsin, Illinois, 
the Dakotas, Nebraska, Iowa and Texas. On 
the West Coast A. C. Horner and J. F. Mackie 
are similarly addressing State and group meet- 
ings. 


* * * 


California Association Adopts 
Trade-Mark 


SAN Francisco, Ca.ir., Feb. 14—At a re- 
cent meeting of the California White & Sugar 
Pine Manufacturers’ Association it was voted 
to adopt a trade-mark consisting of the letters 
“CW & SPA.” This action was taken after 
A. C. Horner, San Francisco representative of 
the National Lumber Manufacturers’ Associa- 
tion, had pointed out that bids for lumber on 
the Boulder Dam project were being called for 
in three classifications, namely (1) grade-, 
trade- and “Tree”’-marked, (2) association in- 
spected and certified, and (3) Government in- 


spected. 
ss @ § 


"Give a Neighbor Work" Campaign 


Wasuincton, D. C., Feb. 16.—The Federal 
Government in its campaign to relieve unem- 
ployment is conducting an advertising campaign 
over the country calling upon citizens to look 
about their homes and commercial properties to 
find odd jobs that should be done, needed re- 
pairs and modernizing opportunities that can be 
given to local workers immediately and “Put a 
Neighbor to Work.” 

Col. Arthur Woods, chairman of the Presi- 
dent’s Emergency Committee for Employment, 
has called the attention of the National Lum- 
ber Manufacturers’ Association to this cam- 
paign and to the fact that lumbermen should 
have both a personal and philanthropic interest 
in it. As pointed out by the committee, fellow 


citizens will be benefitted by this work and 
increased quantities of material called for. 
Lumber dealers, it is pointed out, by calling 


attention to this campaign in their respectiyg 
communities, by advertising or otherwise, will 
not only be helping themselves and fellow reg. 
dents, but will doubtless stimulate business {fo 
the carpenters, contractors and others to whom 
dealers normally look for the greater share oj 
their business. Dealers are, therefore, advised 
to read the statement of the President’s Com. 
mittee telling of the program and explaining 
the part lumber distribution necessarily mys 
play in it. 

The committee has sent a series of four ad- 
vertisements, to appear during the next few 
weeks, to a list of 2,000 daily newspapers in all 
parts of the country. The advertisements urge 
readers to create employment by expediting cop- 
struction and repair work within their homes, 
Widespread circulation is assured by the co- 
operation of either the newspapers themselves 
or local citizens sponsoring the insertions. 

The advertisements list 100 typical jobs, 
some of which, it is believed, should be appli- 
cable now to almost every house in the United 
States. Of the 61 suggestions which definitely 
indicate the use of materials inside and outside 
the house, at least 26 involve the direct use of 
lumber or wood products and several of the 
others should promote secondary uses. Sugges- 
tions promoting the direct use of lumber follow 

Build shelves; build bookcases; build cup- 


boards, construct new partitions, construct 
wood boxes ete.; repair furniture, repair 
walls, rebuild water tanks, construct sun 


parlor, construct sleeping porch, mend cellar 
stairway, rebuild coal bins, patch roof, re- 
shingle roof, repair fences, mend shutters; 
repair siding, renew weather strips, repair 
garage, construct outbuildings, construct 
sheds, build window boxes, repair _foot- 
boards, insulate the attic, build clothes reel, 
mend cellar doors. Such jobs as the laying 
of cement walks, it is pointed out, represent 
important secondary uses of lumber. 

In placing these suggestions before the pub- 
lic Col. Woods has asked American citizens 
not to think of unemployment in terms of the 
national problem, but simply as concerns the 
unemployed people in the immediate neighbor- 
hood. He says: 

Put these people back to work and that 
ends the unemployment problem in your Vi- 
cinity. Don’t worry about other communi- 
ties. They will take care of their problems 
in the same way—in fact, they are doing s0 
in every part of the United States. 

The Government and local communities ar 
doing their part. What about you? Now, for 
instance, is the time to make additions, im- 
provements, repairs, to have odd jobs done 
around your home—to increase the worth of 
your property while materials are low priced 
—to increase the country’s buying power—t 
give a neighbor a job. 


* * * 


Is Given New Appointment 


Wasuincron, D. C., Feb. 16.—Architectural 
extension work in rural and suburban Ken- 
tucky will be stimulated by the recent appoint: 
ment of Howard Mattson to the agricultural 
engineering extension department of the Unr 
versity of Kentucky. “A 

Mr. Mattson was formerly connected wit 
the Kansas State Agricultural College as ¢* 
tension architect. He is well known to the 
lumber industry from his connection and at 
complishments in the Kansas post. 

C. F. Miller, agricultural engineer of the 
National Lumber Manufacturers’ Associatiol, 
who has furnished Mr. Mattson considerable 
information on lumber matters in the past, will 
confer with him at an early date in his new 
post. 
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BACK OF THE EDGE..THE STEEL...BACK OF BOTH..SIMONDS 


af 





1931 


Sq] ACK in 1832 the ring of hammers and the 
chime of anvils came from a little Simonds 
shop...the home of sure cutting scythes. 
Today, Simonds Industries comprise eight 
factories, a steel mill and more than a score 
of sales branches and service stations... 
Simonds superior cutting edges are used in every clime 
and country. The one-time scythe makers to New England 
have become the saw makers to the world. 

Spanning a century that witnessed the development of 
unequalled industrial achievements, the development of 
Simonds Industries paralleled the growth of American 
industry — paralleled too, the resulting need for the finest 
cutting tools. Simonds has led the way to many outstand- 
ing advances toward the quantity production methods 
which have made American industrial practice a world 
synonym for efficiency ... Simonds Industries have grown 


SIMONDS INDUSTRIES 


World’s Largest Saw Makers 


AMERICAN LUMBERMAN 


and will continue to grow because continuous progress, 
continuous specialization and continuous research are basic 
principles in the Simonds program. 

If you are interested directly or indirectly in 
Simonds products, write us... Your inquirv will receive 
prompt attention. 


MACHINE 
KNIVES 


CIRCULAR SAWS 


ve 
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SIMONDS SAW AND STEEL COMPANY 
Established 1832 . . . FITCHBURG, MASS. 


ABRASIVES  eLecTRic | 
— yoous 








Boston . . Mass. | Producers of Circular, Band, Metal, Cross-Cut, Gang and 
Memphis Tenn. | Drag Saws... Machine Knives... Files... Hack Saw Blades 
Seattle | Wash. | ++ + Tool Holder Bits... Saw Tools... Discs... Steel. 
Chicago. . . IIL. StmonpDs CANADA SAw Co., LTD., Montreal, Que. ~ 
Dewokt . . Mich St. John, N. B. ~ Toronto, Ont. ~ Vancouver, ac 
ieee . Oem AFFILIATED COMPANIES 

ss , Wappat, Inc., Pittsburgh, Pa., Manufacturers of 
New York . N. ¥. Portable Electric Saws and Tools ~ ABRASIVE Co., 
New Orleans la. Philadelphia, Pa., Producers of Abrasive Grinding Wheels 
Advanta. . . Ga | and Polishing Grain ~ SIMONDS GUARANTEED 
Los Angeles. Cal. | Currer-HEAD Company, Seattle, Wash., Manufac- 
San Francisco . Cal. | turers of Guaranteed Cutter- Heads. 
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Co CALIFORNIA Co 


Sugar Pine 


California White Pine (f2* 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 
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California Sugar 
and White Pine 
California Redwood 


WENDLING - NATHAN CO. 
Established 1914 
Lumbermen’s Bidg., 110 Market St., 
SAN FRANCISCO, CALIF. 











C3 PACIFIC COAST Co 














This Is 
“Dunc” Duncan! 


He was once our keenest 
competitor, but is now a 
prominent member of our 
staff. 














Dunc is always hustling to 
get your order shipped 
properly, and promptly. When Dunc tells you 
"shipment Thursday,” he means Thursday, and when 
your order says “old growth yellow fir, kiln dried" 
he sees that you get it. 


W. A. 


DUNCAN 


We specialize in— 


STRAIGHT CARS 


Soft Old Growth 
Yellow Fir Uppers 


MIXED CARS 
“Everything from Soup to Nuts”’ in 


DRY Old Growth Yellow Fir Common 
—Uppers—Mouldings—Bevel Siding— 
Shingles, etc., etc. 


Ask this Specialist for his jal List 
of Ready-to-ship lum ! 


M. A. Wyman Lumber Co. 
908-9 White Bldg. Seattle, Wash. 














BOOKS—BOOKS—B0OKS—Here’s the place 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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News Notes from An 


Tacoma, Wash. 


Feb. 14.—The Tacoma Lumbermen’s Club at 
its regular meeting today devoted attention 
to plans for the reception and entertainment 
of more than four hundred lumbermen ex- 
pected as delegates to the convention next 
week of the Western Retail Lumbermen’s As- 
sociation. In the 3-day convention, Feb. 19 to 
21, a woods products exhibit will play an im- 
portant part. Not only lumbermen but archi- 
tects, engineers, carpenters and contractors 
are being encouraged to attend and examine 
the exhibits, which will occupy the spacious 
roof garden of the Hotel Winthrop. Besides 
the exhibits of the West Coast Lumbermen’s 
Association, fifteen firms of the Pacific coast 
will have displays. The committee in charge 
of the convention consists of W. Yale Henry, 
J. E. Morris, A. H. Landram, Corydon Wagner, 
James Dempsey, C. J. French, Carl Richards, 
Lee P. Hill, Harry Matthews, Fred Karley, 
Roy Sharp and Phillip Garland. E. W. Dema- 
rest will be floor manager, and will see that 
properly qualified spokesmen for the products 
exhibited are on the floor to talk to visitors. 

Visitors of the club today were E. A. Poy- 
neer, of Everett, and C. Henrique, importer 
and exporter, of San Juan, Porto Rico. 

Clark V. Savidge, State land commissioner, 
spoke in Tacoma this week to explain the sig- 
nificance of proposed legislation on timber now 
being considered by the State legislature in 
session. It is the purpose of the bill to place 
the 265 square miles of public timber on the 
Olympic Peninsula on a continuous yield 

asis, so that it would, it is estimated, pro- 
duce about $500,000 a year for the State school 
fund. The timber would be sold off in blocks 
at the rate at which it would be reforested. 
Some sections would yield at much as $250,000 


each, he said. 
Macon, Ga. 


Feb. 16.—The southern trade continues to 
take the bulk of roofers produced in this ter- 
ritory, but the demand is just as slack as it 
has been for many months. Smaller mills 
have taken advantage of fine weather during 
the last month to produce considerable stock, 
much of which is dimension, for which they 
find a better demand. 

Curtailment of railroad operations, due to 
a fall in earnings, is still holding the buyers 
for most of the southeastern lines out of the 
longleaf market. Some shipments of longleaf 
are being made, but not enough to warrant 
capacity production—or anywhere near it. 

Hardwood orders are not plentiful. Gen- 
erally favorable weather continues in this ter- 
ritory. Though there has been some rain re- 
cently, with lower temperature, there has been 
no interference with the operations of those 
mills that are running on short time. Ship- 
ments are for the immediate needs of the 
trade, Plenty of inquiries are coming in, 
manufacturers say. 


Spokane, Wash. 


Feb. 14.—This week’s noon meeting of the 
Hoo-Hoo Club was devoted to the Commun- 
ity Chest Campaign. M. J. Luby, president of 
the Community Welfare Federation, was the 
speaker. 

There have been no changes 
western pines in the past week. 

Activities in the tie-cutting camps of the 
Madison national forest of Montana are to be 
resumed in the spring, following announce- 
ment by the Forest Service of sale of tie 
timber to the Globe Timber Co., of West Yel- 
lowstone. Approximately $60,000 worth of 
lodge-pole pine timber is included, Opera- 
tions are to be carried on through a 5-year 
period. A recently completed management 
plan provides for the cutting of 125,000 ties 
annually on a sustained yield basis. In 1929 
the same company cut about 750,000 ties in this 
forest. The ties are to be used by the Union 
Pacific railway, and will be sent to Pocatello, 
Idaho, for treatment. 

State Land Commissioner Clark V. Sav- 
idge’s sustained yield forest bill was favor- 


in prices of 


ably reported out by the house rules com. 
mittee Feb. 12. Last week the Dill passeg 
the senate without opposition. The rules 
committee of the house referred the bill to 
the appropriations committee, as_ simall ey. 
penditures are involved. 

It is reported that the Edwards & Brag. 
ford Lumber Co.’s sawmill at Elk, Wash, 
will resume operations March 9, running six 
days a week and an 8-hour day: 

The Hicks Lumber Co. expects to start its 
mill above White Salmon, Wash., about March 
1. It reports orders for 6,000,000 feet of 
pine lumber, and these will necessitate ryp. 
ning a double shift. 

The shipping department of the Deer Par; 
Lumber Co., Deer Park, Wash., began work 
again Jan. 29 after a short shutdown. Sey. 
eral cars are being loaded daily. 

Elmer Storie, formerly manager of the Pep. 
dleton Lumber & Coal Co., Pendleton, Ore, 
has taken up his duties as manager of the 
Tum-a-lum Fuel & Lumber Co., of Walla 
Walla, Wash. Mr. Storie is succeeded in Pep. 
dleton by Arthur Quested. 

J. D. Bronson, vice president Weyerhaeuser 
Sales Corporation, Stillwater, Minn., is a visitor 
at the Weyerhaeuser offices in Spokane. 


Portland, Ore. 


Feb. 14.—The Chinese demand for Douglas 
fir lumber is becoming quite active. The low 
price of silver hinders its development and 
Russian competition may or may not become 
keener. Western pine and spruce manufac- 
turers also report an increase in orders and 
more frequent inquiries. Fir business in gen- 
eral is featureless. 

For the purpose of talking things over, rep- 
resentatives of major logging and lumber 
manufacturing operations in western Oregon 
met at luncheon Wednesday at the Portland 
Hotel, upon invitation of Minot Davis, presi- 
dent of the Clemons Logging Co., of Aberdeen, 
Wash., who is also representative of the Wey- 


erhaeuser interests. At the luncheon were 
Myron Woodard, Harlan Watzek and Aubrey 
Watzek, Crossett-Western Co.; L. H. Mills, 


Tidewater Timber Co.; E. S. Collins, logger; 
E. B. Tanner, Blodget Co.; Wilson Clark and 
Cc. W. Kinney, Clark & Wilson interests; A. 
C. Dixon, Booth-Kelly Lumber Co.; H. B. Van 
Duzer and George Thatcher, Inman-Poulsen 
Lumber Co.; Kurt H. Koehler, Eastern & West- 
ern Lumber Co.; E. D. Kingsley, West Oregon 
Lumber Co.; George B. McLeod, Hammond 
Lumber Co.; J. D. Withrow, Miami Lumber 
Co.; F. J. Cobbs, Cobbs-Mitchell Co., and George 
Gerlinger, Williamette Valley Lumber Co. 


St. Louis, Mo. 


Feb. 16.—While prices do not show much 
tendency to strengthen, inquiries are improv- 
ing. Actual orders hinge on price. The soutl- 
ern pine market is still quiet, though here 
and there a report is made of better demand, 
but competition is keen. There is no demand 


whatever for timbers and rough pine. Some 
crating lumber is being sold. There are re- 


ports that cypress is moving better, at the 
prices prevailing for some time. Ties and 
car stock are very scarce. 

Chas, H. Call, secretary and treasurer of the 
Hoo-Hoo Club of St. Louis, represented it on 
a delegation of about five hundred prominent 
local business men who went to Jefferson City 
on a special train Wednesday to make a pro- 
test to the State legislature against certain 
proposed tax bills. In the delegation als0 
were: T. C. Whitmarsh, president W. T. Fer- 
guson Lumber Co.; C. W. Nelson, vice presi 
dent Frost Lumber Industries; and Chas. E. 
Thomas, of the Thomas & Proetz Lumber C0 

J. B. Turner & Son, tie dealers, of Warrel- 
ton, Mo., report that never before in the thirty 
years that they have been in business have 4 
many railroad ties been made in that section 
as this season. During the four months, from 
Oct. 1 to Feb. 1, they bought 85,000 ties, for 
which they paid approximately $60,000. About 


half were delivered on the Wabash right of 
During 1930, 


way at Truesdale, Mo. J. B. 
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AMERICAN LUMBERMAN 


ericas Lumber Centers 


Turner & Son bought 96,534 ties, while in 
1929 they handled only 29,483. 

J. W. Fristoe, chairman of the board of 
the T. J. Moss & Tie Co., and wife, gave 
$25,000 to help complete the students’ church 
puilding of Central College at Fayette, Mo. 
This was toward a fund of $75,000 being 


raised. 

Charles M. Huttig, president St. Louis Lum- 
per Co., made a gift of $5,000 to St. John’s 
Methodist Bpiscopal Church South, of this 
city, last Monday to improve and maintain 
the chimes which he gave the church seven 
years ago in memory of his father, mother 
and sister. 

Robert B. Meentemeyer, of the Gideon-An- 
derson Co., Gideon, Mo., vice president of the 
American Retailers’ Association, attended 
their semi-annual convention here last week. 

J. EB. Schwarz, local representative of the 
Angelina County Lumber Co. and Adams- 
Edgar Lumber Co., returned last Thursday 
from a southern trip. 


New Orleans, La. 
Feb. 16.—The 


Manufacturers’ 
committee to 


Southwestern Hardwood 
Club is about to organize a 
terminate recent noted ab- 
sences of ‘Gene Horan, Kirby Lumber Co. 
from its meetings. George Schaad, South- 
western Hardwood Manufacturers’ Club, sec- 
retary, Was missed by the Lovisiana-Texas 
delegation to the Hardwood Manufacturers’ 
Institute meeting. 

Prominent lumbermen of the South were 
in New Orleans to participate in the Carnival 
celebrations. 

The Davis-Wood Co. is remodeling its re- 
tail yard through the services of a carpenter- 
painter who owes it money and wants to 
work it out. 


Minneapolis, Minn. 


Feb. 18.—Buyers of northern pine continue 
to take chiefly single cars of mixed material, 
with rush shipment specified. The yards are 
so near the mills in this region that it has 
become the rule to stock but little in advance 
of requirements. Operations in the north 
woods are less extensive than in former years, 
and probably only about half as much timber 
will be cut as was produced in 1930. While 
only one mill is in operation at present others 
will start up in the near future if warm 
weather continues and business conditions 
warrant. With business somewhat better 
than at this time last year, shipments have 
fallen behind and the amount of unfilled or- 
ders is greater. 

There is about 40,000,000 feet more lumber 
on hand than at this time last year. The 
northern pine price situation is unchanged. 

Some millwork men report that little stock 
is moving to country yards, since retailers 
have been looking for a break in the unsea- 
sonably warm weather and have not cared to 
stock up. Others say they are doing quite a 
bit of sash and door business, and they ascribe 
it largely to the same warm weather. Most 
factories are not running full time, but manu- 
facturers and wholesalers here believe busi- 
hess will improve in early spring. There is 
considerable small house building in progress, 
for this time of year, but much of the mill- 
work is of a special character which entails 
bidding by a number of plants, and this sort 
of work is not particularly profitable. 

In the northern white cedar trade the de- 
mand seems to be centered just at present 
on 20-foot posts for rural telephone and power 
line construction, and on large posts for high- 
way guard rail construction, although the 
trade in the latter commodity will take a 
strong upward swing a little later in the 
Spring. As was pointed out at the Northern 
White Cedar Association convention last week, 
itis unfortunate that the post demand cen- 
ters on the large sizes, which are in shortest 
Supply. Only a few of the large operators 
are cutting much timber, and the small piece 
Makers will make the largest contribution to 
this winter’s output. Partly as a consequence 
of this, not many of the large-sized posts are 
being produced at present. Few long poles 





are available, due to depletion of timber, and 
stocks now consist of about 50 percent of 20- 
foot poles, with most of the remainder 25-foot 


lengths. Orders at present are for badly 
mixed shipments. 
The Central Warehouse Lumber Co. has an 


exhibit at the Trade Exposition in Milwaukee. 
Frank L. Nightingale, president of the firm, 
and J. B. Doddridge, Wisconsin representative, 
are in charge of the booth. 


Norfolk, Va. 


Feb. 16.—The total volume of North Caro- 
lina pine sales last week compared favor- 
ably with that of the weeks previous. Pro- 
duction is very low, but more stock is being 
offered than the demand will take up, and 
prices are hardly likely to strengthen in the 
near future. 

Demand for 4/4 edge B&better, either band 
or circular sawn, has been very light, but 
there have been more inquiries. Prospective 
buyers do not talk much about lower prices. 
B&better 4/4 stock widths have been moving 
a little better. Mixed cars of circular sawn 
stock have been dragging, but band mills 
have sold quite a bit more of 4/4x3- and 
6-inch, and also have had a better call for 
the other widths. No. 3 or No. 1 4/4 common 
has not been moving so well. Demand for 
5/4 and 6/4 edge B&better has been a little 
larger, as has that for special widths of 
bark strips. 

There has been very little demand for edge 
4/4 No. 1 box, kiln dried, either rough or 
dressed. Some box makers are getting in 
sufficient good air dried box. The retail 
yards are buying a little more stock box, 
rough and dressed, in both No. 1 and No. 2 
grades. Edge box, 5/ and 6/4, both rough 
and dressed and resawn, has been very quiet 
and is weak, so that many mills have discon- 
tinued cutting these thicknesses. Box hark 
strips, 4/4 dressed, have been moving a little 


better, but rough strips are very dull. Pine 
mills face keen competition from the West 
Coast, which affects demand for box bark 
strips. 


For the first week in a long time, demand 
for pine flooring, thin ceiling and partition 
has shown quite an improvement. B&better 
2%-inch rift and flat grain flooring are now 
not so easy to buy for quick shipment, and 
mills refuse orders offered at less than list 
prices. No. 1 common 2%-inch flooring has 
also been moving better. The same has been 
true of B&better bark strip flooring and 
partition. Kiln dried roofers have not been 
very active, nor have air dried. Prices re- 
main the same, because demand has heen 
about sufficient to take up production of 
good mills. 


Birmingham, Ala. 


Feb. 16.—Retailers over the State have found 
an increasing amount of repair work, and in 
some localities have sold new residences, sel- 
dom costing over $3,500, where they could be 
financed privately. Yards collected 95 to 99 
percent of their 1930 sales, and January col- 
lections were exceptionally good. Yards in 
certain sections are buying badly mixed cars, 
and in few towns are taking solid cars of 
lower grades. 

Calls for B&better finish have shown an in- 
crease, since this item reached $29, mill basis, 
and No. 1 and C about that price. Some mills 
have changed their stock to No. 1 and better 
finish, rather than have two lots. Cals for 
dropping grades show an increase, but some 
mills refuse to consider this business. A 
few have re-named the grade “select common” 
rather than dropping No. 2 common. Local 
mills sell direct. Many small manufacturers 
sell rough green dimension, log run but with 
culls out, direct to the job or yard at $10, 
including 2x4- and 2-12-inch, 16-foot and un- 
der, with $1 extra for 18- and 20-foot. Mill 
operations by farmers will be curtailed during 
seeding. Many manufacturers that have been 
down for several months have started or will 
start Feb. 15 to March 1. Prices of lower 
grades show indications of an increase, but 
uppers are weak. Bé&better grades in all pat- 


(Continued on Page 62) 
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Co PACIFIC COAST Co 








Good Assortments for 
Quick Loading 


Our stocks of lumber are in excellent condi- 
tion to care for the orders from buyers who 


want to take advantage of present prices. 
It'll pay you to order now before prices begin 
to advance. Better send us a memo of your 
requirements in 


SELECTS AND COMMON 
S4S OR ROUGH 
SHOP and BOX 


Get our quotations now. 


Crater Lake = 
Lumber Co. == 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 














Chief Chinook Will Work 
WS For You 


He's a great busi- 
ness-builder for deal- 
ers. When you see his 
likeness on window 
and door frames, lum- 
ber and moulding, you 
know they are care- 
fully made from soft 
textured 





Pondosa Pine 


It pays to sell labeled products from 


CHINOOK LUMBER & 
MANUFACTURING CO. 


Spokane, Wash. 


Capacity—frames 1200 per shift—lum- 
ber 150 M. per shift—box shook 1 car 
per shift—mouldings 1 car a week. 

Prompt shipment guaranteed! All 
transcontinental railroads to serve you. 











O TIMBER ESTIMATORS D 


JAMES W. SEWALL 


Consulting Forestry 


JAMES W.SEWALL PHILLIPS & BENNER 
Old Town, Ruttan Block, 
Maine Port Arthur, Ontario 
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E. L. BRUCE Co. 


MEMPHIS, TENNESSEE 


Largest manufacturers of Hardwood 
Flooring in the world 


Headquarters for: 


LUMBER 


Southern Hardwoods and Pine 


in straight cars 
and mixed cars 





HARDWOOD 


DIMENSION 


GUM BEECH OAK 


—one piece or glued-up, 
rough, surfaced or 
moulded to pattern. 





or untreated. 


FLOORING 


*CELLized Oak Floor Planks, 
*CELLized Wood Floor Blocks, 
also regular T & G, *CELLized 





Mills at: Prescott and Little Rock, 
Ark.; Cairo, IIl.; Oak Grove, La.; Reed 
City, Mich.; Bruce and Laurel, Miss. 








GOLDSBORO 
N. C. PINE 


YARD STOCK 





Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


Let us prove it on your next order. 


JOHNSON & WIMSATT d 


9 


SHED STOCK 





WASHINGTON, D.C. 











CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 











friend, 





THE HEART CONTENT 
By DOUGLAS MALLOCH 


Read it, and you will know why Mr. 
Malloch is called “‘the poet who makes 
living a joy.’ A hopeful and helpful book 


that you will want to give to many a 


Sent Postpaid, $1.25 
AMERICAN LUMBERMAN 


431 S. Dearborn St. 
CHICAGO, 


ILL. 











YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 





Lawrence Ottinger, of the United States Ply- 
wood Corporation, New York, was in Chicago 
Monday on business, and called at local lum- 
ber offices. 

Donald F. Herrick, of the Albion Lumber 
Co., Albion, Mich., has been commissioned a 
second lieutenant in the Officers Reserve Corps 
of the United States Army. 


Friday the 13th, of February, marked the 
sixty-second birthday of Olof Anderson, presi- 
dent Anderson Manufacturing Co., Louisville, 
and associated companies. Mr. Anderson was 
born in Guthenberg, Sweden. 


Charles E. Close, manager of the Chicago 
office of the National Lumber Manufacturers’ 
Association, was back on the job Monday morn- 
ing after having been confined to his home for 
three weeks with an attack of influenza. 


Fk. R. Titcomb, of Tacoma, Wash., general 
manager of the Weyerhaeuser Timber Co., was 
in Chicago Monday morning for a short time, 
on his way to the East, and made a hurried 
call on J. P. Boyd, district manager of the 
Weyerhaeuser Sales Co. 


A. J. Barker, Chicago commission lumber- 
man who has headed the Barker-Fall Lumber 
Co. for several years, has associated himself 
with George A. Hoene in the George A. Hoene 
Lumber Co., and has moved to the latter’s 
offices at 43 East Ohio Street. 


Robert Macfarlane, of Grand Rapids, Mich., 
head of the Macfarlane Lumber Co., hardwood 
wholesaler, called on some of his friends in the 
Chicago hardwood trade, Friday and Saturday 
of last week, and reported that business has 
been showing a lictle improvement in his city. 

Willis J. Walker, of San Francisco, Calif., 
president of the Red River Lumber Co., was 
in Chicago Monday, for a conference with H. 
V. Scott, eastern sales manager. He was ac- 
companied by his son, Leon Walker, who also 
is located at the company’s San Francisco 
office. 

Martin L. Hansen, of Chicago, sales repre- 
sentative of the Clover Valley Lumber Co., 
was calling on the trade in eastern Iowa last 
week, and reported that dealers and others 
with whom he talked indicated a little improve- 
ment in business, which, though almost micro- 
scopic, was a fact nevertheless and was en- 
couraging. 


F. E. Weyerhaeuser, of St. Paul, head of the 
Weyerhauser interests, while in Chicago last 
week, expressed the opinion that business gen- 
erally has started on an upward trend, and he 
is quite hopeful as to the future. As business 


generally begins to show improvement, the ~ 


effect will be felt in the lumber industry, and 
he believes that 1931 will be a much more sat- 
isfactory year for the lumber trade than 1930. 


Herman C. Nielsen, who has been in charge 
of the Art Designed Floor Co., at Howard 
City, Mich., recently has moved his headquar- 
ters to Detroit, where he is connected with the 
headquarters office of the National Wood Prod- 
ucts Co. This company continues the factory 
at Howard City, Mich., with another in Palatka, 
ila., and one in Marshallton, Ore. The Na- 
tional Wood Products Co., which manufactures 
and distributes Artcraft flooring and Endwood 
tile, is a subsidiary of the Evans Auto Loading 
Co. 


L. S. Beale, secretary-manager of the Na- 
tional Hardwood Lumber Association, was at 
his desk again this week after attending the 
annual convention of the Canadian Lumber- 
men’s Association in Toronto, conferring with 





ta 
members of his organization in that city, and 
then making a swing around into New York 
and metropolitan territory. Mr. Beale reports 
a distinctly better feeling in the trade, and bg. 
lieves that the lumber industry, as well as bysj- 
ness generally, is now on an upward trend 
January recorded a substantial increase in the 
hardwood movement over that of December 
and the February movement up to this time 
has shown an increase over the January, As 
a result of this increased demand, manufactyr- 
ers and wholesalers are hoping soon to see an 
improvement in the price situation. 


John Shook, of Shook Bros.. Chicago, com- 
mission lumberman, has been having the ad. 
vantage of conferences with several executives 
of mills of whose products he is the Chicago 
distributer, recently. John Hutchison, of the 
Ingham-Hutchison Lumber Co., Laurel, Miss. 
was in Chicago to talk with him last Friday. 
and on the preceding Monday and Tuesday J. 
P. Kellogg, of Monroe, La., president of the 
Kellogg Lumber Co., was here for a confer- 
ence and to call on some of his firm’s custom- 
ers. All this was only a few days after C. W. 
Nelson, vice-president of Frost Lumber Indus- 
tries called Mr. Shook to St. Louis, Mo., for 
a conference on sales methods and prospects, in 
which E. A. Frost, of Shreveport, La., presi- 
dent of the big southern pine manufacturing 
firm, took a prominent part. Mr. Frost showed 
that with the plants operating on a curtailed 
production schedule and bookings quite favor- 
able considering what conditions have been, 
there is every reason to be optimistic as to the 
future providing the sales staff is willing to do 
plenty of hard work. Mr. Shook told a repre- 
sentative of the AMERICAN LUMBERMAN that 
such meetings with the executives of the manu- 
facturers do the sales representative a world 
of good, in imparting not only information but 
also the inspiration and the will to win that is 
so necessary today, and he added that he has 
been able to sell more lumber as a result. 





Appoints New Salesman 

Henry F. Wothe on Monday joined the sales 
staff of the White Star Lumber Co., Chicago, 
according to an announcement by C. E. Conk- 
lin, manager of the company. With his head- 
quarters in the company’s office at 811 Roanoke 
Suilding, 11 South La Salle Street, Mr. Wothe 
will call on the trade in part of Chicago and 
northern Indiana. He was on the sales stall 
of the Hilgard Lumber Co. a few years ago, 
and prior to that was connected with the Hun- 
boldt Redwood Co. 





Holds "Pep" Meeting for Employees 
The Mid-West Athletic Club, at 6 North 
Hamlin Avenue, in Chicago, was the scene last 
Monday night of an enthusiastic gathering ol 
lumbermen, many of whom were accompanied 
by their wives. The occasion was a meeting 
of officials, salesmen, yard managers and office 
force of the Edward Hines Lumber Co. The 
meeting was under the direction of Charles 
Hines and Frank O’Dowd, vice presidents, and 
H. P. Goertz, manager of the Austin yard ol 
the Edward Hines Lumber Co. The principal 
speaker was Harry Tolles, of the Sheldon 
School, who gave one of his inimitable pep 
talks, illustrated with charts, and calculated to 
instill enthusiasm into any sales force. There 
were about 300 present and every one went out 
of the meeting filled with a determination t0 
find business where there has been none and to 
make 1931 a memorable year in the history 0 
the company. ; 
Under the direction of Mr. Goertz, the Hines 
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February 2 1, 1931 


vards are putting on an intensive drive for re- 
modeling and repair work and have launched a 
program that will mean more attractive and 
more convenient homes in every section of the 
city. 


Just What Is the Situation? 


Lumbermen are deeply concerned with the 
economic, commercial and industrial hole in 
which the American people have allowed them- 
selves to fall and in common with men in other 
lines of endeavor are doing much serious think- 
ing, seeking “a way out.” That is made ap- 
parent every once in a while, and one of those 
occasions was Monday noon, at the regular 
luncheon meeting of the Chicago Wholesale 
Lumber Association. 
Copeland was calling for market observations 
from each lumberman present, and started with 
Eyerett Thornton, president of the E. A. Thorn- 
ton Lumber Co. Mr. Thornton reported an 
encouraging volume of business and re-afhrmed 
his belief that the lumber industry has reached 
the “bottom” and is already on the way out of 
the difficulty. As corroboration he mentioned 
his friend George J. Pope, president of the D. 
S. Pate Lumber Co., who has just returned 
from a trip to mills in the South and finds them 
in a noticeably stronger position to demand and 
get better prices. 

G. A. Vangsness, 
president of the Vangs- 
ess Lumber Co., said, 
‘T wonder if Mr. 
Thornton and Mr. Pope 
have the right ‘dope’ on 
the situation. I don’t 
believe so.” Nothing 





KURT STOEHR, 
Chicago; 
Treas. of Oconto Co. 





like a return to normal 
times will be possible, 
he asserted, until the 
laboring man’s wage 
scale is reduced, putting 
the earning power of 
the city man more on a 
par with that of the 
farmer. Cost of ma 
terials has dropped, but not the cost of labor, 
and this makes the labor cost too high, com- 
paratively. Organized labor, he charged, is de- 
termined to keep its wages up at whatever the 
cost, and he cited an incident to prove his con- 
tention—an incident of a laborer who, though 
in distress, scorned to accept anything but the 
high wage to which he was accustomed, when 
offered a job by a relief organization; and of 
union opposition to the relief organization 
which was trying to put men to work two days 
a week and give them a little money which 
they desperately needed. “Labor,” Mr. Vangs- 
ness declared, “is not willing to carry its share 
of the burden. It will have to come down off 
its high wage scale and help, along with capi- 
tal.” 

There was a word of approbation from Harry 
Brand, who vehemently declared that this na- 
tion must come back to the price levels of 1913 
—must and will. 

_Then Kurt Stoehr, treasurer of the Oconto 
Lo., northern hardwood manufacturer who is a 
member of this organization, took issue with 
both these men. “I can’t think that cutting 
wages will help the situation any,” he said. “In 
lact, | believe that there are plenty of men 
who are not getting high enough wages. For 
us to revert to those old wage scales now 
would be to go back to the days of horse and 
buggy, oil lamps, and things like that—the only 
sort of life those wages would allow. It would 
be like going back to George Washington’s 
time. 

“We've got to keep moving ahead. We're 
geared to a luxury basis now. If we cut the 
wages, who’s going to buy the automobiles? 
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What's going to happen to Detroit's great in- 
dustries? And radio? ‘They employ thousands 
of men, but if you cut the wages they won't, 
for the working man won't be able to buy an 
automobile, and the industry can’t keep going 
by just selling cars to the bosses. And men 
will be out of work, because no one can buy the 
automobiles they build, or the radios, and where 
will we sell our lumber then? 

“It’s the machines that have done it. They 
make it possible for a man to do a great 
amount of work. He should get paid higher 
wages aud have shorter hours, to compensate 
for the greater amount of work he can do. We 
must come to that. This is no time to cut 
wages.” 

There was a little applause after this—a 
thing almost as rare, after these impromptu 
market observations, as a battleship in Switzer- 
land, and there was a less tense feeling about 
the board. Conversation revealed that there is 
buying of hardwoods—that the Fisher Body 
Corporation last week bought 3,000,000 feet of 
6/ and 8/4 northern hard maple, No. 1 and bet- 
ter. At least half of those present told of a 
better feeling in the market, and of more in- 
quiry, and some told of a better volume of 
orders. 


Says “Hard Talk" Gets Business 


Cairo, Itt., Feb. 16.—Disappointed because 
of his inability to attend the annual convention 
of the Illinois Lumber & Material Dealers’ As- 
sociation, P. T. Langan, president of the P. T. 
Langan Lumber Co., affectionately known to all 
of his friends and acquaintances as “Uncle 
Pete,” is recovering from an attack of influenza. 
Refusing to be discouraged by his blindness or 
his most recent illness, Mr. Langan continues 
to instill enthusiasm and optimism into his or- 
ganization. Discussing business conditions, 
present and prospective, he said to a represen- 
tative of the AMERICAN LUMBERMAN: 

Everything is very quiet in this community. 
Of course it always is quiet at this time of 
the year, but we expect business to improve 
as soon as the weather settles. In fact, we 
will make it improve as that is what is needed. 
Everybody must get out and hunt for busi- 
ness. That is the way we have had to do for 
the last two years. We almost have to com- 
pel property owners to fix up their property 
and it sure takes a lot of hard talking. 








May Run for Governorship 


PHILADELPHIA, Pa., Feb. 16.—The next gov- 
ernor of New Jersey may be a lumberman, if 
the plans of the Republican leaders of the State 
are consummated. The organization in each 
county is urging the candidacy of David Baird, 
jr., of the Baird Lumber Co., of Camden. Mr. 
Baird is active in the lumber associations of 
Philadelphia, and is president of the Lumber- 
men’s Golf Association. Although he has not 
indicated that he will accept the support of the 
leaders, petitions have been signed by thousands 
of voters. Mr. Baird is believed to be the 
strongest man to oppose A. Harry Moore, a 
former governor and the candidate of the 
Democrats. 





Urges Optimists to Get Busy 


MeEmPHIs, TENN., Feb. 16.—E. L. Fellman, 
manager better merchandising for the E. L. 
Bruce Co., of this city, is convinced that busi- 
ness is picking up. In a recent bulletin he said: 

Everywhere we see signs of it—in our own 
business and in others. We do not look for a 
“boom” recovery, but it seems certain that 
steady imprdvement has at last actually 
started. Now get busy, optimists. Your 
“bullish” enthusiasm will do more to develop 
confidence and to restore sales to a normal 
basis than anything else. 





Refer to the Classified Sec- 
tion for your wants and 
“don’t wants.” 
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sPECIALISTS 
Sou Can Rely Upon 


Anything you need in Yard 
or Shed Stock can be ship- 
ped promptly from large re- 
serve stocks. Order the 
items you need in mixed car. 


Special attention given to 
LCL orders and shipments. 


Ask for Quotations Now. 


Gregertsen Brothers Co. 
332 So. Michigan Ave., CHICAGO 
Yards and Planing Mills, CAIRO, ILL. 





WHITE STAR LUMBER COMPANY 


811 Roanoke Bldg., CHICAGO 
Phone ‘Randolph 1069 
Manufacturers and Wholesale Dealers in Maple, Birch 
and Oak Flooring, Redwood, old growth Yellow Fir, 
Red Cedar, Northern and Western Hemlock, Pondosa 
and California Pine, Yellow Pine, White Cedar Posts. 
Exclusive agents for Redwood Manufacturers Co., and 
‘Soo Brand’’ Maple and Birch Flooring. 





Kiln Dried 


and Air Driea ENGLEMANN SPRUCE 


We own and represent exceptional quality stocks in 
jpruce, Sitka Spruce and Western Pine. 


We represent Nicola Pine Mills,Ltd., Merritt, B. C. 
PAUL MILLER CO. 


LUMBER 
General Offices: 308 W. Washington St., CHICAGO 














Hundreds of New Lumber Buyers 


are listed in the Septem- 
ber Edition of the Red 
Book—now available. 
This book may be had on 
trial for 30 days—With 
out Cost or Ob 
ligation — by 
any responsible 
concern. Red 
Book credit rat- 
ings and re- 
ports are almost 
universally rec- 
ognized as the 
most reliable 
Ask for Pam- 
phiet No. 49-S 
and details of 
FREE trial 
offer. 

The Collection 
Department has had long 
experience in collecting 
lumber accounts. and the 
cost is reasonable. 


LUMBERMEN’S CREDIT ASSOCIATION 
Executive Offices, 608 South Dearborn St., Chicago, Tl 
East, Headquarters, 35 S. William St., New York City 



























Sisal-reenforced 
waterproof building paper 


10,000 dealers now pushing Sisalkraft 
—‘“the building paper of a thousand 
uses.” Unlimited sales outlets; 85% 
sales repeats. So strong you can hardly 
tear it—eliminates the faults of ordinary 
paper, yet costs no more in the job. We 
help you sell it. Write for details of our 
result-getting sales promotion plan, and 
free samples. 


THE SISALKRAFT CO. 
205 W. Wacker Drive(Canal Sta.) Chicago 


SISALKRAFT 


“More than a building paper” 


AL 2-21 Gray 








AMERICAN LUMBERMAN, 


AANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 














431 So. Dearborn St., CHICAGO 
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splendid building 
material from our 
premier stand of DENSE 


virgin timber. 
grades and sizes— 
ready for prompt 
delivery, 
quantity, to any 
part of the world. 


WBROOKS=SCANLONY 


Flovuida's 


IRGIN Florida forests of dense long 
leaf yellow pine represent a vast 
storehouse of primitive strength—yield- 
ing a constant and uniform supply of 


sturdy structural timber and beautiful 
finish lumber for the uses of civilization. 


It takes many years, sometimes 


centuries, for these giant long leaf pines 
to reach maturity—creating a compact 


cellular structure which results in a 
lumber of remarkable toughness and 
durability. 


Modern machinery and efficient 


methods at the Brooks-Scanlon plant, 
backed by over a half century of lumber- 
ing experience, cooperate in producing a 





All | TONG LEAF 


YELLOW 
PINE 


in any 











FOLEY, FLORIDA 


Manufacturers 
100 MILLION BOARD FEET ANNUALLY 








News Letters 
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terns have slipped back to the lowest price in 
many years, and No. 1 and C flooring and 
finish have lost a couple dollars so far this 
year. Buyers as a rule are kicking about the 
wide margin between No. 2 common and No. 
1 and C. Both 1x3- and 1x4-inch flooring 
can be secured readily at: No. 2 common, $12; 
No 1, $23 to $30. No. 3 flooring, siding, ceil- 
ing, sheathing and items up to 6-inch width 
average the mill only $5 to $7. No. 2 and 
better dimension nets about $12 loaded for 
rail shipment, and $1 to $2 less locally. 

Car material is in fair demand, but ex- 
tremely low prices are being offered by whole- 
salers. Mills catering to the car trade have 
been selling sparingly. But there are heavy 
stocks of 2-inch decking on the Louisville & 
Nashville lines, and mills continue to stack 


rough stock. Heavy car decking is moving 
more freely. Prices on all car material are 
unsatisfactory. Railroad timbers have shown 
some indications of a further decline. Heavy 
timbers, bridge stock and especially stringers 
still bring good prices, because only a limited 
number of mills can supply them. Demand 
from the highway department of the State 
for posts has increased within the last two 
months. and specifications permit sawn or 
peeled poles or posts. Buying by industrial 
users has shown a steady increase. Factories 
and foundries are buying a limited amount of 
western white and sugar pines. 

Demand for all grades of oak flooring is 
slow, and prices took another tumble this 
week. No. 1 common white and red oak floor- 
ing, 1x3-inch, sold at $28 to $28.50, carlot 
base, with $5 extra for small lots, and it is 
in line with No. 1 and C 1x3-inch pine. No. 
2 common oak is still several dollars higher 
than that grade of pine. Higher grades of 
oak flooring have shown little decline for more 
than three months, but slow moving items 
can be secured at bargain prices. 





February 21, 193; 


Shreveport, La. 


Feb. 16.—There has been a little more buy- 
ing of southern pine, here and there, ang the 
larger mills report a little more business 
in sight, but average prices are lower. The 
weather has not been favorable to shipments 
as rains have been heavy and continuous, 
Buying has been spotted, orders coming 
mostly from the West and Southwest, while 
orders from the North and East have slumped 
off somewhat. 

Hardwoods have been in somewhat greater 
demand the last week and a considerable 
volume of orders has been booked, but the 
prices have been very low. 

The Breece Lumber Co. flooring plant at 
Monroe, La., has re-opened, employing be. 
tween 75 and 100 men. About 25 more men 
will be put to work soon in the pine depart. 
ment. A material increase in business cause 
the new operations. 

The Robinson-Slagle Lumber Co. of Shreve. 
port, has purchased the local interest of the 
Devoe-Raynolds Co., and has arranged to 
carry on the business as a building materia] 
store, with downtown showroom. Announce. 
ment of the purchase and plans was made 
by William A. Robinson, president of the 
Robinson-Slagle company. 


Houston, Tex. 


Feb. 18.—Inquiries from all sections of the 
country about southern pine have been more 
numerous the last two weeks than at any 
time since the beginning of the slump about 
a year ago, according to sales managers of 
Houston wholesale lumber concerns. Many 
of the inquiries are from railroads, a few 
from automobile concerns, and some from 
other manufacturers. Quotations are being 
asked on shiplap, boards, dimension, siding 
and general yard stocks, with the exception 
of ceiling and a few other items. Prices are 
the lowest on record, and the increased in- 
quiry has had no effect so far on prices. 
However, E. E. Hall, sales manager of the 
Wier Long Leaf Lumber Co., says he thinks 
there is reason to believe recovery of the 
market is not far off, if the mills keep pro- 
duction curtailed. 

The Kirby Lumber Co., which some months 
ago closed down all of its eleven mills, has 
announced reopening of its pine mills at 
Bessmay, Silsbee and Steep Creek. The com- 
pany is nopeful of reopening its other five 
pine mills, and its three hardwood mills, be- 


fore long. The Sabine Lumber Co. has re- 
opened its pine mill at New Willard. The 
Robertson-MacDonald Lumber Co. has re- 


opened a small pine mill at Devers. 
There seems to be little prospect of an 
early increase of hardwood purchases. 


Warren, Ark. 


Feb. 16.—February orders to date are ahead 
of January orders. Mill managers are en- 
couraged by the steady flow of inquiries. A 
good percentage of them ask about B&better 
finish, casing, base and moldings for mixed 
car loading, and there are a fair number of 
straight-car orders for these items. Several 
large inquiries for straight cars of cut-to- 
length casing and moldings, for shipment 
over a period of ninety days, have come in. 
Several straight-car orders were booked this 
week for prompt shipment, covering both 
rough and dressed finish, with a large quan- 
tity of moldings. The mills report having 
declined several straight-car orders for im- 
mediate loading of both boards and dimen- 
sion. Nos. 1 and 2, 2x4-inch are in good 
demand, but most buyers are feeling the 
market out by making offers under prevail- 
ing prices. Some eastern wholesalers are, 
also, offering orders for straight cars of 3- 
and 4-inch rift flooring priced under the pres- 
ent market. They are finding no takers. Also 
some orders have been offered for thick rift 
flooring, particularly 5/4 by 3-inch, but mills 
here do not carry this item. 

Several fair-sized orders for 9- and 10-foot 
B&better car siding were placed elsewhere 
this week at $28, mill, on 4- and 6-inch, 
9-foot and $25.50 on 10-foot, prices generally 
regarded here as too low. An increased num- 
ber of inquiries for box shook and cut-to- 
length crating are being received, along with 
some firm orders for prompt shipment. Prices 
are holding up reasonably well on these 
items, and mills are disposed to quote only 
on specifications suitable to available stocks 
on hand. Wholesalers have canvassed the 
mills thoroughly, offering orders for 1x4- 
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inch, 12- to 20-foot mattress lumber for Gov- 
ernment uses on the Mississippi and Missouri 
rivers. Prices offered vary from $14 to $18 
mill basis, with most of the Arkansas mills 
unwilling to accept the orders, because no 
definite grade is specified. Inquiries re- 
ceived indicate that some wholesalers are 
willing to take a chance by buying straight 
No. 2 grade, while others are insisting on 
practically a No. 1 grade. A few mills out- 
side this State have offered rather liberal 
concessions. 

The Manassa Lumber Co., of St. Louis, 
large dealer in pine and hardwood piling and 
telephone pole stock, recently placed a repre- 
sentative in this territory with headquarters 
in Warren to increase its supply of these 
items. 


San Francisco, Calif. 


Feb. 16.—Although volume of business is 
not heavy, the wholesale market is at least 
as steady as it was last week. There is a 
strong tendency to preserve a firm price. 
Manufacturers’ representatives report that 
inquiries are increasing, compared to last 
week, and that orders show an upward trend. 
The trend of the market generally shows 
some encouraging features, but none of 
them can be taken to mean that big scale 
lumber buying is at hand. Country retailers, 
especially those supplying farm trade, are 
not overly optimistic. The bumper crops of 
last year brought less than the expected re- 
turns to farmers, and therefore prospects for 
spring farm building are not up to normal. 
The suburban yards continue in a more fav- 
orable position, due to the steady increase 
in suburban home building. 

H. J. Bunker, president Coos Bay Lumber 
Co., will be guest speaker at the Feb. 26 
meeting of San Francisco Hoo-Hoo Club. 

H. P. Plummer, formerly in charge of sales 
in the Chicago office of the Union Lumber Co., 
is now general sales manager, with head- 
quarters at the home office in San Francisco. 

Edric Brown, formerly in the New York 
office of the Pacific Lumber Co., arrived in 
San Francisco recently to assume the duties 
of manager of the company’s export depart- 
ment. 


Bogalusa, La. 


Feb. 16.—One of the Great Southern Lum- 
ber Co.’s hustling salesmen, George Dulaney, 
with headquarters in Decatur, Ill, demon- 
strated his enterprise by making a trip via 
airplane from St. Louis to New Orleans. The 
plane flew at such a low altitude over 
Bogalusa on Sunday afternoon that Mr. 
Dulaney recognized and waved greetings to 
O. H. Campbell, assistant sales manager of 
the Great Southern company. 

R. H. Laftman, who recently resigned as 
general manager of the Bogalusa Paper Co., 
has sold his home here and left for Chicago 
and New York to consider propositions 
offered him. 


Seattle, Wash. 


Feb. 14.—Wholesalers here report that they 
have been receiving a larger volume of or- 
ders, which indicate the beginning of spring 
stocking up. There have been reports that 
in the rail trade some surplus lots have been 
disposed of at rather low prices, but most 
mills are adhering to the firm price policy 
and show little inclination to sacrifice stocks. 
The mills as a whole have been maintaining 
a favorable balance between production and 
bookings, so that stocks are being reduced a 
little, but tidewater mills have been accumu- 
lating uppers, which they expect to move 
during the spring. The California market 
continues dull, as are the export markets also. 
Cuba is not buying, as a result of the declnie 
‘in sugar prices, but there have been a few 
orders from Honolulu. There is not much 
movement to the United Kingdom, rates con- 
Unuing at 42s 6d to 45s. 

The log market continues quiet. Hemlock 
logs are in demand at $10@10.50 and 
$12@12 50, but the volume selling is small. 
Fir log prices on the Lower Sound are $10, 
$15 and $21; on the Upper Sound they run 
up to $11, $17 and $23, but sales at top figures 
are very few. Cedar logs are selling at vari- 
US Prices, and sales are small with produc- 
tion at a minimum. The January inventory 
of logs on the Upper Sound revealed reduc- 
tions of approximately 80,000,000 feet. Cedar 
Stocks were reduced 5,500,000 feet; hemlock, 
31,000 000 feet; fir, 40,000,000 feet, and spruce, 
“000,000 feet. Cedar and hemlock are de- 
clared to be available in normal quantity for 
this time of year. 
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Following a survey, which showed tnaat 
many retail firms were selling below the cost 
of doing business, local retailers two weeks 
ago raised prices. The survey showed that 
the average cost of doing business was 18 
percent. 

Oscar Sather, president Northwest Mill Co., 
Petersburg, Alaska, is a visitor to Seattle. 
Learning of the Forest Products exhibit, he 
brought to it some Alaska cedar panels which 
revealed that this wood can be made ex- 
tremely beautiful. Mr. Sather’s mill turns out 
considerable airplane stock. It cuts about 
30,000 feet daily. 

Herbert G. Wells, Seattle representative of 
the Transcontinental Lumber Co., New York, 
and formerly with the Shepard Lumber Co., 
has been appointed sales manager of the 
Mumby Lumber & Shingle Co., which oper- 
ates two mills, one at Bordeaux and one at 
Malone, Wash. 

Ezra Fitzwater, of the Waite-Rogers Lum- 
ber Co., is in the East and middle West on a 
two to three months’ business trip. 


Aberdeen-Hoquiam, Wash. 


Feb. 14.—A number of logging camps, sav 
mills and shingle mills reopened in Feb- 
ruary. The Donovan-Corkery Co. opened 
Camps Nos. 1 and 2, employing 190 men; the 
Mumby Lumber & Shingle Co. opened camps 
and mills Feb. 9 after being closed since the 
Christmas holidays; the Saginaw Timber Co 
reopened its camps near Brooklyn, on the 
North River, the first week in February; the 
shingle mill of Schafer Bros. Lumber & Door 
Co., Montesano, started Feb. 3; The Wood- 
lawn Shingle Mill, in Hoquiam, closed for 
almost a year, resumed Feb. 6, and the Aber- 
deen Plywood Co., which has been shut down 
since Christmas, reopened Feb. 1. The Mackie 
Mill, in Markham, which gets out cedar for 
the Japanese trade, and also manufactures 
shingles, is again operating, for the first time 
since Christmas. ; 

Waterborne shipments of lumber 


(Continued on Page 70) 
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BUSINESS CHANGES, INCORPORATIONS, ETC. 








Business Changes 


COLORADO Denver Chenault-Scott Lumber 
Co. succeeded by Brake & Duff Lumber Co, 

Denver! University Park Lumber Co., 1810 S&S. 
Josephine St., sold by McPhee & McGinnity Co., 
to G. R. Harries J. E. Hackstaff, who has been 
manager of the yard for seven years, will be asso- 
ciated with Mr. Harries 

FLORIDA Pensacola—A G 
by A, G. Hudson's Mill 

GEORGIA Springvale Booher Lumber Co. suc- 
eeded by Greene & Williams 

ILLINOIS Lawrenceyille—Skidmore Lumber 
“o. discontinued business and stock is sold to G. F. 
Osterhage Lumber Co. and the Lawrenceville Lum- 
ber Co., local dealers. 
INDIANA Lebanon — Pinnell-Coombs Lumber 

being reorganized with James W. Higbie as 
manager B EF 
ceeding the late J. W. Pinnell. 


LOWA Salem—Simpkin & Edwards sold lumber 
yard to Fairfield Lumber Co. of Fairfield, Iowa, 
which will operate under name of Salem Lum- 
ber Co 


Hudson succeeded 


Coombs 


vecomes president, suc- 


Waterloo—Waterloo Lumber Co. sold to Chap- 
man Lumber Co. and Warren Brown retires from 
business, 

KANSAS Newtor Paul W. Light seld lumber 
business to the other three local yards, Houston- 


Doughty Lumber Co., Newton Lumber Co, and Mc- 
Intire Lumber Co 


KENTUCKY Morgantield—Gatlin Lumber Co 
sold to Morgan Lumber Co. 
MICHIGAN. Lansing—McKee Lumber Co, chang- 


ing name to Federal Lumber Corporation. 

Royal Oak—Melion-Wright “Lumber Co. sold to 
Fred J. Robinson Lumber Co 

W yandotte Boyd, Shepherd, Morine Co is the 
new name of the Wyandotte Lumber Co. 

MINNESOTA. Morgan 
taken over the hardwars 
Store 

Pennock—The Standard Lumber Co. has pur- 
chased the hardware stock of Foshager & Ras- 
musson., 

Taylors Falls—Andersen Yard Co. sold _ local 
yard to Olcott Lumber Co., of St. Croix Falls 

MISSISSIPPI Quincy Durrett & Blair Bros 
Lumber Co. succeeded by T. F. Durrett Lumber Co 

MISSOURI. St. Louis—Arkansas-Louisiana Lum- 

r Co. moving to Webster Groves. 

OHIO. LaGrange—H. J. Ryan (Est.) sold to H. 
M. Sheldon Lumber & Supply Co. 

OREGON. Springfield—H, E. Pitts succeeded by 
Paul Schiewe 

TEXAS. El Paso—Southwestern Planing Mill 
changing name to Crawford Mfg. Co. 

WISCONSIN Ashland—Penokee Lumber Co 
filed record of dissolution and officers of company 
are instructed to sell all properties in Marengo, 
Sanborn, Brule and other places where the con- 
cern has interests 

Oconto—H. F. McFarlane, coal and building ma- 
terial dealer has purchased the hardware busi- 
ness of the Morley-Murphy Co 


Lambert Lumber Co. has 
department of the Big 


Incorporations 


CALIFORNIA San Francisco—Sudden Lumber 
) incorporated capital, $2,500,000 to succeed 
Sudden-Heitman Lumber Co Robert C. Sudden, 
San Mateo, president 


c¢ 


COLORADO Sterling—Schillig - Scott Lumber 
Cr incorporated capital, $50,000 


FLORIDA Miami 
Co., incorporated 
INDIANA. Evansville—Lumber Dealers’ Service 
Bureau, incorporated; 200 shares no par; to foster 
building industry P. R. Blood, et al 
MASSACHUSETTS. 
rated; builders’ 
Lena Pill, et al 
Northampton—Frank A 


Peacock Lumber & Supply 






Cambridge—Pill incorpo- 
supplies 3,000 shares, no par; 


Bartlett & Sons, incor- 


porated; 400 shares, no par; lumber; Frank A. 
Bartlett, et 
MICHIGAN Traverse City—Hannah & Lay 


Mercantile Co incorporated; 
concern. 


MINNESOTA 


capital, $200,000; old 


Danube—N ie 
Co., incorporated capital, $75,000. 
Roseland—N. T. Knott Lumber & Hardware Co., 
incorporated; capital, $25,000; retail lumber and 
hardware 

MISSOURI St 
Co incorporated capital 

NEW YORK W oodside 
Supply Co., incorporated. 

NORTH CAROLINA. Monroe—Broome Lumber 
Co., incorporated; capital, $25,000; to manufacture 
and sell lumber and its products. 

OREGON Portland—Chapman Lumber Co. de- 
creasing capital to $25,000. 

PENNSYLVANIA Quakertown —Stoneback & 
Nase Co., incorporated; capital, $100,000; lumber 
ind building materials 

VIRGINIA Cherrydale—Mount Vernon Land & 
Timber Corporation, incorporated; L. §. Culver, 
interested. 


Knott Lumber 


Louis—Mountain Oak Flooring 
$20,000 


Richardson Lumber & 


School—Jones Planing Mill Corporation, incorpo- 
rated; J. M. Jones, interested. 

WASHINGTON. Seattle—Western Pacific Tim- 
ber Co., incorporated; capital, $50,000; James S. 
Day, interested. 

Wenatchee—Dolsen 


Lumver Co., incorporated; 
capital, $25,000; R. W. 


Dolsen, interested. 


New Ventures 


ARKANSAS. Benton—Benton Supply Co. re- 
cently started a new retail lumber yard. 

INDIANA. Muncie—Floyd O. Wert has organ- 
ized the Home Lumber & Supply Co. and is open- 
ing a yard at 505-507 W. 12th Sc. Sheds and office 
building have been erected. . 

MINNESOTA. Clontarf—The Standard Lumber 
Co. has put in a stock of hardware. 

MISSISSIPPI. Amory—J. C. Pennington has 
started a wholesale hardwood business. 

MISSOURI. Lebanon—John W. Faulkner and 
Richard B. Faulkner will establish a new lum Der 
yard; building to be erected. 

ORBGON. Klamath Falls—Charles Rohr and 
Willard Jones have engaged in business under 
name of City Planing Mill. 

Eugene—A. A. and Mary ©. Furber are engaged 
in business under name of Buck Sox Factory. 

TEXAS. Longview—Clem Lumber Co. will open 
lumber yard on W. Methvin St.; buildings to be 
erected; headquarters, Dallas. 

WASHINGTON. Port Angeles—Fred and Rich- 
ard Owens and E. E. Nichols have engaged in 
business as the Hoko Logging Co. 
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New Mills and Equipment 


INDIANA, Indianapolis—Burnet-Binford 
ber Co. planning erection of an extensiv: 
to the planing mill; C. E. 

MARYLAND. Baltimore—American Cooperag 
Co., 118-150 N. Kresson St., plans erection of ada. 
tion, two stories, 50x80 ft. . 


MINNESOTA, Albany—Albert Kutz is beginnin 
the construction of a sawmill three miles south - 
here. ; 

TEXAS. Farwell—R. H. Kemp Lumber Co, wil 
erect complete new unit of sheds and office buyiig. 
ing at present site; cost about $6,000; 
ters, Rowesville, N. M, 

WISCONSIN. New London—American Plywood 
Mfg. Co. has begun erection of $15,000 addition ty 
plant, being one story and basement, 80xx160 ff 


Lum- 


J additj 
Wagner, secretary, va 


headquar. 


Casualties 


CALIFORNIA. San Francisco 
Co., loss by fire, $10,000. 
LORIDA, West Palm Beach—Flagg’s yj 
Work & Lumber Co., loss by fire, $85,000, 
MISSISSIPPI. Charleston — Turner-Farber-Loye 
Lumber Co., loss by fire in mill and hotel, also 
several houses, $200,000; the mill had been idle fo, 
some time and machinery had been moved out. 
NORTH CAROLINA. Dover—Goldsboro Lumber 
“o., loss of plant by fire; will be rebuilt. 
OREGON.  Silverton—Sawmill of Roy E. King 
near here damaged by fire; loss, $3,000. 
PENNSYLVANIA. Elliottsville 
ber Co., loss by fire, $8,000 
TENNESSEE. Etowah—Paul M. Dodd Lumber 
Co., loss by plant by fire; will be rebuilt. 
TEXAS. Perryton 
by fire, $5,000, 


Schafer Lumber 


Summit  Lum- 


Maxedon Lumber Co.,, 


} 
108s 




















Week's Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended Feb. 7, 1931, totaled 719,053 cars, as 
follows: Forest products, 36,440 cars (an in- 
crease of 403 cars over the preceding week); 
grain, 41,453 cars; livestock, 22,808 cars; coal, 
138,716 cars: cOke, 9,356 cars; ore, 5,506 cars; 
merchandise, 215,439 cars, and miscellaneous, 


249.335 cars. 





Minnesota-Dakota Rate Decision 


WASHINGTON, D. C., Feb. 16.—Division 2 of 
the Interstate Commerce Commission in a 
decision promulgated in Docket No. 22446, a 
proceeding brought by the Northwestern 
Lumbermen’s Association, finds that rates on 
lumber and other forest products from Wash- 
ington, Oregon, Idaho and Montana to desti- 
nations in Minnesota and South Dakota are 
not unreasonable or unduly prejudicial, ex- 
cept that rates to certain destinations are 


found unreasonable and reasonable rates 
prescribed to cover them. 
The rates which exceed the following 


maxima are held unreasonable to the extent 
that they exceed the rates set forth below on 
fir lumber from the Coast Group, and rates 
based uvon the recognized relationships 
thereto on other forest products and from 
other origin groups to the same destina- 
tions: 62.5 cents per 100 pounds to points in 
the destination territory east of the Mil- 
waukee railway’s line from Aberdeen to 
Yankton and west of the Omaha railway’s 
line between St. Paul and Sioux City; and 68 
cents to points in southeastern Minnesota and 
on the Winner branch of the Chicago & 
North Western. 

Division 2 states that these findings are 
not to be understood as fixing destination 
groups, but merely as requiring reductions 
where and to the extent that the rates re- 
ferred to exceed the specified maxima. 

The complaint, filed June 15, 1929, con- 
tended that the carload rates on lumber, 
shingles and other forest products from 
points in Washington, Oregon, Idaho and 
Montana to destinations in southern Minne- 
sota and throughout South Dakota were and 
are unreasonable and unduly prejudicial, and 
sought lawful rates for the future. 

The South Dakota Board of Railroad Com- 
missioners intervened in support of the com- 
plaint of the lumbermen and introduced evi- 
dence assailing the present rates from the 
origin territory to points in that State. The 
Minnesota Railroad & Warehouse Commis- 


sion, the North Dakota Board of Railroad 
Commissioners, the South Dakota Farm 
Bureau Federation and the Watertown (S.D.) 
Chamber of Commerce, also intervened, but 
only the first mentioned appeared at the 
hearing. 





New Transit Tariff Agreed Upon 


SEATTLE, WASH., Feb. 14.—Permitting one 
stop in transit a new tariff known as local 
freight tariff No. 61 has been agreed upon by 
the four transcontinental lines and their con- 
nections for carload shipments of lumber, 
shingles, doors, and other articles taking the 
same rate and which originate in Washington, 
Oregon, Idaho and Montana. The tariff be- 
comes effective Feb. 28. A flat charge of 
$6.30 per car, representing the average cost of 
switching, new bills of lading etc., will be 
made by the carriers in addition to the through 
rate. The new tariff specifies the stopping 
privilege as available at all main stations. 

Long desired by lumbermen the tariff will 
greatly broaden the scope of transit opera- 
tions. Heretofore the carriers have been un- 
able to agree regarding stopping in transit 
though for years milling, staining, sorting, and 
other transit privileges have been effective. 
Tariff 61 was worked out at Seattle through 
the North Pacific Coast Freight Bureau of 
which S. J. Henry, is agent. Information re- 
garding the tariff may be obtained from Mr. 
Henry at 304 Union Station, Seattle. 

It is pointed out here that owners of de- 
pleted mill stocks will be immensely relieved 
and helped by this privilege. The filling o 
mixed car orders, always a problem and at 
this time more so than ever because of the 
curtailment of lumber operations, will be 
greatly simplified. 





Baltimore Firm Reorganized 


Battimore, Mp., Feb. 16.—The Zickgraf ©. 
(Inc.), capital $50,000, takes over the Zickgra! 
Co., of Denmark, S. C. Members of the new 
corporation have been running the plant for sev- 
eral months under a lease. The new compally 
has elected Francis K. Read, of Baltimore, 
president; Benjamin H. Read, of Baltimore, 
secretary and treasurer, and D. J. Devlin, get 
eral manager. W. C. Zickgraf, head of the 


old company, is a director in the new one. The 
company buys logs, and cuts 40,000 feet a day, 
70 percent shortleaf, the rest hardwood. 
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Meet Bill Walden 


Bill is the man who checks all 
of the work on your SILVER 
STEEL Crosscut Saws. Bill is 
typical of Atkins’ craftsmen. 
There are hundreds just like 
him scattered throughout 
the enormous Atkins’ plant 
—men whose duty it is day by 
day to carry out the opera- 
tions designated by experts. 
Like Bill they are all governed 
by Atkins Specialized Engi- 
neering Skill. 


Analyzing the steel that goes 
into your Atkins Saw to see 
that it is up to the standard 
as established by experience 
for long service and better 
results. 


E. C. ATKINS 
AND COMPANY 


Indianapolis, Indiana 


FACTORIES IN 
Hamilton, Ontario, Canada 
Lancaster, New York 
Detroit, Michigan 
Bloomington, Indiana 


BRANCHES 
Atlanta Portland 
Chicago Seattle 
Memphis San Francisco 
New Orleans Vancouver,B.C, 
New York Paris, France ’ 


@ a. a. 


THINS 





ACCURACY 


Rien: down the line, through 
every operation, AccuRACY is the keynote in the 
manufacturing of Atkins Sitver Steet Crosscut 
Saws. They are built up to the highest standard 
of efficiency. That’s the idea behind every Atkins 
Sitver Steet “*SSecment Grounp”’ Crosscut Saw. 

They hold their edge longer, consequently you can 
cut a great deal more timber with one filing than 


s 


with any ordinary saw. “SEGMENT GRINDING”? makes 


them cut fast, free, and easy, reducing your cost, 
and increasing your production, 


Conclusion .. . There’s a Best in 


Everything, and in Saws ... It’s Atkins 


E.C. ATKINS AND COMPANY 


INDIANAPOLIS 
INDIANA 





eres \\ 











66 


AMERICAN LUMBERMAN 





February 21, 1931 


THIS WEEK’S LUMBER PRICES 


Following are f. o. b. 





SOUTHERN PINE 








mill sales prices as reported from Kansas City, Mo., for the week ended Feb. 14: 








Plooring Pinish, All 10-20’ Casing and Base No. 1 Dimension, No. 2 Shortleaf Shiplap 
1x3” E.G.— a B&Better Rough: iain B&Better: S1S1E Dimension S1S1E No. 1 (all 10-20’): 
B&Btr., 10-20’. . $57.70 Ss 32.52 4 and 6”..... 45.20 Short- Long- | 2x 4”, 10’...... 15.90 | ees 
No. 1, 6-20’.... 44.75 | a eesasges oe ae — PE 47.20 leaf leaf | eee 16.17 Ce gaa Sea 30.00 
1x3” F.G.— x5 an -+ 32.65 5 and 10”.... 52.36 | ; ” , 7997 | eee 16.18 —— : 
B&Btr., 10-20’.. 29.39 | 1x12” ....... 34.10 Fencing, £18 2x 4”, 10’..18.47 22.79 18&20'. 0.” is4y | No. 2 (10-20) : 
No. 1, 10-20’.... 26.08 | 5/4x4, 6&8"... 45.52 ate ’ 12’, .18.14 21.65 | 4, gw jo, ape ROT cseseses 15.06 
No. 2, 6-20’.... 16.25 |  5/4x5, 10&12” 44.67 ——_ 16’. .18.44 23.19 | ~~ . oes 12°57 SRI ksi cve 15.07 
1x4” E.G.— 6/4 & 8/4x4, ” tea 24.88 18&20’..20.87 25.00 — 9.99 | No. 3 (all 6-20’): 
B&Btr., 10-20’ 59.11 6&8" ...... 55.16 ae 25.79 Pee po : 4.93 2t% 18@20’. °°". 15.97 re ae 9.76 
No. 1, 6-20’ 48.75 6 : & 8 1x5, vay din 7 2x" 6”, 10 rr oe os F< wi rr rip ee 8:94 
1x4” F.G.— O&12” .... 64.17 saa ly 9 12’. .14.79 18.7 2x 8”, 10’...... 5.8 
B&Btr.,, 10-20’.. 31.30 | B&Better Surfaced: ao LH 16’..15.18 20.43 + tg + aoe Wiccan: 
No. 1, 10-20 27.76 5 a) we : 18&20’..17.66 21.52 ania thsleatalt eae ae. ee een eH 
No. 2, 10-20 18.90 1x6” ocnmtene @ i 42.20 1x4” 1.25 Ke . 8&20’...... 5.6 ae STR gees Yr 
ae” vessnndy 43.98 o> “SS pcea tees 908 | 2X 8”, 10’..16.60 20.00 | 2x10”, 10’...... liege lee Slog te ~_ 
Ceiling 1x5 and 10” 44.61 BO teeerees . 12’. .17.56 19.67 es 15.29 Longleaf Timbers 
5x4”, 10-20’— 2 rae 61.52 Boards, S18 or 828 16’. .17.31 22.75 WP hava erat 15.84 | No. 1 Sq. E&S 
B&Btr. ....... 23.97 5/4x4, 6&8” 48.85 No. 1 fall 10-20’): &20’..1 "29 o en 15.00 S4S, 20’ ana 
Oe Sees eel, 22.40 5/4x5, 10&12”, 66.33 PS tc aee 25.53 18&20’. .19.72 x12". 10’ 17 95 | cams 
es eee 14.20 6/4 & 8/4x4, 1x10” asaitees 30.00 | 2x10”, 10’..23.75 .... eS ee 7 O¢ $* 2 
6&8” 54.75 512” 4.66 : ) eee 17.09 | Steet eens 23.87 
Partition 6/4 & 8/ixs. No, 2 (ali 10 to’ 205: 12’. .23.00 26.06 | 7 19.98 | 10” ......... 25.50 
1x4°— oa 10&12” .... 71.71 3” “ és | 16’. .22.88 29.50 SE ec csc SR | EE swanwur ds 42.00 
ee 35.75 | © surfaced: oe sitet: et 18&20’..24.83 29.50 Car Material | Plaster Lath 
Drop Siding Ne. avnceria 31.56 a eee 13.39 | 2x12”, 10’..27.70 .... a | No. 1, %”, 4’... 2.31 
1x6”, 10-20’ Sa Savunpn 34.06 | No. 3 (all 6-20’): ’ 12°. 26.33 38.60 ‘AS Ix & 6 4 | No. 2) 3" 47.2) 133 
——t pr ak iniet acl 30.18 | Hf “sr eeges 34.09 LEE 9.02 16’. 28.86 45 78 — 9 anc sa Byrkit Lath 
Se ees 7.40 x5 and 10”.. 34.48 1x10" Sewage 9.27 | “oe ~_— gg ge ao Ra gle , : 
a aes 20.51 | San” inverse 49.63 | os rs 9.33 | 18&20’..30.21 44.50 No. 2 random.. 15.20 | 5 pet 162... 9.95 
| 
Following are typical average f. o. b. Nor- | Seattle, Wash., Feb. 14.—Prices for red ce- 


folk prices made during the period Jan. 1 to 
31, inclusive, as reported by the North Caro- 
lina Pine Association: 





Edge 4/4— 
Eahetter thie Diack alae ae ab ace ea eka oiale wee $39.50 
Oe narra a as cia hia: wing wer aaa otic ae 26.80 
Box GS SS a Kal eh ae a ae ak etch ab ae 19.85 
Se: ee -la' ds eiwa'o o dce'alasa'd wore drdle are ural kubataont 16.95 
No.1 No.2 
mebetter No. 1 box box 
2 ae ae $41.10 e« aoe cece 
FR ae 42.40 eaee aaa TT 
ele eS 42.40 $32.50 $21.35 $16.50 
ce). ‘wabenewnde 44.90 ss ie ane asc sees 
eS a ee ear 43.75 33.48 20.45 17.90 
De” ‘cask aweae 48.35 36.60 23.35 17.80 
Pa” ‘iveteeswas 60.50 44.00 26.55 19.00 
Edge, B&better— 
BEG sctietab raves bores vis nipendnesaeda $46.45 
EE? “ui Ga he aad aes we ee ae 59.60 
DE Abandnreenacddke ou eked kemeeue 64.60 
Oe  aceadedbansedaderscadddsceus komad 49.35 
Bark Strips— 
EE 6 aki 5. Se bon hile o-rece bial eeeee $27.85 
UE. “xc co Oo Weise ck ir wah ws te ab sak aaa Gi havea 12.40 
Dressed 24%” 3” & 
Flooring Wide Wider 
ES Maree $38.20 $36.65 
me. 3 Gommen, 1. .cccece 33.05 32.10 
No. 2 common, }§”........ 23.90 23.85 
2%” 3%” 
eee. OE avévestuanel 38.50 sees 
B&better, bark strip partition.......... $31.40 
Box bark strips, dressed .,...........- 13.90 
No. 2 Air 
Roofers dressed dried* 
Mi” tivciesahdakhnae mane $21.10 $12.50 
ee pesawe wanes anoadsonen’ 21.10 13.80 
gl SEES REE EE ER RCRA 22.75 14.35 
gall SERRE 5 Eee eine eee 27.10 14.85 
*F. o. b. Macon, Ga. 





WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., prices: 
No, 1 Hemlock Boards, 8S1S— 


8’ 10,12 &14’ 16° 
eke a ane oh abi oleae $22.00 $23.00 $24.00 
TY err Pe ere 25.5 26.50 28.00 
2 area 26.50 27.50 29.00 
acess oe. aes 29.00 30.00 31.50 
BN ee ay Oe 30.00 31.00 32.50 

For shiplap or flooring, add 50 cents to 


prices on No. 1 boards. 


No. 1 — — eager 

14’ 16’ 
2x.4” $26 50 $26. 50 $267 60 $26.50 $27.50 
2x 6” . 24.50 25.50 25.560-- 25.50 27.50 
2x 8” 26.50 26.50 26.50 26.50 27.50 
2x10” 25.50 28.50 29.50 29.50 28.50 
2x12” 25.50 29.50 29.50 29.50 50 


29. 
For tr 2 dimension, deduct $2.50 from price 
of No. 1. 











[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Feb. 19.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, Feb. 18. Averages include both 
direct and wholesale sales, and are based on 
mixed car orders. Quotations follow: 


Pondosa Pine 
INCH SELECTS AND COMMON, S2S— 


6” g” 10” 5 
C selects AL..... $53.37 $54.32 $63.97 $79.28 
D selects AL..... 34.20 31.16 43.74 61.29 
No. 1 common AL 31.75 31.50 40.00 45.00 
No. 2 common AL 25.76 23.10 22.99 29.28 
No. 3 common AL 16.77 17.15 17.12 17.64 
eae, 5/4 AND 6/4, S25 
Roctadanwd $27. 12 "No Di itcrnekeawe $18.65 
rao Blea S2S, 5/4 anp 6/4, 4” AND WIDER— 
C selects AL...$59.11 D select AL...$45.45 
nD: SR GT as 5 a nice een a wrece 26.60 
No. 4 Common, 828, RW, RL........... 10.25 
Idaho White Pine 
INCH SELECTS AND COMMON, a 
6” 10” 13” 
C selects AL..... $58.00 $08. 00. $98.00 
D selects AL..... 41.91 43. 2 $53. 00 84.00 
No. 1 common Ail 39.00 39.0 aan 
No. 2 common AL 30.74 30:37 30.45 38.20 
No. 3 common AL 19.13 20.50 20.50 26.50 
SeLects 82S, 5/4 anp 6/4, 4” AND WIDER— 
C select AL....$80.00 D select AL.... 
Larch and Fir 
ie. 3 Gieneion. B06 OS BF xe ccwiecnwass $13.07 
BUG, © GaGMOM, BIO 2G cccccccveasce 15.37 
Drop siding or rustic, C&better, 6” RL.. 25.10 





WEST COAST LOGS 


Everett, Wash., Feb. 14.—List prices of logs: 


Fir: No. 1, $24; No. 2, ap No. 3, $11 

Fir, on lower Sound: No. » $21; No. 2, $15; 
No. 3, $10. 

Cedar: Rafts of shingle logs only, $12; lum- 
ber logs, $24. 

Hemlock: No. 2, $12.50; No. 3, $10.50. 

Spruce: No. 1, $24; No. 2, $17; No. 3, $11. 

Note: On the Upper Sound, there is no estab- 
lished price for Douglas fir logs, the only 
grade moving being No. 3. 


WEST COAST SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Feb. 17. 
prices for mixed carlots prevailing today: 








Finish— Factory stock— 
EE <4 aduwe $55@60 4/4 ...$24.00@ 26.00 
1x4—10” ... 45@50 5/4 . 29.00@30.00 

meee siding— 6/4 ... 29.00@30.00 
errr? $20.00 8/4 . 29.00@30.00 


ree Flat gr. 26.00 
Vert. gr. 28.00 


Lath ... 3.00 
Green box 14.00@16.00 





dar siding in mixed cars, new bundling, 8 to 


18 foot, f. o. b. mill, are: 
Bevel Siding, %4-inch 
Clear “ ” i ” 
Se . - $25.00 $22.00 $17.00 
Da c<ccnpeanaae . 29.00 24.00 20.00 
ED cnnciadienaen 29.00 24.00 20.00 
Clear Bungalow Siding 
%-inch %%-inch 
OS Pere rer EA ere re $43.00 $32.00 
SPE éocwvevesacaneseeech cue 53.00 43.00 
Pinish, B&better $28, S48 
NEE ng ich aie wield aaa 0 aise 
or Rough 
CE beck vec nd eNeaaewereebeams ee 
ED aka sig gd sivceou sees asain eaien in 55.00 
ance tsb ache Wb ee (eenenewe eat 70.00 
inh s maleic edna bie Gah Go eae Stee F 85.00 
! nie vowdeedeehwee Boe wee eae 90.00 
US eg hac c bidet cots en inca 95.00 
EE ee oe eee aoe amee 100.00 
ee NE Oo vc cddns daverenanonds 105.00 
r Ceiling or nn One Side Vv orB 
Os Se Ue BE oh vacvien<éeeaseccecraevecuct $35.00 
1x4”, ae a ra ee tee I Rl ae 40.00 
Discounts on Mouldings 
Made from 1x3” and undor........ccccees 55% 
DEaGe SHOUE CEHOF BIBOG. coo cvcccccvescesve 45% 


For 50,000 feet or more, additional dis- 
count 


Clear Lattice, 84S, 4 to 16’ 
ma 


33 3 


—— 





PHILADELPHIA PRICES 


Philadelphia, Pa., Feb. 19.—Following 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 
B&better, $44.00. No. 1 common, $40.00. No. 

2 droppings, $30.00. 

LONGLEAF YELLOW PINE TIMBERS, 

Rough, merchantable grade, water delivery— 

6&8-inch 10-inch 12-inch 14-inch 16-inch 
$36.00 $42.00 $52.00 $67.00 $73.00 

GEORGIA AIR DRIED ROOFERS— 

Tongued and grooved, %-inch, 6-inch 
$22.00. 

KILN DRIED YELLOW PINE ROOFERS— 

Tongued and grooved, standard, 6-inch 
$24.00 

NOKTH CAROLINA PINE RouGH Box, No. 

10-inch, $27.00 12-inch, $28.00. 

NORTH CAROLINA PINE FINISH, 

eS aan rere 

NORTH CAROLINA PINE STEPPING, 

Bipetter, S/EKTR-IMCN onc cccccccns tees 

NORTH CAROLINA PINE DIMENSION, No. 2 
ter— 

S4S, %-inch scant, 2x3-inch, 9-foot, $20,00: 
2x3-inch, 16-foot, $22.00. Rough, 2x10-ineh, 
16-foot, $25. 00; 3x8- inch, 16-foot, $24.00. 


are 





width, 
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1— 
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First ¢ 
Extra ; 
Extra « 
XXXX° 
Eureka: 
Perfect 
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Extra c 
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Extra ; 
Extra r 
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50% 
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DOUGLAS FIR 


[Special telegram to American LuMBERMAN] 

rtland, Ore., Feb. 17.—I’. 0. b. mill prices 
omactual sales of fir, Feb. 13, 14 and 16, direct 
only, strais ht and ‘mixed cars, reported by 
West Coast mills to the Davis Statistical Bu- 
reau, Were as follows 


Vertical Grain Flooring 
B &btr. Cc D 


February 


y re rts 00 $20.75 
~ ee nia eee 36.00 ved 
/4x4” P os 33.00 
Plat — Plooring 
OY MCE w= 18.50 16.25 
eit Rare te 23.00 19.25 
Mixed Grain Flooring 
OS icine we eee ica te $12.00 
Ceiling 
CM vewndven sas 18.75 11.00 
et ccaweke Sia 19.00 13.75 
Drop Siding, 1x6” 
eer ee 21.25 18.75 she 
| Ee ney rr 22.50 21.00 = 
ee ukiae om ee eacd eine a ac 12.50 
Finish, Kiln Dried and Surfaced 
1x6” 1x8” 


B&better $32.25 $34.00 


Common Boards and Shiplap 


1x6” 1x8” 1x10” 1x12” 
No. 1 a 50 a 37 $13.50 $17.75 
Ec ss cai 50 50 8.25 10.50 
rn ocues eae 5.75 4 50 4.50 ana 
Dimension 

12° 14° 16’ 18’ 20’ 22&24’ 26-32’ 

No. 1, 2” thi - 
4”$12.50 $12.50 $14.25 $14.25 $14.00 .... sue 
6”. 11.75 11.75 13.00 13.75 13.50 $16.50 $19.50 
8”, 12.00 11.75 13.50 14.25 13.75 17.50 19.75 
10”, 12.75 13.00 13.50 14.00 14.50 20.00 19.75 
12”. 13.50 13.75 14.00 14.00 14.75 17.25 20.00 
2x4”, 8’, $12.50; 10’, $12.75; 2x6”, 10’, $11.50 
Random 2x4” 2x6 2x8” 2x10” 2x12” 
No, 2. $6.25 $6.00 $6.50 $7.50 $7.25 
No. 3 5.50 5.00 = i ° 

No. 1 Common Timbers 
3x3 to 4x12” to 20’, surfaced........... $15.50 
bes ta 12mI8" fo SH FORM sacce cewoces 14.75 
5x5 to 12x12” to 40’, surfaced ......... 15.00 
Fir Lath 
No. 1, l li A dry rtebeudet 60 24a Oe woe $2. 25 
sting Flat Grain Car Siding, 9 or 18’ 

EY sik ir a y-ray ae GOR Sie de nde Sse a le a $25.00 
ee a res eee el 





RED CEDAR SHINGLES 


Seattle, Wash., Feb. 14.—-Eastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car 
prices) f. 0. b. mills are as follows: 


Pirst Grades, Standard Stock, Straight Cars 
nn Se Ole ewcrecer eee eauwe oa $1.40@ 2.00 


ee TEEN Pee ere 1.55@2.20 
EO ee eee ere on 2.15 @ 3.00 
Berekas, @lagh grain... ....cccssscce 2.35@ 2.95 
I oe ee ala cckawicewe eat ke 3.05 @3.75 
epee, 26", Me BOMB. cs sso ccccvese 6.50 @7.00 
Pee, BIE PE oss ccecce vawman 2.25 


Pirst Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Extra stars, 6/2....... $1.45@2.00 $1.45@2.00 
Extra cleare .....-cces 1.65@2.20 1.60 @ 2.30 
PE OSE os.cicnkews 2.20@3.00 2.05@3.00 
Ra aE SR ee aoe 2.60@3.00 

PUPtection® ....csceves 3.15 @3.75 3.15@3.75 
Royals, 24”, A grade... 7.00@7.50 

Dimension, 5/2, 16”.... 2.35@2.60 2.50 


Pirst Grades, Rite-Grade Inspected Stock 


ee | errr rere $1.45 @2.00 
Extra clears: 

75% premium clears............. 2.05@2.40 

50% premium clears............. 1.95 @ 2.50 
XXKXX (5/2 ee , ee ee 2.25 @ 3.00 
Eurekas (75% vertical grain)...... 3.00 
EE RELL EG ee 3.25 @ 3.75 
Royals TTT TCT TTT TT eC CTT Ce 7.50 
eone Grades, Standard Stock, Straight Cars 
vommon eA res Se $1.00 
Common stars, 5/2.........e.eeeeee .90@1.15 
Common ata Ae aig aru & ae ee 1.20@1.75 
RE BRO RES Sig eee eee MIN es 5.25@5.75 
MO S perfection, ..4...svveseccnses 2.00 @2.75 


Second Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
: cedar lumber fir lumber 
Common stars, 6/2....$0.90@1.00 $0.90@1.00 
Common stars, 5/2.... 


.90@1.15 1.00 @1.25 
Common clears ....... 1.25@1.75 1.35 @1.75 
No, 2 perfections...... 1.85@2.75 2.00 @2.75 





AMERICAN LUMBERMAN 


CALIFORNIA PINES 


The following average wholesale _ prices 
f. o. b. mills, those on commons covering 1- 
inch stock only, were reported by the Califor- 
nia White & Sugar Pine Manufacturers’ Asso- 
ciation during January: 

California White Pine 


No.1&2-clr. C sel. D sel. No. 3 clr. 
All widths— 


einer a eee $57.90 $54.75 $35.80 $27.55 
Eo ere ai ae 57.70 55.25 36.85 41.85 
aie eee eu 55.65 46.35 28.20 41.80 
BO Hawks owes 66.65 56.05 36.95 50.60 
California Sugar Pine 
| aa 90.55 76.60 57.05 37.55 
Saree 33.40 70.25 52.30 52.55 
. Sea 84.00 59.25 40.65 51.70 
re. 6hve oman 94.70 75.40 59.50 62.80 
White Pine Shop Mixed Pines 
Inch common...$19.95 Common— 
No. 1, 5/4xa.w.. 27.00 No. 2 No. 3 
No. 2, 6/4xa.w.. 18.70 6” $23.90 $16.15 
Panel, C&better 8” 22.05 16.15 
ew; cccce Ce 3S ues Se 16.10 
Sugar Pine Shop 72” vcs BHO 15.65 
Inch common...$26.70 Box— 
No. 1, 5/4xa.w.. 35.80 ee Ee ada wots $19.85 
No. 2, 6/4xa.w.. 21.80 Mixed box 18.15 
White Fir Bev. Siding, %*%x6”— 
C&btr., all sizes.$46.85 B&better . $31.40 
No. 3&better, a se en weeenn 28.45 
rere 16.05 Path— 
No. 2&btr. dimen., . ‘ 
1% xa.w. . 22.46 No. 1 ....... 2.45 
|, ae 1.45 
Australian No. 1 dim 
Mixed pines— 1%x4” ...... 18.20 
i. $53.7 epee ee nn 16.40 
J ae 48.95 
errr 39.45 Douglas Fir 
fo ere Sa.70@ Chhbetter ...«... $39.70 





ENGELMANN SPRUCE 


Prices f. o. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and Ceiling: 

Inch .” 6” g” 10” 13° 
D&btr., 6-16'.$412.00 $16.00 $46.00 $67.00 $82.00 
No. 1 & 


btr.,* 6-16’. 41.00 45.00 45.00 62.00 77.00 
No. 1, 6-16’.. 40.00 44.00 43.00 N § 
No, 2, 8-16’... 40.50 38.50 38.50 38.50 46.00 
No. 3, 8-20’.. 31.50 33.00 33.00 34.00 35.00 
No. 4, 4-20’.. 27.00 29.00 29.50 29.50 29.50 
5&6/4, 6-16— 4”&wdr. 4, 6&8” 10” 13” 
DE ivknécouss $66.00 $68.00 $71.00 $81.00 
eS ee 60.00 62.00 65.00 75.00 
a Perr eee 58.00 60.00 63.00 73.00 

For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch, 


add $9; 8-inch, add $6; 10-inch, add $8; 
add $6; No. 3, 4-, 6-, 8- and 10-inch, 
12-inch, add $8; No. 4, $4. 
§Furnished when available. 
*Contains 40 to 50 percent D&better. 
Specified lengths—In D&better, No. 1 and 
better and No. 1, add for 16-foot, $5; for other 
lengths, including 18- and 20-foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding, %-inch, odd lengths, 3- to 20- 


12-inch, 
add $7.50; 


foot, but not over 20 percent shorter than 

10-foot: 
D&btr., 4-inch..$28.00 EE, 4-inch....... $18.00 
6-inch.. 31.00 | Se 21.00 


Lath, hy uce and pine, 4-foot; No. 
9.45 


, 


ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by ‘ger? soft pine mills 
during the week ended Feb. 14 


1, $7.45; No. 








Plooring 

1x3” 1x4” 
Peewetter .. nc secs $61.00 $60.00 
o lat joa lt ne a ere 32.00 
Ss cine wigan oak bale eas 27.00 26.50 
aE gPpepetnaptieciatebanatnaers pie: 19.00 19.00 

Partition and Siding 
Boston partition, B&better, 1x4”........ $32.00 
Drop siding, B&better, 1x6”............. 33.50 

Pinish and Moldings 
Finish, B&better, TSAO”... cccccccccess $47.00 
Finish, B&better, 5/4x5&10”............ 60.00 
Cee DU D. SE 6 oe deewesnvenceees 54.00 
Discount on moldings, 154” and under.... 52% 
1%, ”“ and over.... 42% 

Boards and Shiplap 
Boards and shiplap, No. 1, 1x8”........ $28.00 
Boards No. 3, 1x12”. 10, 18&@30°........:. 23.00 
SU, ohare baad ooo owen 15.50 

Dimension 
me D. DE Oy Bae RO Seki seer cxcawcs $17.00 
ee OE eee 20.00 
Ses Cee TE ck ei iarns teeen 31.00 
ae a rare 16.00 
Ee eS ee err 23.00 
Lath 

we: 2, Me: Bcc te cnce tee tsknweern $ 2.2 





67 
APPALACHIAN WOODS 


Cincinnati, Ohio, Feb. 17.—Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 





palachian “soft texture” hardwoods: 
PLAIN WHITE OAK— 
4/4 5&6/4 8/4 
Lt OEE Cee $95@100 aes te $115 @120 
No. 1 com.&sel. 48@ 53 68 70@ 75 
No. 3 COMM...» 34@ 36 100 45 
No. 3 com..... 24@ 26 26@ 28 26@ 28 
Sd. wormy - 40@ 42 55@ 57 60@ 62 
PLAIN RED OAK— 
| errr ere 75@ 80 80@ 85 90@100 
No. 1 com.&sel. 45@ 48 52@ 55 58@ 62 
No. 2 com...... 32@ 34 36@ 38 38@ 40 
No. 3 com...... 24@ 26 27@ 30 28@ 30 
CHESTNUT—- 
Seer eee 75@ 80 90@ 95 100@105 
No. 1 COM... .. 43@ 46 54@ 59 60@ 65 
No. 3 com..... 22@ 23 22@ 23 22@ 23 
Sd. wormy & 

No. 2 com... 30@ 33 34@ 37 388@ 40 
No. 1 & btr. sd. 

WOT .ccce 33@ 37 35@ 38 40@ 42 

POPLAR— 
Panel & No. 1, 

18” & wdr...1389@135 140@145 150@155 
2) sae ee 90@190 105@115 120@130 
Saps & sel. 70@ 75 80@ 90 95@105 
_ & Fees 48@ 52 55@ 60 60@ 65 
a Serr 33@ 36 40@ 43 45@ 48 
ee BOE osrkcs 24@ 26 28@ 30 29@ 31 

MAPLE— 
eee 75@ 78 78@ 83 84@ 87 
No. 1 com.&sel. 47@ 50 55@ 60 64@ 69 
No. 2 com..... 40@ 43 40@ 43 41@ 44 
Following are carlot quotations, Chicago 


basis, on oak flooring: 
}$x2%” icy # tay arr 


Clear qtd. wht. .$103.00 00 61.00 
Clear qtd. red.. 75.00 OL 00 +36-00 +E1.00 
Select qtd, wht. 74.00 63.00 50.00 47.00 
Select qtd. red.. 62.00 55.00 50.00 48.00 
Clear pln. wht.. 80.00 60.00 58.00 46.00 
Clear pln. red... 68.00 60.00 56.00 50.00 
Select pln. wht. 55.00 50.00 40.00 39.00 
Select pln. red.. 54.00 50.00 40.00 39.00 
e.. 2 WRbscces - 35.00 34.00 26.00 25.00 
i ee ae 35.00 34.00 26.00 25.00 
No. 2 mixed.... 22.00 22.00 12.00 10.00 

1x2” x1%” 
Oe er eee $93.50 $91.50 
eS Se eee eee 89.50 91.50 
OS EE ee eee 73.50 69.50 
Oe a” errr 73.50 70.50 
EO aa ree 66.50 66.50 
OS OO eee err ee 61.50 61.50 
Sg OS Se rere 58.50 57.50 
OS eS er 55.50 55.50 
 * & SO Serr eee 35.50 32.50 
ae eS Seer rr re ee 35.50 32.50 
ee ae rrr re 17.50 16.50 


New York delivered prices may be obtained 
by adding to the above: For }}-inch stock, $3; 
for %-inch, $1.50; for %-inch, $2. 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 


Feb, 14: 
Third 
$38.74 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 


Second 
$61.65 


First 
eee 3. ces ea kaw $70.74 





mills, lower Michigan: 

FAS No. 1 & sel. 
| 6 Ra a ee rare ae re $115.00 $ 90.00 
J] Sere err Teer 120.00 95.00 
ee re ee 125.00 100.00 
SS a eee 130.00 105.00 
OS aa er errr 150.00 125.00 
Dee 6s dw weew eee ae 160.00 135.00 





BLACK WALNUT 


Cincinnati, Ohio, Feb. 19.—Prices on Ameri- 
can black walnut, f. o. b. Cincinnati: 


FAS, 6-9%” wide: 4/4, $225; 5/4, $235; 6/4, 


$245; $/4, $255. i 
Select: /4, $145; 5/4, $150; 6/4, $155; 8/4, 
160. 

No. 1 common: 

8/4, $115. 

No. 2 common: 

8/4, $45. 


4/4, $70; 5/4, $85; 6/4, $100; 


4/4, $35; 5/4, $40; 6/4, $40; 








Following were 


1/4 5/4 6/4 8/4 1/4 
FIGURED Rep GUM— Rep OAK 
.. e, é see eae eaten mlae.  gaalaieglatiidal bead Pin. FAS... 64.004 
RED GuM— No. 1&sel. $2.00@ 
Qtd. No. No. 1 com. 43.50@ 
l&sel. ... 44.25@ 48.50 50.00 18.00 {8.00@ 51.75 No. 2 ... 32.75@ 
Po See. . se buduedowwn a. $$$. <tqiihtwaitavapia>  ‘alsneGiiedomaace ate No. 3 fig. 23.50@ 
a en. 2a Sse tS  2ekeeRR OR eEe Kewe tee wees MIXED OAK— 
rem, SB nce She LSeweNANGee ke nen Ke ine S0teeebawede Sd. wormy. 29.50@ 
Sap GumM— "i ise ni 
Qtd. FAS... 54.00@ 55.00 54.00 56.50 S.75@ 58.00 dnp 1 ie bds 
No. 1&sel. 34.75 38.00@ 40.50 40.75 37.00@ 41.00 Pin. box bds. __ | 
Pin, FAS... 39.00@ 43.25 ............ celeiwdanings Wereeecendas aoe, *? EES 
No. 1&sel. 29.25@ 32.75 .. oe °° erie eR cee alla iia 
y ® 99 754 >m ym or Saps&sel. ....... 
No. 2 ... 23.75@ 25.00 ar =§«»—“(“€——i«C ger eapi Sat MRSA ge am: «sd aint Spc at ci ok No. 1 
BLACK GUM— ig ce p . 
Qtd. FAS... 44.75@ 45.50 rr ere a oe 
No. 1&sel. 34.75@ 36.25 ..... 36.00 31.75@ 37.75 — “/ - > + > 
“eg” _ pe apaitpareatE  " llileeiasssiaals i AETOTETE Cai cg Tigh i No. 2-A.. 28.004 
No. 1&sel. 29.25 i £é i ‘wsapnidenadaad . eetaddendiess No. 2-B.. 24.00 
ee eR cc coces cepcadieness  Shvaeatedane AsH— 

TUPELO a SOC r re §2.75@ 
} > os , © _—- 
hy) No. No, 1&sel.. ° 36.75 @ 

1&sel = ks eeGhss Aeediebearen aibededvevas No. 2 ...-. 27.754 
a OR °F: a ee 17.50 Sort ELM 
ee i, ee ee ee beehetaekeens Seen ba ene Ben a ae ee 
SY an A, a ee ete 86 sha aa eo eeale ee POO. Bwel.n. ciccccns 
WHITE OAKk— q _ se COTTON WooD— 
Qtd. FAS...118.25@121.25 ..... ircavas os cee See KAS. 13” 
No. 1&sel. 63.00@ 71.75 15.75 cs! i are &wadr 42.00 
I , avesxiee « gc op arise a Qc a oz. ‘ 0 ieee waweea warddbaéaacee ee 39.50 
IO, S4Bse cecsssersons 2) See ee ee ee ee No. 1&sel 100 
Pin. FAS... 80.25@ 83.50 89.00@ 96.00 97.75 109.00 a... 2795 
No. 1&sel. 43.00@ 50.00 55.00 60.00@ 62.75 64.25@ 72.00 a 
i ee. caeeecae Sceeashaaake “Sbekeee inne, oe wae 
sO dae CED \Sectavnncnes “etardeesewes 10.50 eS a n'sis. ee 
No. 3 fig. 26.75@ 28.50 ..... Vigkes ebedsaxnaree. wkeee WILLow— a 
Rep OaK-— No, l&sel... 35.00 
\ «VO, = erree8 «oO. 
Qtd. No. N 2 25.004 
i ot Re be ee aise  edeadbemern ‘ MAGNOLIA- 
ee eet ne ee eer rt me et re eee No. 1&sel... 32.75@ 
I * Rees I is meni yah eae eee ate | sae acai bia eecnlbra ee ae 26.00 


AMERICAN 


LUMBERMAN 
SALES PRICES OF SOUTHERN HARDWOODS 


sales prices of southern hardwoods received during the week ended Feb. 10, 








February 21, 1931 


Chicago basis: 


5/4 6/4 8/4 
eee SL.75 98.00 
RE beh aie onl a 50.25@ 58.25 59.25@ 61 00 
ce Fr 
Dore Y , GREDROTESCKE SEDC SRAORETE “ed Satkod 
P 0.25 50 i. 
56.00 54.00 | rr 
a Se ge aceruaanaiaieace 40.00 : 
BEE Bee bensheney MAadeAwewiees 35.25 
75.00 S5.00 79.00@ 80.00 T5.50@ 85.00 
ae S060 gs tbe bead aie 13.50@ 61.00 
EE Sweecteebade eeagcidicaens Pie. 
pane nae vine oes 50.00 
Reda Wea ture aes 38.00 
28.00 ....... Kahin Gate Mies 
CEP ads enwens 


29.00 





This Week’s Market Reports 


For Editorial Review of Current 


NORTHERN PINE 


BUFFALO, N. Y., Feb. 17.—The northern 
pine market is not active, but some increased 
interest is manifested on the part of retailers. 
They anticipate that considerable remodeling 
work will be done here and find inquiries 
along this line increasing. Prices on 
grades are firm, with mill stocks small. 


EASTERN SPRUCE 


BOSTON, MASS., Feb. 17.- 
eastern spruce dimension ‘is still quiet but 
inquiries have been rather more numerous. 
Base for frame schedules is still supposed 
to be $38, yet it is not being rigidly adhered 
to. Production is now very light. Sales of 
random lengths are not increasing, and prices 
certainly are not strengthening. For 2x3- 
and 4-inch there are concessions from $27. 
Zoards are dull and cheap. There is very 
little interest in lath even at concessions. 
Offerings of plump 1%-inch lath are now 
very light, however, and $4 is seldom shaded. 


HARDWOODS 


CHICAGO, Feb. 18.—There is no change in 
the price situation as regards northern hard- 
woods, but some of the southern woods, in- 
cluding quartered black gum and quartered 
red oak, are reported to be showing more 
strength. An order for 3,000,000 feet of north- 
ern hard maple, mostly 6/4, No. 1 and better, 
from an automobile body manufacturer for 
shipment within the next three or four months 
was placed at very low prices but was some 
encouragement to distributers. 


food 


-The market for 


BUFFALO, N. Y., Feb. 17.—The hardwood 
trade has improved to some extent, though 
business is not brisk. Demand is not centered 
on any particular wood and, orders are mostly 
for small lots, but more inquiries are being 
received than for some weeks. A decline in 
mill prices of walnut, oak and chestnut has 
recently taken place, and the northern woods 
have been reduced materially. Chestnut is 
feeling a good deal of competition from cy- 
press, 


CINCINNATI, OHIO, Feb. 16.—Compara- 
tively little change was noted in hardwood 
prices last week. Buying was still almost 
all on a hand-to-mouth basis. Several large 
mills indicated that dry stocks of automo- 


Market Conditions See Page 25 


bile lumber are scarce. 3oth white and red 
oak flooring stock are off as much as $2 or $3. 
Lower grades of poplar, gum and oak are 
moving more freely than higher grades, with 
prices less inclined to be irregular. The ex- 
port market is dull, there being few inquiries 


BALTIMORE, MD., Feb. 16.—Hardwood de- 
mand is showing some expansion, and the 
price range has been appreciably narrowed. 
The export demand is rather slow. 


HEMLOCK 


NDW YORK, Feb. 16.—Demand for eastern 
and western hemlock is quiet. Stocks in 
the hands of wholesalers are light, and re- 
tailers carry only what necessity dictates. 


BOSTON, MASS., Feb. 17.—Hemlock trade 
is now very quiet, notwithstanding the con- 
ciliatory attitude of most sellers. The top 
price for eastern or northern clipped boards 
is $28, and $27 for random. Although whole- 
salers believed their purchases of transit lots 
of western hemlock were quite conservative, 
there is more lumber on the way than the 
market can readily absorb, and some un- 
profitable prices are being accepted. The 
range at present, c. i. f., is $10.50@11.50 less 
than page 11%, Atlantic differentials. 


DOUGLAS FIR 


CHICAGO, Feb. 18.—Distributers of Douglas 
fir say there is some buying by retail yards, 
but in small quantities and the orders are 
widely scattered. Industrial plants, too, are 
loath to sink heavily into the ordering busi- 
ness. No price changes were reported. 


NEW YORK, Feb. 16.—Demand for Doug!tas 
fir is not as large as had been anticipated, 
largely because of unfavorable weather. 
Prices are not as firm as they were a week 
ago. tetailers continue to make numerous 
inquiries, but are holding off. 


KANSAS CITY, MO., Feb. 17.—Inquiry for 
Douglas fir continues fairly good, but it re- 
sults in only scattered sales. Prices are firm 
in the face of this lack of demand. 


BALTIMORE, MD., Feb. 16.—The movement 
of Douglas fir is still limited to more imme- 
diate needs, and prompt delivery is insisted 
upon. The increase in the ocean freight rates 
put fir at somewhat of a disadvantage as 
against the eastern competitive stocks. 


CYPRESS 


CINCINNATI, OHIO, Feb. 16.—Cypress is a 
trifle steadier. Mill prices are steadier, manu- 
facturers being less inclined to sacrifice 
values. Orders are still slow, and mostly for 
mixed cars. Some fair lots of factory lumber 
are being sold, and a small amount of finish. 


BALTIMORE, MD., Feb. 16.—The cypress 
market continues quiet. Ordinary grades are 
in rather better demand, quotations showinga 
marked gain in firmness. High grade Gulf 
lumber is strongly held by the producers. 
There is a growing disposition to resist de- 
mands for concessions, especially on higher 
qualities. The assortments of cypress here 
are modest. Some inquiry is coming from the 
millwork plants. 


WESTERN PINES 


CHICAGO, Feb. 18.—Inquiries continue to 
show interest among retailers and industrial 
users alike, but orders are slow in appearing, 
distributers of western pines report. Prices 
are maintained well. 

BUFFALO, N. Y., Feb. 17.—Trade in Pacific 
coast woods, including the California pines, is 


slow. No large supplies of the better grades 
are available, but low grades are in ample 
supply. Retailers are keeping down their 


stocks, but look for a fair amount of business, 
particularly in remodeling. 


Feb. 16.—The market for 
Idaho pines seems fairly well 
stabilized. tecent price gains are main- 
tained. Wholesale stocks are badly broken, 
and retailers have little lumber on hand. 


NEW YORK, 
Pondosa and 


KANSAS CITY, MO., Feb. 17.—Western 
pines are in improved demand, although most 
sales are in mixed cars to line yards. In- 
quiry was good all week, but sales fell off 
somewhat toward the close. Prices held firm. 


SOUTHERN PINE 


CHICAGO, Feb. 18.—Distributers tell ol 
somewhat better demand for southern pine 
this week among retail yards, mostly in out- 
lying districts or country yards, but one re- 
tailer reported that building trade is picking 
up, with modernizing jobs on the increase and 
a few bungalows being built. This dealer, 
however, is a go-getter and not a wait-for- 
the-business concern. The volume of inquiry 
gives hope to some of the distributers that 
things really will be considerably better. The 
price situation has changed little or none. 
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CINCINNATI, OHIO, Feb. 16.—Southern 
pine is moving slowly, orders being mostly 
for fill-ins. About the only demand is for 
poards, sheathing, shiplap and dimension. 
prices are weaker, mills being inclined to 
make concessions. Building prospects are 
petter, and a larger than usual amount of 
repair work is under way. 


NEW YORK, Feb. 16.—A slight improve- 
ment in demand for southern pine items is 
reported by some W holesalers, who still com- 
plain of stiff competition. Retail yards gen- 
erally have no stocks to speak of. 


KANSAS CITY, MO., Feb. 17.—The eastern 
and middle western States bought southern 
pine in good quantities last week. Some 
was for industrial use, but line yards took 
py far the greatest volume. 


BOSTON, MASS., Feb. 17.—Southern pine 
business is quiet. Wholesalers seeking to 
stimulate interest by price concessions find 
few mills willing to cut below their present 
lists. Some very nice 8-inch air dried roofers 
are offered at $24 and even less. The range 
for B&better partition is $38.50@41.75. Low 


Tragedy Adds 


EDWAR c. sASKI, descendent of the 
hero of the “Re 1 oe meer War, Count Casimir 
Pulaski, and formerly a United States forest 
ranger, died at his home in Coeur d’Alene, 
Idaho, Feb. 2. In the great forest fires of 
1910, Edward Pulaski proved himself a hero, 
also, and won national recognition for cool- 
ness and courage. In charge of fifty fire 
fighters who were trapped by a sudden rush 
of the flames, he led the men into a mining 
tunnel, barricaded the door, and stood guard 
with his gun at the entrance to prevent the 
escape of the fear-crazed men. When the fire 
had swept on, five men who had disobeyed 
Pulaski'’s orders to lie down on their faces 
were found dead, but the others were safe. 
Mr. Pulaski was seriously burned and nearly 
blinded by smoke and flames. He later re- 
covered sufficiently to render services until 
his retirement from ranger duties in 1930. 

CLARENCE C. FERGUSON, president of 
the Ferguson Lumber Co., hardwood jobbers, 
Louisville, Ky., was drowned on Feb. 17, 
when his automobile ran into the river at 
the foot of Ninth Street, apparently because 
of defective brakes. Mr. Ferguson was a 
native of Dayton, Ohio, was at one time con- 
nected with a Cincinnati jobber, and later 
spent some time in the Southern hardwood 
belt, becoming a hardwood inspector for the 
National Hardwood Lumber Association, with 
which he remained for some years until about 
1920, when he established the Ferguson Lum- 
ber Co., Louisville. He was widely known 
and very popular in hardwood lumber circles. 


P. S. PANNELL, Macon, Ga., for about 16 
years chief engineer of the Case-Fowler Lum- 
ber Co.. was found dead in his office at the 
main plant on Sunday morning, Feb. 15. A 
coroner's jury investigating the case reported 
that his death was due to a self-inflicted 
bullet wound. Mr. Pannell was 39 years old. 
He had been badly scalded when a steam 
pipe burst at the plant several months ago. 
For weeks he was in a hospital and he had 
suffered a great deal of pain. While he had 
recovered and was again at work, this ail- 
ment is believed to have prompted his act. 
Mr. Pannell went to Macon from Social 
Circle, Ga. He is survived by his wife and 
a daughter, six sons, and two sisters 


LOUIS G. BUDDENBAUM, an official of the 
Buddenbaum Lumber Co., Indianapolis, Ind., 
died recently in a hospital there after an ill- 
ness of about two months. He and his brother 
Harry founded the Buddenbaum Lumber Com- 
pany. Mr. Buddenbaum was known thyrough- 
out the country owing to his activities in the 
various branches of Masonry. He was elected 
a member of the supreme council of the Scot- 
tish Rite in 1928 and succeeded to the post of 
“active” made vacant by the death of Thomas 
R. Marshall, former vice president of the 
United States. At one time he was potentate 
of Murat Temple and was a member of St. 
James Conclave No. 16, Red Cross of Con- 
Stantine. In 1918 he was eminent commander 
of Raner Commandery No. 1, Knights Tem- 
Plar, had served as captain general of the 
commandery and was a member of the Raper 
drill corps a number of years, taking part 
in many prize-winning drill contests at trien- 
nial conclaves. Funeral services were held in 
the Gothic auditorium of the Scottish Rite 
Cathedral, in Indianapolis, with the ritualistic 
funeral ceremonies of the order and with the 
Strains of the grand pipe organ which he had 
Played and loved. It was regarded fitting that 


prices for shortleaf 1x4-inch flooring and top Some small quantities were moved to the 

for longleaf: B&better rift, $67 @78; C rift, South last week, but the total was only 

$53@60; B&better flat, $40@ 45.25. slightly above that of the previous week. 
‘ << aaa Mixed cars of lath and shingles were sold 

BALTIMORE, MD., Feb. 16.—The Southern {6 the East. . . 

pine movement holds up fairly well, with the - 

range of values quite firm. Though produc- 

tion is at a fair rate, sales are sufficient to CLAPBOARDS 


prevent accumulation of stocks. North Caro- 


: : , OSTON, MASS. ‘eb. 17.—" is very 
lina pine demand continues to lag but the aan Moe pe — Pil aa a Bae 
range of quotations is steadier, a result of weather is not cain to residential con- 
the curtailment in output and of better com- atta : . hg Abeta eco 

Met oa = ote ‘ d . struction. Dealers are making practically 
petitive conditions. Box makers are run- no additions to their present very light stocks 
ning part time only. 3uilding demand is : . a. : pie ie 


ee -_ : “astern spruce and native white pine clap- 
limited. The level of prices has shown no Ea : ~ ee and ames ~ les h oS ~<A 
tors PRE tie Pe : 8 i 64) boards are scarce, and prices are fairly well 
such gains as might be looked for with held There is some urgency in the offers 
quotations on some competitive stocks : Segal . he ‘ sae 

) ‘lapboards “om the West Coast, anc 
marked up. of clapboards fr — ’ 


prices are barely steady. 
SHINGLES AND LATH 
NEW YORK, Feb. 16.—Demand for eastern BOXBOARDS 


spruce shingles is fair for mid-February, and BOSTON, MASS., Feb. 17.—The boxboard 

there are indications of improvement. Prices trade is dull and prices are soft. Production 

are firm. Demand for West Coast shingles of box lumber this winter will be excep- 

has picked up slightly. tionally light. Some round edge white pine 

eee inch boxboards are to be had for as little 

KANSAS CITY, MO., Feb. 17.—Only scat- as $21. On new contracts few operators will 
tered new business has developed in shingles. quote under $24 for ordinary log run. 


Names to Long Death Roll 


the final tribute should be paid in the cathedral and George J. Fullerton, Jr., and two sisters, 
in the construction of which he had labored Mrs. William Donahue and Mrs. Kingsley H. 
zealously as trustee and member of the plans Murphy, all of Minneapolis. 

group. To Mr. Buddenbaum fell the charge 





of selection and placing of the grand pipe M. E. (TED) OLMSTED, well known in 
organ in the main cathedral, said to be one of southern lumber circles, died suddenly of a 
the finest instruments in the country. An or- heart attack on the polo grounds at San 
ganist himself, he gave the work almost daily Francisco, Calif., on Feb. 8. Mr. Olmsted 
attention. This was the second time in the became connected with the reforestation de- 


history of Indianapolis that funeral serv- partment of the Great Southern Lumber Co., 
ices had been arranged in the home of the at Bogalusa, La. some years ago and was 
order. There was a uniformed guard of honor advanced until he became assistant to the 
of Knights Templar and the Knights also general manager, the late Col. W. H. Sullivan. 
formed an escort from the cathedral to Crown When the Goodyear interests acquired large 
Hill Cemetery for the burial. holdings in California, Mr. Olmsted was 

» placed in charge cf their operations in the 
EDWARD T. BETTS, representative on the West, including the Redwood Steamship 





Pacific Coast for the Betts Lumber Co., Buf- Lines. He remained at that post for about 
falo, N. Y., died suddenly at his home in two years and resigned to become assistant 
Oakland, Calif., on Feb. 14, in his 61st year. to Col. A. E. Goodyear, who served as presi- 
Death resulted from a stroke. Mr. Betts was dent of the Kraft Paper Manufacturing As- 
born in Philadelphia, the son of Edward T. sociation, with headquarters in New York. 


setts and nephew of Charles M. Betts, who Mr. Olmsted was the son of a leading attor- 
founded the Charles M. Betts Lumber Co., ney of Pennsylvania, and the stepson of 
Philadelphia, in Jan., 1890, succeeding the Vance McCormick, wealthy Harrisburg pub- 
firm of Taylor & Betts, which had been estab- lisher and chairman of the National Demo- 
lished in 1865. He was brought up in the cratic Executive Committee when Woodrow 
lumber business and was superintendent for Wilson was nominated. The deceased leaves 
a number of years of the Buffalo yard of the a mother and two sisters and several other 
Charles M. Betts Lumber Co., which was more distant relatives. 

managed by his brother, C. Walter Betts. ——__— 

At that time the yard was engaged chiefly in DONALD W. MERCER, head of the Mercer 
the wholesaling of Canadian and Michigan Lumber Co., of Chicago and suburbs, died at 
white pine. Later the Buffalo business be- his home, 37 Indian Hill Road Winnetka, II1., 
came the Betts Lumber Co., as a partnership on Feb. 12, of pneumonia. Mr. Mercer was 
between C. Walter Betts and his cousin, the a young and progressive lumberman whose 
late B. Franklin Betts, who was a resident of yards are considered among the best of their 
Philadelphia. The company engaged in the class in the Chicago territory. He served as 
handling of Pacific Coast lumber, making a first lieutenant in the American Tank Corps 
California and other Western pines a spe- during the war and upon his return entered 
cialty, and Edward T. Betts had been its the lumber business. In 1927 four north 
representative there, with headquarters in shore yards were consolidated under the name 
Oakland, since 1909. He covered the three of the Mercer Lumber Companies, with head- 
coast states as well as Idaho and had a’ quarters in Evanston, and Donald Mercer at 
large acquaintance and many friends at the the head. He is survived by a widow, Mrs. 
mills, who respected him highly as a shrewd Lillian Raymond Mercer, two young sons, 
as well as honest buyer and a man of un- Fielding L. and Donald W., and a daughter 
usually fine personality. Surviving are his Lillian R. Mercer. Funeral services were 
two brothers in Buffalo, C. Walter and Wil- held at the home in Winnetka on Saturday, 


liam P. Betts, and a sister, Mrs. Edward R. Feb. 14, with interment in Graceland Ceme- 
Walls, of Fairview, N. J. 


tery. 

THOMAS FULLERTON, of Mitchell, S. D., W. O. LASSETER, for the last five years in 
founder of the Fullerton Lumber Co., died the retail lumber business at Birmingham, 
Feb. 12 at his home in Mitchell after an ill- Ala., as the Lasseter Lumber Co., and prior 
ness of two months. He was 78 years old. Mr. to that for fifteen years a manufacturer of 
Fullerton, who was prominent in public af- pine and hardwood lumber at Cullman, Ala., 


fairs as well as in business at Mitchell, was died from effects of burns received when his 
formerly mayor of the city. Born in Ireland, automobile was destroyed by fire last Jan. 15. 
he came to the United States in 1874, at the Mr. Lasseter was on his way to visit his 
age of 21. He located first in Kansas, but parents near Cullman and when within a 
after a few years moved to Mitchell. There, quarter mile of their residence his car burst 
in 1888, he established the retail lumber yard into flames. Before “ arrived to get him 
which became the first unit of the present out of the burning car he received such 
Fullerton Lumber Co., an_ institution which wounds that death followed that evening, 
operates more than 100 yards in South Dakota, after removal to the Cullman Hospital. Mr 
North Dakota, Iowa. Montana, Nebraska and Lasseter was reared at Cullman, had been 
Wyoming. Mr. Fullerton was joined in his engaged in some form of the lumber business 
growing lumber business by his brothers, all his life and on his own account the last 
James G. and George J. Fullerton. As yards twenty years. Deceased is survived by his 
were added the company established headquar- widow, three daughters, two brothers and one 
ters in Sioux City, and finally, in 1900, moved _ sister, all residing in Birmingham, and his 
its general offices to Minneapolis, where they mother and father of Cullman, Ala. 

aoe Oe ae A business =. incorporated in 
904. Mr. Fullerton retired from active par- : el a : . 
ticipation in its affairs 20 years ago and > JESSE W. THOMPSON, St. Louis, Mo., 69 
given his time since to other affairs. Mr. Ful- years of age, prominent in hardwood circles 
lerton is survived by a widow; four brothers, since 1890 and a well known figure in the 
George J., of Pasadena, Samuel of St. Louis, industry in the South and Middle West for 
Robert of Des Moines, and Albert of New many years, died Feb. 14, from an attack of 
York; two nephews, James G. Fullerton, Jr., heart disease. He resided in St. Louis about 











70 


fifteen years, going there from Memphis, 
where he previously had been engaged in the 
hardwood lumber business more than twenty- 
five years. He headed the Interstate and 
J. W. Thompson lumber companies. He is 
survived by a widow, Mrs. Althea B. Thomp- 
son; a son, Leonard B. Thompson and two 
daughters, Jessie W. Thompson and Mrs. C. H. 
Call, wife of C. H. Call, secretary and treas- 
urer of the Hoo-Hoo Club of St. Louis, No. 6, 
and the Wood Products Institute of the Met- 
ropolitan District of St. Louis. The funeral 
took place Tuesday afternoon, Feb. 17, and 
was largely attended by the lumber trade. 


W. CARROLL KEITH, of Beaumont, Tex., 
whose death was briefly noted in the issue of 
Keb. 14, is believed to have committed suicide, 
though no reason for the act is known. He 
was found dead at his home on the morning 
of Feb. 2, from a bullet wound which the 
coroner decided was self-inflicted. Mr. Keith 
was 44 years old and a native of Beaumont. 
He was the son of the late J. Frank Keith, 
tounder of the Keith Lumber Co., and suc- 
ceeded his father as president and general 
manager of the business in 1921. In addition 
to that interest Mr. Keith was a director of the 
American National Bank and head of the Keith 
Land & Investment Co. His business opera- 
tions seem to have been uniformly success- 
ful, and only recently he had developed a good 
lumber trade in Mexico, Porto Rico and in 
Europe. He was one of the builders and stock- 
holders in the LaSalle Hotel, of Beaumont, 
and had recently put through the financing of 
a proposed medical arts building for that city. 
Surviving relatives are his widow, one son, 
W. C. Keith, a student at Princeton, his mother 
and three sisters. Mr. Keith was a World War 
veteran, serving in the machine gun battalion, 
90th division, and received his commission as 
first lieutenant. 


E. S. (GENE) LAMM, aged 34, head of the 
Kk. C. Lamm Lumber Co., Danville, Ill, was 
killed at Rileysburg, Ind., Feb. 14, when the 
airplane which he was piloting, and which 
carried a lady passenger, dived 1,000 feet to 
their destruction. The lady, Mrs. W. R. 
Stephens, wife of a Danville contractor, was 
thrown thirty feet and was dead when picked 
up. Mr. Lamm’s body was mangled by the 
motor, which had buried itself two feet into 
the ground, It is believed that the control 
stick was defective. Mr. Lamm was born 
July 24, 1896, in Danville. After the death 
of his father in 1922, he took over the man- 
agement of the Lamm Lumber Co. 


GEORGE BROUGHTON, identified with the 
lumber industry of the Pacific Northwest for 
many years, died at his home in Portland, 
Ore., Monday, Feb. 9. He was born in Clacka- 
mas County, Oregon, in 1858, and when 18 
years of age took over the management of 
his father’s sawmill at Oregon City. In 1900 
he joined W. B. Wiggins of the firm of 
Broughton & Wiggins in the operation of two 
sawmills on the lower Columbia River, until 
his retirement in 1925 from the firm when it 
was dealing largely in poles. Mr. Wiggins 
died a few years ago. Mr. Broughton is sur- 
vived by his widow, Clara Broughton, and 
four children, Harold J. Broughton, Mrs. Alda 
Pierce, Mrs. Vesta Durham and Mrs. Mildred 
Hopkins, and four sisters. 


BRUCE FAIRCHILD, proprietor of the Port- 
ville (N. Y.) Mills, and for years engaged in 
the lumber and flour-milling business there, 
died on Feb. 13, at St. Petersburg, lla., where 
he had gone for a winter vacation. He was 
60 years old and a native of Portville, where 
he was always active in the community wel- 
fare. For many years he had been an elder 
in the First Presbyterian Church. Surviving 
are his widow, Mrs. Nettie Fairchild, four 
daughters and three sons, besides two brothers 
and three sisters. One brother, Robert E. 
Fairchild, is treasurer of Mixer & Co., lumber- 
men of Buffalo. 


WILLIAM SANDERS, vice president of the 
Sanders Bros. Manufacturing Co., large mill- 
work and wholesale and retail lumber con- 
cern of Ottawa, Ill., died at his home in that 
city on Feb. 7. Mr. Sanders was one of three 
brothers forming the partnership of Sanders 
Bros. in 1875, incorporating as Sanders Bros. 
Manufacturing Co. in 1892. He has served 
the company continuously as active superin- 
tendent with the title of vice president since 
its organization. His brothers, Frank San- 
ders, president, and C. A. Sanders, secretary- 
treasurer, survive him. 


MAYOR WILLIAM BVANS of 
City, Wis., 


Glenwood 
for 40 years prominent in affairs 
of that community, shot and killed himself 
Feb. 17. Mayor Evans was local manager of 
the Interstate Lumber Co. and president of 
the Inter-County Fair Board. He served many 
years as head of the school board and was 
prominent in Masonic and church activities. 
His widow and seven children survive. Serious 
illness and severe pain endured for several 
years seem to have led to his act. 





WILLIAM R. SMITH, retired lumber broker 
of Grand Rapids, Mich., and for two years a 
resident of Bradenton, Fla., was killed on Feb. 
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16, when the automobile he was driving turned 
over on the highway near Gainesville. Several 
passengers with him were seriously injured. 
Mr. Smith was 62 years old and is survived by 
a widow, three children, four brothers and six 
sisters. A member of the Masonic lodge, Mr. 
Smith was active in business ané@ civic affairs 
and highly regarded. 





News Letters 


(Continued from Page 63) 

Grays Harbor during January totaled 40,000,- 
000 feet, lowest in the last few years. 

Construction of an all cedar club house is 
planned for the Highlands golf course. The 
building will be 53 by 40 feet. It will be 
constructed of western red cedar from the 
E. C. Miller Cedar Lumber Co., cedar log 
siding, cedar hand-riven interior finish, and 
cedar shingles. The floor will be oak. 

Fayette Bousefield, president-treasurer Gen- 
eral Package Co., left last week for Minne- 
neapolis. The Bousefield Wooden Ware Co., 
Minneapolis, is eastern sales agent. 

Frank Hite, manager Aberdeen Cabinet 
Works, has been re-elected chairman of the 
Aberdeen Red Cross Board. 








Boston, Mass. 


Feb. 17.—Buyers are too few and prices are 
too low to be at all satisfactory to the spe- 
cialists in Pacific coast lumber this month. 
Some wholesalers who believed that their 
purchases of transit lots were conservative, 
are finding that there is more lumber on the 
way than the market here will readily ab- 
sorb, and concessions from reasonably profit- 
able prices are not very uncommon. There 
is more or less effort to secure c. i. f. for 
Douglas fir $10 less than Atlantic differen- 
tials, page 1114, but some sellers find it 
necessary to shade it $1 or so. Conditions 
in the fir board market here are very dis- 
tressing. Some people are believed to be 
shading from the following quotations: No. !, 
$19.50@20; No. 2, $17.50@18; No. 3, $15@16. 

A shipment of 166 teak planks was the 
only arrival of foreign lumber reported at 
Boston last week. 

Specialists in the western pines report a 
quiet business this month. Pondosa pine 
12-inch No. 2 common has been advanced $1 
while concessions of $1 are given Nos. 2 and 
3 common on straight carloads of one width. 

E. L. Connor, sales manager of Huntting 
Merritt Lumber Co., of Vancouver, B. C., who 
is making a tour of eastern markets, has just 
announced the appointment of Ritchie H. 
Stevens, 48 Wilshire Park, Needham, Mass., 
as special representative for his company in 
the New England States. Mr. Stevens will 
specialize in the Huntting Merritt Lumber 
Co.’s DriHome B. C. red cedar shingles, both 
stained and natural, and red cedar lumber 
and red cedar siding produced by Thurston- 
Flavelle (Ltd.), Port Moody, B. C. Mr. 
Stevens is well known in this territory, hav- 
ing been engaged in the distribution of lum- 
ber and shingles out of Boston for the last 
thirty years. After visiting Boston, Spring- 
field and other points in Massachusetts, Mr. 
Connor is spending some time in upper New 
York State, and from there will go to Wil- 
mington, Del., and visit the trade in that 


Kansas City, Mo. 


Feb. 16.—The first of last week some good 
sales were made, but business dropped off 
again. Mills are down generally in this part 
of the country, and stocks are being offered 
at ridiculously low prices, but there is no 
demand of any consequence. Most sales last 
week were made to the East, yards in Pitts- 
burgh, New York City and other eastern 
cities being quite persistent buyers. Some 
good lots of southern pine were moved to 
Illinois also. Industrial buying, while not 
as large as it was a week ago, held up fairly 
well. Furniture manufacturers in Pittsburgh 
and Grand Rapids placed some orders. Crat- 
ing lumber, however, enjoyed the best de- 
mand locally and elsewhere. 

Banks here are tightening down on their 
loans for speculative building. As a result, 
local demand for building items is very poor. 

. A. Bowman, of the Burgner-Bowman- 
Matthews Lumber Co., and L. L. Seibell. of 
the Badger Lumber Co., Kansas City, Mo., 
and their wives, are on a pleasure trip to 
Mexico City. 
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Laurel, Miss. 


Feb. 16.—Mills in this section showeg a 
slight decrease in stocks during January, 
Practically all mills, both large and small 
are running only part time, while both orders 
and shipments have been slightly in excess 
of production. Longleaf timbers and special] 
cuttings have been in fair demand, and have 
been bringing respectable prices. Some items 
especially No. 2 common kiln dried boards 
and 4-inch No. 2 flooring seem to be just a 
little stronger. February price lists carrie 
no advances, but sales managers say that 
list prices are more easily obtained than at 
any time lately. The export market is stil] 
quiet. Only a few orders were placed last 
week, and called mostly for low grade stock 
for the Islands. 

The hardwood market continues to show 
some improvement. The automobile trade is 
taking a good quantity of lumber. A good 
many orders have been placed by furniture 
factories. Prices remain about the same. 


New York, N. Y. 


Feb. 16.—Charles W. Kempter, sales mana- 
ger Clover Valley Lumber Co., of Loyalten, 
Calif., has been visiting points in the East, 
including New York and Boston. 

Donald Doud, of the Defiance Lumber Co. 
Tacoma, Wash., has been visiting the trade 
in the metropolitan area. 

W. G. Kahman, sales manager 
River Lumber Co., McCloud, 
recent visitor in New York. 

Robert R. Sizer & Co., wholesalers, have an- 
nounced the closing of offices at Jacksonville 
and Seattle, and the discontinuance of repre- 
sentation at Philadelphia and Boston.  Effec- 
tive Feb. 1 the firm reduced its force in New 
York. Robert R. Sizer, jr., continues at the 
head of the company and the headquarters in 
Madison Avenue will be retained. Capital 
stock will be reduced by withdrawing the in- 
terest of the estate of Robert R. Sizer from 
the going business. 

J. L. Camp, jr., president of the Camp 
Manufacturing Co., Franklin, Va., spent sev- 
eral days in New York earlier in the month. 


McCloud 
Calif., was a 





Come to Convention for Counsel 
(Continued from Page 45) 

of the Iowa Lumber & Material Dealers’ As- 

sociation. 

The only scheduled speaker of the afternoon 
session was Orville H. Greene, of Syracuse, 
N. Y., president of the Wilson & Greene Lum- 
ber Co., who told these retailers, as he has told 
other associations in recent weeks, why he 
would not be in business without a well de- 
veloped merchandising plan. He urged the 
dealers to insist that the manufacturers from 
whom they buy definitely establish their policy 
in regard to dealer distribution. He criticized 
manufacturers of asphalt roofing for selling to 
mail-order houses for less money than they will 
sell to the United States Government, and urged 
the dealers to protest through the State and 
national associations. The home-building i- 
dustry, he said, must find a way to bring down 
the cost of a new home and still make it a 
better product, as the automobile industry has 
done to its product in recent years. Reverting 
to the mail-order question he said, “I don’t care 
how much the manufacturers sell to the mail- 
order houses, so long as they don’t sell to them 
cheaper than they do to me.” He told the deal- 
ers they should make it a point to handle all 
products that go into the building of a home. 

In the evening the Milwaukee Hoo-Hoo Club 
put on a banquet which was a joyous affair i- 
deed, and then afterward brought twelve kittens 
into the realm of the Black Cat. The officers 
who presided were: Snark, Harry B. Koerble; 
Senior Hoo-Hoo, William W. Wuesthoff; 
Junior Hoo-Hoo, E. A. Ehlert; Bojum, Ed B 
Ductor; Scribenoter, Oscar A. Mueller; Jabber- 
wock, George C. Hood; Custocation, Louis 
Best; Arcanoper, Arthur Waech; Gurdon, John 
B. Bertling. The evening closed with a bril- 
liant entertainment for all comers, ladies and 
gentlemen both, presented in the manner of the 
well known “Show Boat.” , 

[Report of this convention to be continued in 
next week's issue.]} 
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